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Because of War conditions, 
definite delivery promises today often 
lead to disappointment and ill feeling tomorrow. 
No one can be sure of what the rapidly changing condi- 
tions will bring. We would like nothing better than to 


promise and deliver all the Auger Bits and Screw Drivers 
you need. Unfortunately we cannot do this. However, we 
are and will continue to do our very best to serve you 
under existing conditions—this is a promise you 
can depend upon. 


THE IRWIN AUGER BIT COMPANY ‘ 
Wilmington, Ohio, U.S.A. 


aT VUING 


Reg. U S. Pat. Off. 






























IS A WAR NECESSITY... CARE SAVES ROPE! 





Te 
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"When aload is put on a kinked rope, fibres 
inside the strands are weakened .. . Kinks 
should be avoided right from the start, when 
the rope is new...” Kinks are very destructive 
because they can ruin a comparatively new rope. 
“Care Saves Rope” booklet tells how to avoid 


Write today for a supply of “Care Saves Rope” . . 
16 pages of practical suggestions for saving rope, plus 
knots, splices and an up-to-date rope strength chart. 








kinks and gives many other rope-conserving 
suggestions in practical, everyday terms. With 
good rope more difficult to obtain your cus- 
tomers will appreciate help in making their 
ropes last longer. Give them a copy of “Care 
Saves Rope” with your compliments. 





4 | \ AMERICAN MANUFACTURING COMPANY 


Noble and West Sts., Brooklyn, N. Y. 


SS ROPE — TWINE — OAKUM — PACKING 


Western factory: ST. LOUIS CORDAGE MILLS, St. Louis, Missouri 


Branches: Boston, Baltimore, Philadelphia, Chicago, New Orleans, Houston 
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(Advertisement) 


ete YALE Vay NEWS &%@ 


* THE YALE & TOWNE MANUFACTURING CO., STAMFORD, CONN., U.S.A. x 


DEALERS COOPERATE IN A. R. P. DRIVES 

















Window Displays, Posters, Counter Cards Help 
Educate Public to Fight Raids...Sell A. R. P. Equipment 








By seizing every opportunity 
to make his store a wartime com - 
munity service center, the alert 
hardware dealer can contribute 
to the war effort and, at the 
same time, build good will and 
store traffic. 


1” THE SIRENS WAIL 


“Tokio is Calling 


. will your house be ready? 


He can, for instance, work 
closely with local ARP organ- 
izers to prepare home-owners in 
his community against Axis long- 
range or carrier-based bombers, 
at the most only 15 hours flying- 
time from our cities and towns. 


Window and floor displays of 
ARP anti-incendiary equipment 
— shovels, pails for sand, hose, 
ete., — are only part of the story. 
Cooperation with wardens and 
Air Raid Schools will suggest 
many ways to dramatize the pre- 
cautionary measures that must 
be taken to combat the threat 
from the skies. 





A.R.P. Equipment Window 


Shovels, pails, rakes, garden hose, black-out cloth, are 





set against a background of falling bombs. Cross-section of 
model house, with trash-free attic and cellar air raid shelter, 
is easy to build out of cardboard or light wood. Real thermite 
bomb casing, with descriptive tag attached, is an extra 
attention-getter and can usually be obtained from Civilian 
Defense Headquarters. 








THE LOCK RECOMMENDED BY THE 
WORLD'S LEADING LOCK EXPERTS 








THE YALE & TOWNE MFG CO 
SIAMEORD, COMMECTICUT US a 


LOCAL HAROWARE STORE 





SUBSTITUTE LINES 
YOU CAN SELL... 


Here are a few timely 
suggestions. Try them 


Wooden pails for metal pails. 


China soap dishes for chrome soap 
dishes. 


Leather washers for rubber 
washers. 


Glass ovenware for metal cook- 
ing utensils. 





Use a Yale Counter Card 
(see left) to point up your 
ARP equipment drive. To- 
gether with the window dis- 
play, floor display and ARP 
informative literature, it will 
help make your store a com- 
munity center for local ARP 
drives. This counter card 
reproduces the Yale adver- 
tisement in a recent issue of 
Sarurpay Evenina Post, 
part of Yale’s continuing 
program to familiarize Amer- 
ica with the hardware dealer’s 
position in the war. 


Why Not Start a Rental 
Service 


If your stocks of irreplace- 





able or hard-to-get items are 
low, put a ‘For Rent” sign 
on them! By renting such 
items as lawn rollers, wax 
polishers, vacuum cleaners, 
refrigerators, etc., dealers can 
build many small profits into 
a big profit and help the 
home front, too. 








He Formerly 
Made Patterns for 
Locks 


Now it’s a pattern for a 
war product being made at 
the Yale & Towne Mfg. Co. 
Diversion of metal and skills }S 
for war production is the : 
real cause of most hardware 
shortages. (See photo right). 











Follow the YALE War-Time Progress Plan...Regularly in Your Hardware Papers 
THE NAmeE YALE HELPS MAKE THE SALE 
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Hardwere Age, published every ot ayn y by Chilton Co. (Ine. ). 
) $1.00 per year. 


March 3, 1879 ( Printed in U. 8 


Entered as secon l-class ~ 


Single copies, 25¢ each. Vol. 150, No. 





March 24, 1933, at the Post Office at Philadelphia under the Act of 





PAINT BRUSHES 
ARB VALUABLE 











vercures PULTE Turpentine 


HELPS CONSERVE VALUABLE BRUSHES 


GOOD, LONG-BRISTLED BRUSHES that sold for 
$4.00 three short years ago are now selling at about 
$14.00 each. Soon these good paint brushes may be 
harder to get than a rubber tire. 


THIS HOG BRISTLE SHORTAGE makes it impor- 
tant to conserve your brushes and prolong their life 
by cleaning them with Hercules Pure Steam-distilled 
Turpentifie. There’s a reason for this. 


MANY “BRUSH CLEANERS” have a strong alkali 
base which attacks the bristles and quickly ruins the 


Hercules Steam-distilled Wood Turpentine meets Government 
and A. S.T. M. specifications for pure spirits of turpentine. 





ERCULES 


PURE 
TURPENTINE 


entire brush. But, by cleaning brushes right after 
using them with Hercules Pure Turpentine you can 
keep the bristles in first-class painting condition. 





IT’S SOUND ECONOMY to use a few pennies’ 
worth of Hercules Pure Turpentine and make valu- 
able paint brushes last longer and retain the flexi- 
bility needed for faster, better painting. 


NAVAL STORES DEPARTMENT 
HERCULES POWDER, COMPANY 


INCORPORATED 


938 Market St., Wilmington, Delaware 










Hercules p on 
the death we Turpentine will b 

: s¢-and-black ra € sold in 
me Supply is exhausted Cans 









HERCULES 
TURPENTINE 


TURPENTINE 


HARDWARE AGE 
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BOSTON WOVEN HOSE 


~ 


& RUBBER COMPANY 


CAMBRIDGE, MASS. 


HARDWARE AGE 














BUILDINGS 


A large part of Uncle Sam’s two-ocean navy will 
never go to sea. For its shore establishments — nayal 
and air bases, training stations, medical centers — it 
needs buildings, thousands of them. Much of the 
hardware for this vast construction program is sup- 
plied by Stanley. 


This, and other war demands, restricts the amount 
of hardware available for use on buildings which do 
not qualify under government restrictions, When 
ordering Stanley Hardware from your jobber, be 





sure to give all the data necessary for him to properly 
classify your order. The Stanley Works, 


New Britain, Connecticut. Trade Mark 





STANLEY 


HARDWARE 
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“Take an old Salt’s word 
for it, Mister —the right 


handlin’ will make your 
Manila Rope last for the 


13 


duration.... 






SAVE VITAL 
MANILA ROPE 


FOLLOW THESE 
9 HANDLING RULES: 


1. Avoid kinking and sharp 
bends. 


2. Do not put any strain on a 
kinked rope. 









3. Unkink a wet rope before it 
dries. 


4. lf a rope is twisted contin- 
ually in one direction, com- 
pensating turns must be 
thrown in the opposite direc- 
tion to avoid damage to the 
rope structure. 












5. Remove rope from the coils 
properly. Always follow the 
instructions on the tag at- 
tached to the coil. 







6. Clean off all mud, sand or 
grit by washing down with a 
hose before storing. 


7. Allow sufficient length for 
shrinkage when using rope in 
heavy dew, rain or moisture. 


8. Always dry rope before stor- 
ing. 
(a) Dry in sun, but remove 


when dry. 
(b) Hang in loose coils. 


9. Shift lines between ports, sub- 
jecting rope to both left and 
right turns about capstan, etc. 


























Bore I swallowed the anchor and 
settled ashore, I saw rope used aplenty. 
And I never saw a case yet where it 
didn't pay to use it right. 


So if you want to tie up in a safe harbor 
while this war is going on, you better 
keep a sharp lookout now to see that your 
Manila rope and that of your customers is 
handled right, is kept in shipshape con- 
dition, and is never wasted. 


What with the Government earmarking 
all the Manila rope and fibre that is now 
in America—and with no more of it com- 
ing in—good Manila is going to be 
mighty scarce. So make what you've got 
last. Handle it right. Don’t waste it. And 
if rope of some other fibre will do, use 
that instead of Manila. There’s plenty of 
thick weather ahead, yet; and we all 
want to be ready to last it out. 


COLUMBIAN ROPE COMPANY 
AUBURN, “The Cordage City,” NEW YORK 


COLUMBIAN ROPE 


is Made From the Finest Fiber. 
Give It.the Care It Deserves. 


them closely. Save rope and fiber for Uncle Sam. 


HARDWARE AGE 








This advertisement is No. 3 in a series offering suggestions on 
ways to get maximum service from any Manila rope now in service. 
The same suggestions apply to ropes made of any fiber. Follow 


rh 





ao 8 





In Shipyards and at Sea... MASTER PADLOCKS are “in Action” 


In war-busy shipyards, protecting vital tools, parts, equipment, 
stores . . . aboard far-ranging units of our mighty fleet... 
wherever the United Nations work and fight to keep open the 
sea lanes to Victory, Master Padlocks are on guard— 
standing watch, doing yeoman’s duty, serving ruggedly 
and dependably in the cause of Freedom. 
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The National Hardware line repre- 
= years of on and planning 
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AKING the best of 

existing conditions 
during this national emer- 
gency, and giving all-out 
support to the Govern- 
ment’s demands is now the 
patriotic duty of everyone. 


Beyond this duty to our 
country lies the responsibil- 
ity to our communities and 
to the people we serve, and 
while business cannot pro- 
ceed as usual there is a cer- 
tain amount of essential and 
authorized building being 
done which calls for the 
equal cooperation of manu- 
facturers and dealers to sup- 
ply these demands. 


Priorities can be supplied on 
federal housing and other 
government projects. We 
suggest that our dealers make 
application for their urgent 
requirements on a PDIX 
form, which will enable us 
to fill orders. 


\Nattonat 
MFG. CO, 


NATIONAL MANUFACTURING COMPANY 


STERLING 


* ILLINOIS 
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ike $0} 
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SOILAX removes dirt 


time, labor, reduces costs.| rinse required. 



















OUR customers must buy cleansers. 

Housewives need them in their 
homes. Painters, mechanics need them in 
their business. Sell them a good cleanser — 
and they’re bound to repeat. That’s one 
reason why smart hardware and paint 
dealers stock Soilax. It’s the super- 
cleanser that cleans everything —quickly, 
easily, economically! 
And right there you have another reason 
why Soilax turns over and over! Though 
a little Soilax goes a long, long way— 
your customers use Soilax for so many 
cleaning jobs, they use it up—gquick. And 
back again they come to you for more! 
To display Soilax is to sell it fast. To 
advertise Soilax is to sell it faster. On the 
next page, see how Soilax helps you sell 
with striking displays, hard-hitting adver- 
tisements, hard-working dealer helps. 


VV There is no shortage of Soilax / 


LOOK, too, at these prorit FIGURES! 


SOILAX | YOU SELL} YOUR 
COSTS | SOILAX | GROSS 
YOU FOR PROFIT 


wholesale 


TURNS OVER 
LAX ! 





WASHES WOODWORK- | BRIGHTENS BATHROOMS | 
Warm water and SOILAX | —SOILAX cuts dirt, rinses | 
quickly, safely, from ex-| easily wash off dirt, soot! easily, leaves no deposit. 
terior surfaces. Saves and grease. No separate| Makes porcelain and tile 
shine like new. 








1 th. pkg.( 3*%.)} $4.00 | $6.00 | $2.00 











5 ib. pkg. ( 











cartons A CASE A CASE A CASE 
@ 25¢ retail 
case 
si }| $6.00 | $9.00 | $3.00 
cartons _ - " 
A CASE A CASE A CASE 
L 75¢ retail 


--And Your Profits Are FAIR-TRADE PROTECTED! 


(Order from vour wholesaler) 










WASHES WALLS — Fost, | LIGHTENS LAUNDERING— | DETARNISHES SILVER — 
harmless, SOILAX | Harmless to delicate fab-| Silver becomes bright 
cleanses thoroughly, re- rics, SOILAX softens| and shining in 20 sec- 
stores original brilliance water, reduces need for | onds with SOILAX. Works 
a el: 


to all painted surfaces. rinsing. 


















No 
Postage Stamp 


United States 








ST. PAUL, MINNESOTA 





BUSINESS REPLY CARD 


First Class Permit No. 818, Sec. 510, P. L. & R 





ECONOMICS LABORATORY 
914 GUARDIAN BUILDING 


ST. PAUL, MINNESOTA 


PUNCH THAT 
AX SALES ! 


...Look at the many ways SOILAX HELPS YOU SELL! 


OU’'D have to travel far to 
find another product backed by 
dealer helps that really help like 


these! Soilax displays have made 
a definite name for themselves in 


tation for ‘‘bringing ’em in’’ and 
Soilax samples really sample. 

Make the most of these Soilax 
business builders and you’ll make 
the most of Soilax’s tremendous 


the hardware and paint field. 


selling possibilities. Fill out and 
Soilax dealer ads, too, have a repu- 


send the post card now! 





LIFE-SIZE, 


li-color, Soilax, 
wit-service f wong 
display holding 4 
Soilax packases- 


SELF-SERVICE D5 ¢ pep PACKAGE | 


Big six-ounce 
SAMPLE PACKAGES 
tures of Soil- 


riced cooper- 
1¢ each. 


oe wr 


Soilax 
__ + For Geahing Woodwork, 
Exact minia P png: 
ax boxes. P 


atively at only 


Cleanser Sef- 


a complete “One-Stop Pearl gray 


. ne 
vice.” Beautifully — 
d white lette a 
2 doz. 5-lb. ca : 


, 
floor — And it peY 


roon an 
Soilax cartons, 


. t ‘ 
3 square fee . 
yours for only $4.00 prep® 


Please send me immediately the following Soilax sales material: 


OC FREE Life-size floor display © FREE Window posters 
OC FREE Box top counter display 0 FREE Advertising mat sheet 
0D FREE Circulars 


—— (state number) Cooperative samples @ Ic each 
CO Metal Display Stand @ $4.00 


(For last two items, enclose your check or money order with this card 
and send in envelope) 


4 
Send this postcard now for these | 


SOILAX DEALER HELPS | 


No postage needed... Just fill out and mail! 








HOW TO INCREASE THE VALUE 
OF YOUR WARTIME SERVICE 


C ONSTRUCTION 


COMPANY 


BE ALERT FOR NEW PLANTS 


Expanding war production plants, new branch 
plants, converting consumer goods industries, and 
home workshops going into sub-contract jobs... 
any or all of these in your community may need 
your service as a supply source. And they can 


back their orders with priority ratings. 
~~ 


2s 
aN cat lh 
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ENCOURAGE CARE OF TOOLS 


You can strengthen the country’s war effort, and 
build long-term goodwill for yourself by pro- 
moting proper care’of tools. Tools should be kept 
clean, sharp, dry, oiled . . . and not abused. Sell 
oil, whetstones, toolboxes, locks. Stress proper 
tool care every time you sell a tool. 


BUY AND SELL QUALITY TOOLS 


It takes just as much steel to make a good screw 
driver, for example, as it does to make a poor 
one. You can help conserve the nation’s vital 
stocks by choosing quality tools that are long- 
lived, efficient, cheapest in the Jong run. 


SERVE WAR WORKERS AND FARMERS 


Many war workers buy their own tools. Farmers, 
too, buy tools. Both have a preferred war status. 
You can maintain adequate stocks if you consist- 
ently use forms P-100, PD-1X, etc., set up for you 
by WPB. They are your best guarantee of con- 
tinuing sales. 





|°CEILING PRICES? 

















FOLLOW THE RULES OF THE GAME 


Ceiling prices are this country’s only current safe- 
guard against destructive inflation. Post your ceil- 
ings, and keep customers aware of them. You've 
everything to gain . . . nothing to lose. 








SCRAP a 
DEPOT ° 

















GET BEHIND THE WAR DRIVES 


Make your store the community leader in War 
Bond and Stamp sales, metal and rubber scrap 
collection, and other drives that develop as the 
war goes on. Help shorten the war, earn a secure 
position in your community, be ready for better 
days in peace. 


MILLERS FALLS COMPANY Manufacturers of Fine Hand Tools, Precision Tools, Portable 
Electric Tools, and Hack Saws. 


MILLERS FALLS 
TOOLS 


Greenfield 
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Massachusetts 











SINGLE EDGE 





























STAR DOUBLE EDGE BLADES 
STAR SINGLE EDGE BLADES 


Yes, there are two ways to bag sales with Star. 
There’s the Star Single Edge Blade (world’s 
largest seller) and now—even bigger game— 


the new 6NX* Process Star Double Edge Blade! 


Give your Volume a Shot! 


Aim your sights at Star Double Edge Blades. 
Your ammunition is one of the greatest adver- 
tising campaigns ever put behind any blade! 
20,000,000 readers of 68 magazines know 
about Star’s revolutionary 6NX Process. Mil- 
lions agree that this secret combination of spe- 
cial, tougher steel and new sharpening methods 
produces a blade that makes double edge razors 
perform miracles! 


Display both blades bearing the Star name. Let 
everybody in your trading area know that now 


you carry the 6NX Process Star Double Edge 


Blade, too—and watch how your volume rises! 


Star Division, American Safety Razor Corp., Brooklyn, N. Y. 





IMPORTANT! 


Advise your customers to conserve 
on blades—to handle and dry them 
carefully after every shave. 











*Reg. U. S. Pat. Off. 
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NATIONAL ADVERTISING BRINGS IN 


CUSTOMERS 





HAVE YOU AN AMPLE SUPPLY? 


Disston is running a national advertising cam- 
paign in THE SATURDAY EVENING POST 
and leading homecraft magazines to bring cus- 
tomers into your store for a free copy of the Disston 
Saw, Tool and File Manual. Craftsmen, hobbyists 
and tool users of every type are actively interested 
in the new edition of this practical and valuable 
reference book. 

The government urges cooperation in saving 
tools and materials with this statement in the 
Disston Manual, from the Bureau of Industrial 
Conservation, War Production Board: —‘‘TOOLS 
ARE WEAPONS. CONSERVE THEM. USE 
THEM PROPERLY TO AVOID BREAKAGE 
AND THE WASTE OF CRITICAL MATERIALS 
NEEDED TO WIN THIS WAR.” 

The Disston Saw, Tool and File Manual is sup- 
plied to Hardware Dealers at less than cost as a 
feature of the widely successful Disston Conserva- 
tion Control Plan—a national program to conserve 
essential tools and materials for greater war 
production. 

You can do your part by offering the Manual 
free to tool users in your community. This popular 
book will help build up customer traffic now— 
will bring you continued good will—and your 
imprint on the cover will assure future saw and 
tool sales. Attach $1.00 to the coupon below and 
mail now! 


HENRY DISSTON & SONS, Inc. 
954 Tacony, Philadelphia, Pa., U.S.A. 


















gnver— Attach °1.00 | 
and Mail Today! ~: 


DISSTON Conservation Kit Order 


HENRY DISSTON & SONS, INC., 
954 TACONY, PHILADELPHIA, PA., U.S.A. 


Please enter our order for......... (only) Disston Conservation Kits ($1.00 in 
currency or check enclosed for each Kit ordered). Kit consists of Display Card and 
100 copies of the Disston Saw, Tool and File Manual, imprinted with our name and 
address (three lines only). 


Ship Complete Kit prepaid to the following address: 


Firm name. 
Street. 

City. 

Attn.: 

















Crescent Cutting Pliers 


No. 4 THE USE AND | are made in several 
CARE OF CRESCENT types to designs which 


are now pretty well 
CUTTING PLIERS... | standardized. Since the 


service for which these 











tools are intended varies, it is necessary to classify the 
different types somewhat in discussing their care. 


“SIDE CUTTERS”. This term is applied to the widely- 
used lineman’s or electrician’s type which combines a 
gripping and cutting tool. Design is such that the blades 
of the side-cutters meet, yet the gripping jaws are still 
open a few thousandths. Such design insures clean 
cutting of fine silk wire insulation. Chief precaution 
in using this type is to avoid any “rocking” or “pry- 
ing” action in cutting thru tough material (see sketch). 
Don’t, of course, hammer the handles or squeeze 








them in a vise—use a larger 
Squeeze handles 


so cutters move and heavier plier. All pliers 


at right angle to are hand tools and are de- 
wire being cut 


wate signed to withstand leverages 


rock”. : c : 
resulting from the grip of 
the human hand. Don’t ex- 
pect a “side-cutter” to do the 


work of a “bolt-clipper”! 


“LIGHT DIAGONALS”. These are strictly a “cutting” 
plier and are used extensively by telephone and vale 
men, who work with the lighter gauges of insulated 
wire. Designed for cutting, skinning and “cleaning”, 
they are not intended for heavy work. Large illustra- 
tion above shows one of these tools being used to 
“skin” telephone wire. 


“HEAVY DIAGONALS”. Basically the same type as 
“Light Diagonals” but of heavier construction and 
therefore may be used in a manner that would con- 
stitute abuse of the lighter type. When Heavy Diag- 


onals are used for removing cotter pins, the “spread” 
- P 


CRESCENT TOOL COMPANY, JAMESTOWN, N. Y. 
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Maintenance 
and Repair 


Suggestions to 
dei Tool Life 


LE Silla 





ends of the pin must first 
be cut off. Prying the pin 
out without first doing this 
may damage the tool, and 






F é 3 Always cut-off the 
is definitely poor practice. spread ends of a 
After cutting the spread ‘"*" pin before 

removal with diagonal pliers. 
ends, the head of the cot- 


ter pin is then gripped and lifted out, as shown in sketch. 


“END CUTTERS”. Also called “nippers”, characteris- 
tically have a generous leverage ratio and therefore are 
powerful cutters. Their advantage is ability to cut close 
to flat surfaces. The larger and heavier patterns afford 
a versatile tool capable of withstanding considerable 
prying action. For example, a common and permis- 
sible use is withdrawing “headless” nails and pulling 
fatish and cas- 
ing nails thru 
trim lumber. 
Carpenters use 
this method 
frequently in 
remodeling 
work when 
“cleaning-up” 
old casings. 


HARDWARE AGE 

















~~ ™w ¢ 





Illustration from Thermos ad- 
i 





verti: t in Time (Sept 
7) and The Saturday Evening 
) Post (September 26). 








~c | A PLEDGE TO THE AMERICAN WORKMAN...AND TO YOU 


ble * Throughout America, the Workman recognizes Thermos brand 
1is- as the finest and most efficient of Vacuum Bottles. 

ing Naturally this recognition has resulted in a tremendously in- 
creased demand for Thermos brand bottles. 

Despite the limitations of wartime manufacturing, Thermos has 
largely been able to serve its trade and public. ; 

It is pledged that Thermos will continue to make the very best 
vacuum bottle possible under restriction of war-needed materials— 
and as many vacuum bottles as expanded plant facilities can pro- 
duce. Every effort will be made that the American Workman will 
have Thermos brand vacuum bottles to carry hot coffee or soup; 
cold milk or fruit juice. 


LOOK FOR THE tH Ef. M fs ON THE BOTTOM 
TRADE-MARK OF THE BOTTLE 


TRADE MARK REG. U.S. PAT. OFFICE 


THE AMERICAN THERMOS BOTTLE COMPANY, NORWICH, CONNECTICUT 
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FOR BIGGER PRODUCTION 


@ Inthe Army—in the Navy—in manufacturing plants from coast to coast, 


the demand is for work performed faster—better, with no lost motion. 


Klein pliers are proving that the high quality, the extra care in manu- 





facture that has won for them a place in the hands of good workmen 
everywhere, is today being translated in terms of bigger production. 
When the demand for tools is great and good tools are scarce—the best 


Since 1857 _intools is a good investment because they do better work and last longer. 





tet ASK YOUR SUPPLIER—Foreign Distributor: International Standard Electric Corp., New York 
y T 


cy 
: ab © oo KLEIN, & Sons 
N nS Chicago, IIL, U.S.A 
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YEMENT 1S ON/ 


THESE 26 MILLION MESSAGES IN SEVEN 
POWERFUL MAGAZINES SELLING 
WINCHESTER FLASHLIGHT 
BATTERIES WILL IMPRESS BATTERY 
users EVERYWHERE! 


COUNTRY 
GENTLEMAN 































THE 


pROGRESSiVvE 
FARMER 


THESE POWERFUL SELLING WEAPONS WILL BRING INCREASED PROFITS 10 YOU 


: Day after day, right through the fall and winter buy- 








ing seasons, almost everybody in your town will see 
WIN CHEST, ER these convincing Winchester ads in the pages of 
MESSAGES WILL their favorite magazines. Beginning September 21st 
REACH: in Life magazine, this coast-to-coast coverage of bat- 


tery users throughout the United States will feature 


Ev third h i 
wy Ere Beme the Extra Freshness of Winchester (No. 1511) Bat- 


in rural America 


Every other home teries—They Stay Fresh 50% Longer. Building on 
in towns under 2,500 popu- Winchester’s 22 years’ superior quality and service, 
lation this dramatic advertising campaign will create still 

Every third home greater consumer demand and make quick, easy sales 
in cities of 10,000 popula- for your Winchester products. 


tion and under 











eee hetbene Be ready at the start of this campaign with an ade- 
in cities of more than 10,000 quate stock. 
population Order today from your jobber’s salesman for early 
delivery. 
IN TRADE MARK ; R 
"On Guard For America Since 1866” 


WINCHESTER REPEATING ARMS CO., NEW HAVEN, CONN., U.S.A, 


Division of Western Cartridge Company 
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WARTIME LIGHTING | 


COSTS REDUCED! 


General Electric announces a 12% to 17% reduction 
in the price of G-E MAZDA FLUORESCENT LAMPS! 





THE SEVENTH REDUCTION IN FOUR YEARS! 


O price reduction, of the many we have been 

able to make, gave us in General Electric as 
much genuine satisfaction as this one—made pos- 
sible at a time when light is being called upon to 
play a major role in wartime production. 


Made in the face of rising cost trends, this reduction 
is the result of manufacturing economies and tech- 
nical developments, combined with vastly increased 
use. It is made in accordance with G-E’s policy of 
passing such savings along to customers. 


But lower prices are only half the story. Not only have 
we been able to reduce prices, we have steadily im- 
proved these lamps. They give more light! They last 
longer! They stay brighter longer! 


For instance, purchasers of the widely used 40-watt 
white G-E MAZDA F lamp now pay only 95c instead 
of the $2.80 they paid in 1939. But we are prouder 
that this lamp lasts 66% longer and is nearly 12% 
brighter . . . that it gives you 514 times more value for 
' your lamp dollar thanitdid in 1939! (Seecharts below.) 
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G-E MAZDA LAMPS 
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The Story Behind MORE LIGHT for LESS COST 








G-E research constant- 
ly seeks the best pos- 
sible combination of 
all factors affecting 
lamp efficiency. Here 
are nine of the most 
important. There are 
more than a million 
possible combina- 
tions of these factors. 
It’s the task of G-E 
research to find the 
best possible com- 
bination! 





Experience counts. W. L. Enfield (left) and 
P, J. Pritchard have been active in directing 
research for better product and lower prices. 


Constant testin guards the quality of G-E MAZDA fluorescent lamps. At 


CATHODE 


FLUORESCENT 


LAMP CURRENT 
carmooe ) EFFICIENCY 


COATING 


EXHAUST 


MERCURY 











Si ill aah te $28 : 7 
Here is one of the new streamlined, specially designed G-E fluorescent lamp 


factories that have helped materially in reducing costs. Sand for glass tubes 
comes in at one end. Finished lamps are shipped from the other. 





All materials are tested with extreme care. Here, we 
check the brightness of phosphor powders that coat 
the inside of fluorescent lamps to make sure that you get 
maximum performance from your G-E MAZDA F lamps. 
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Extra assurance of quality is a series of over 50 


every stage in the manufacturing process, General Electric. inspections tests and checks on completed lamps by MAZDA 
provide safeguards of quality. Above, G-E MAZDA lamps are inspected while SERVICE inspectors, who work under the direc- 
undergoing a “seasoning” process on the test racks. 
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tion of an independent testing laboratory. 
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EJECTOR OR JET TYPE PUMPS | DOUBLE ACTING, RECIPROCATING TYPE 
AND WATER SYSTEMS 


ee 


THe ele bul eed yaa. 
ELL PUMPS AND WATER SYSTEMS 


PUMPS for ALL PURPOSES 


Name it - Myers makes it - everything in pumps. 
Pictured are a few representative types of Myers 
poletechos- Mm Ze tl) deb 4-1(-) eet: Mo tele Mollel-) aol tecle)telem-leat ther 
ment. Standardized types and sizes permit 
exactly the right pump for every need. Pumps 
for pressure tank or gravity service -- for handling 
hot or cold water, acids, brines, chemicals an 
oils -- for drainage and irrigation -- for spraying 
a sthicha det-Jel bole Mao tt-jbet (-lotsbelo MMM -) (OMEN (0) Mel (Tose l beled 
sanitizing and countless other uses. Every unit is 
expertly engineered, embodying modern fea 
tures proved in service — and is built to exact 
ele ME-t (stele lotcel-e 

Myers Products are being used in ever in 
creasing quantities by the U. S. Army. Navy and 
Air Force. Although all other needs are second 
ary to those of the armed services there's plenty 
fo} Mol beehoMelet-sbel-1-1-95 lo) Mod: Mol-1od(-) 4M sl-loleatt-1-Mk deticte 
Vb eto (=) Mo) d-s-1-100 a: Mt Mo boll beh ove} ale sel Moo le ME CoME-1(-}0)e) bate) 
up farm production pumping equipment is ob 
tainable for farm installations: while dealers 
1CoYore 4(-to MMB be MMe (-)(-set-1-Mo tele MMR 206 abo) colott Lott lobs Met dale i 
have many opportunities for the sale of wate: 
34-3 (-S eet Mm (0) mmo (=) (elt Mp elolet-stele me tele MB (oy amb tele tttciteted| 
uses, all of which would carry a favorable pref- 
erence rating. Also there's pump repair and 
posto stoli-beloselet- Mh. Zelda get lols Mole tel ol-Mreleto lio) cel shlogey i: 
by the sale of repair and replacement parts. 

We suggest that you give every consideration 
to the profit making possibilities of the sin plified 
MYERS Line of pumps for all purposes. 


THE F.E. MYERS & BRO. CO. 


ASHLAND, OHIO 


PUMPS-WATER SYSTEMS -SPRAYERS-HAY TOOLS-DOOR HANGERS HAND SPRAYERS 
: OMT Your atay ram 


wy S 


POWER WASHERS POWER SPRAYERS | x 


a 
“ 


22 HARDWARE AGE 





5 old things do! 
Timely Tig! 


TELL YOUR CUSTOMERS HOW 
THEY CAN DO REPAIR WORK 


BETTER, FASTER, EASIER, 
with NUCUT Files 





YOU MUST HAVE NOTICED IT! 
Everybody is fixing up old things. 
Foundries, machine shops, assembly 
plants, garages — these and hundreds 
more are coming to you for tools to 
help repair parts, products and all 
sorts of old equipment because new 
replacements are unobtainable. 
This is giving you a fine oppor- 
tunity to point out how a NUCUT 
File can help do repair work faster — 
by providing speedier, easier, better 
filing. Because of its exclusive “Wavy 
Teeth” construction, a NUCUT cuts 
clean, deep — and also levels the sur- 
face off smooth. Both at the same 
stroke! Without skidding or scraping! © 
Your jobber will tell you the sizes, 
shapes and cuts you need to best meet 
your customers’ requirements for fil- 
ing stainless steel, iron, aluminum, 
brass, copper, slate, plastics and wood. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers 
Newark, N. J. * Newcomerstown, Ohio 


Good Tools Since 1836 





HELLER 


WAVY TEETH 
eit al Ag ay SE 


FILES 


Pat. NO. 2027039 
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wo timely handboo 


How fo protect topsoil, 
store rain, get larger crops 


This question is now being asked about virtually every 
activity in America: “Will it help to win the war?” 
This is as it should be. Everything we have, or ever 
hope to have, depends upon winning the war. 

Farming—the production of food for ourselves and 
our allies—is a key factor in winning the war. Anything 
that contributes to more efficient farming—to the 
production of more food—is worthwhile. 

Soil-conservation farming methods have, in the past, 
proved their worth . . . in protecting soil from erosion, 
in holding rain water in the ground to increase crop 
growth, in simplifying and lightening the burden of 
farming. 

Your Land, Bethlehem’s handbook on soil-con- 


servation farming, gives full, authoritative details on 
cover cropping, terrace building, strip cropping, gully- 
healing, contour planting, dryland farming, diver- 
sion ditching, and many other tested-and-proved 
methods of scientific crop production. 

Your Land tells how to get the most food out of 
the soil, now, when it’s so greatly needed. Your 
Land tells how to protect the soil, how to keep it from 
washing away or blowing away, so that later, when the 
war is over, there won’t be millions of acres of land out 
of production—victims of wind and water erosion 
brought on by intensive emergency farming. 

Write to Bethlehem Steel Company, Bethlehem, 
Pa., for a free sample copy of Your Land, look it over, 
and then tell us how many free copies you can dis- 
tribute to real advantage in your community. There 
is no cost or obligation involved in this offer. 





How fo get best service from 
machines, fools, buildings 


Now that the production of many forms of steel as 
well as other materials commonly used on the farm 
has been stopped, it is vitally important to get the 
utmost service from equipment already available. 

Tools must be properly sharpened, and protected 
against injuries which would render them useless. 
Fence should be properly erected and kept in full 
repair. Roofs of steel should be protected against 
premature damage from rusting. Farm machines of 
all kinds should be overhauled and checked to make 
sure that no avoidable harm comes to them. 

Handy Repair Hints for Farm Use, a 48-page 
handbook, gives helpful information to farmers on these 
subjects, plus additional pages cf information such 


ko give farm customers 


as tips on farm blacksmithing, pipe fitting, harness 
repairing, saw fitting, soldering and tool grinding. 
Handy Repair Hints is not a new publication. 
Thousands of farmers have found it helpful. However, 
in the present emergency, we feel that this handbook 
has a far greater value than ever before. We in- 
vite you to write to Beth- 

lehem Steel Company, 

Bethlehem, Pa., for a 

sample copy of Handy 

Repair Hints for Farm 

Use. Look it over, then telf 

us how many copies you 

can distribute to advan- 

tage in your community. 

There is no cost or obliga- 

tion involved. 














Double Purpose — 
USE WET AS SPONGE— DRY AS CHAMOIS 


The new “TOPSY" CHAMI-SPONGE is made 
of No, 1 quality chamois sewed in a cluster to 
hold plenty of water. No dripping. Ideal for 
washing and drying painted walls as well as 
for washing mirrors, carpets, windows, furni- 
ture, cars, etc. Comes 2 sizes, packed in 
transparent envelopes Write for literature 
and low prices today! 


“VICTORY” NATU ou SPONGES 


Specially designed for severe 
from selected, natural spc omge 
soft absorbent net. Made 2 class 





es jobs. yw 
curely enclos - in 
Get low eels 


Write for Catalog ! 


TAMMS SILICA CO., 228 N. LaSalle St., Chicago 








* * 
* DIAMOND'S * 


PART in the WAR 


About ninety per cent of our factory's 
output is for Army, Navy and Air Corps 
use. We are working 24 hours a day, 7 
days a week to help supply tools for the 
war machine. 


Such all-out effort is necessary in spite 
of the sacrifices of civilian business. 
We're in a war and we're in TO WINI 
When that job is done, it'll be back to 
BUSINESS AS USUAL. 


Diamond Calk Horseshoe Co. 


4612 Grand Ave... . Duluth, Minn. 
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ROCKFORD BRASS WORKS 


ROCKFORD, ILLINOIS . 


The Complete Line of 
“Plumbing rats Goods Since 1890” 








“DUCK BILL” 











THE { Larsom) LINE 


USEFUL HARDWARE ITEMS FOR 
HOME- ARMY - NAVY - CAMP- CONSTRUCTION 


<j—e- 


Here are a few items from 
our large and complete line of 
bright wire goods. Many are 
used in National defense. How- 
ever, your jobber can take 
orders for immediate shipment 


on most items in our line. 








ORDER FROM SEE OUR LINE 
YOUR JOBBER OF SPECIAL- 
TODAY TIES 
Manufactured 


by 


CHAS. 0. LARSON CO. © STERLING, ILLINOIS 
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W —concentrating night and day on the production of millions of mili- 
fary cartridges—the names SUPER-X, XPERT, SILVERTIP and SUPER- 
MATCH remain symbols of outstanding service to the shooters of America. 


The development of the famous Western SUPER-X long range shot shell 
and SUPER-X metallic cartridges was a direct result of experience gained 
during the last World War. Out of the present conflict will come a wealth 
of new knowledge that may lead to additional revolutionary advances in 
Sporting ammunition. 


Now our entire facilities are in the service of Uncle Sam... until Victory! 
When the war has been won, dealers and jobbers, as always, 
€an look to Western for ammunition leadership. 


WESTERN CARTRIDGE COMPANY, EAST ALTON, ILL. 





WORLD CHAMPION AMMUNITION & 





* * * In millions of good American homes... 
from New England to the Golden Gate, 


* * from the Great Plains to the Gulf 
* * you'll find the contribution that Florence 
e has made for seventy years to American 
good living! 

«* COW For in those homes, you'll find Florence Ranges 
for every type of modern fuel turning out better- 
+ 7 ° cooked meals and turning them out more easily 
7 - Florence Oil-burning Heaters steadily assur- 

ing more comfortable winter living. 
Thousands of loyal Florence Dealers feel a 


real pleasure in knowing that those homes are 

MJ sure of satisfactory service from Florence heat- 
eae ing and cooking equipment for the duration... 

while Florence is doing more and more important 


Top Quality for 70 Years 





war work. And they feel proud, too, those leya! 
Florence Dealers, that they have helped to build 
an organization that is now able to produce 
necessary war materials in the American mass 
production way. 


NOTE—For new homes and vital replace- 
ments, Florence Heaters are still available. 





“All-eut” for Victory 
Florence's capital, men, man- 
agement and resources—a $30- 
000,000 production capacity! 
—are rapidly being converted 
entirelyto important war work! 














FLORENCE RANGES 


OiL HEATERS 


* Cabinet + Sleeve-type * Driven-Aire + Circulating * 





FLORENCE STOVE COMPANY: Gardner, Massachusetts; Kankakee, Illinois; 1458-59 Merchandise Mart, Chicago; 45 E. 17th Street, 
New York; 53 Alabama Street, S.W., Ata, 301 N. Market St., Dallas. 











BALL CONTACT 
WITH FLOOR 


THE SCHATZ MANUFACTURING CO. 


POUGHKEEPSIE, N. Y 


@ Chicago Office: 902 S. Wabash Ave 


Cleveland Office: 402 Swetland Build 
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HERE is the modem, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 


rugs and floor covering of 
any kind. 


« Vy) 


CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
“Acme” on the counter and 
the sale is made. The exclu- 
sive ball bearing feature 
makes “Acme” the out- 
standing caster of the trade. 
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START IT RIGHT 





AVOID KINKS 


PLYMOUTH 


THE Rome YOU CAN TRUST 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts; Welland, Ontario 
Division Offices: New York, Chicago, Housten, San Francisco 


Warehouse Stocks: New York, Boston, Philadelphia, Baltimore, 


Houston, Chicago, San Francisco 
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|— STORE IT PROPERLY 






“THE WAR CHANGED MY SALES TALK 
FROM BUY TO SAVE” 


“I’m doing my best to help 
America’s critical rope shortage 
by showing my customers how to 
make rope last longer. A big help 
in this is the material supplied by 
Plymouth. Their free booklet, 
called‘ Making Rope Last Longer,’ 
tells the whole story in simple 
language that every rope user 
can understand and follow. 

“T might also add that all the 
material issued by Plymouth on 





Dept. HA-9-17 


regulations. 


BEWARE OF CHEMICALS 


KNOW YOUR LOADS 


REDUCE WEAR 
AND ABRASION 


PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts 
You may send me a free copy of your Rope Conserva- 


tion Book “Making Rope Last Longer.” Also send me 
the latest bulletin on dealer helps and Government 
























rope selling from the dealer’s 
standpoint, has been invaluable 
to me, both in complying with 
Government regulations and 
planning for my own business. 
The sticker for the Sales-Maker, 
the special bulletins Plymouth 
sends out every time a new Gov- 
ernment regulation is issued, and 
the helpful advertising material 
have performed a real service for 
us hardware dealers.” 
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WOOD SHOVEL 2 


A NATIONAL ORGANIZATION SPECIALIZING EXCLUSIVELY IN SHOVELS, SPADES AND "scoops 
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TO THE nanpwanrr SSetvcce MAN 


Storekeeping has changed. 

It used to be mostly a job of selling. But now keep- 
ing a hardware store is more a job of service to the 
community. 

For with goods running short the hardware man helps 
his customers get along with what is available. He 


keeps in close touch with his wholesalers and gets what 


he can. He parcels it out where the need is greatest. 

We think the hardware dealer who is servicing his 
trade today deserves just as much credit as the manufac- 
turer who is filled up with war orders, or the whole- 
saler who is trying to allocate his merchandise fairly 
and impartially. 


So we say, “Hats off!—to the hardware Service man.” 


AMERICAN CHAIN DIVISION 
York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Sen Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


__BRIDGEPORT - CONNECTICUT 








32 





ESSENTIAL PRODUCTS... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable Iron Castings, CAMPBELL Cutting Machiaes, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes. Presses... In Business for Your Safety 


HARDWARE AGE 





zapser 
SS 





= 











est. 
his 


fac- 


yle- 


irly 


a” 


isco 


rain, 


ope, 


vire, 


fety 





War Time 
Convention in 


Chicago Oct. 18-21: 


The familiar October con- 
vention, held jointly by the 
American Hardware Manu- 
facturers’ and the National 
Wholesale Hardware Associa- 
tions, will be held October 18 
to 21, 1942, at the Palmer 
House, Chicago. The same 
peopie, or at least most of 
them, will be there but the 
program will be very different. 
It is geared 100 per cent to 
fit the times. It will be a 
strictly war-time convention 
with all entertainment fea- 
tures entirely eliminated. Co- 
operation with the Government 
in winning the war and means 
for preserving civilian econ- 
omy that we may also win the 
peace will be the dominating 
themes of this gathering. 
Many speakers will come 
from Government agencies, 
will bring authoritative and 
recent data on war orders 
compliance and will strive to 
help iron out wrinkles that 
beset both wholesalers and 
manufacturers in their present 
efforts to cooperate, yet stay in 
business. In order that the 
convention may get right 
“down to business” Monday 
morning, registration will be 
handled Sunday and dele- 
gates are urged to immediate- 
ly advise their respective 
associations—1—who is com- 
ing, 2—where will they stop. 
This will save precious con- 
vention time at Chicago. The 
usual fourth floor “Hardware 
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Lobby,” with nearby spacious 
meeting rooms, will be com- 
pletely at the disposal of the 
convention providing ample 
space for sessions and for the 
contacts between meetings. 


“Get in the Scrap”: 


Every home owner accumu- 
lates useless junk over the 
period of years. Most ga- 
rages, cellars and attics are 
partially loaded with objects 
of rubber or metal—vitally 
needed for salvage purposes 
in the war program. On the 
farms there are literally tons 
of discarded metal parts and 
equipment. Many people who 
will willingly donate such 
scrap material are either with- 
out suitable hauling facilities 
or are frankly too lazy or just 
procrastinate. It would prob- 
ably be entirely practical for 
many hardware dealers, when 
making deliveries, to invite 
customers to give up their 
scrap materials and have the 
store’s truck turn in such sal- 
vage to the proper local col- 
lectors. The truck has to 
return to town anyway, so 


that there is no lost motion 
and the offer could be re- 
stricted to such time as de- 
liveries are being made. Where 
replacement of metal or rub- 
ber equipment is being made 
through a sale, there is cer- 
tainly an opportunity to in- 
vite the customer to give up 
the old equipment for war 
salvage. This would be a 
splendid and worth while com- 
munity and national service. 
It all helps—so “get in the 
scrap.” 


Saleswomen in 
Hardware. Stores:— 


Although many successful 
retail hardware stores have 
employed saleswomen in cer- 
tain .departments for many 
years, it would probably be 
accurate to estimate that in 
normal times 75 per cent of 
the actual sales work in this 
field has been handled by men. 
In the past three years, our 
huge defense production ef- 
forts and now our war produc- 
tion requirements have taken 
many men out of hardware 
stores. They were lured away 
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by the money making possi- 
bilities of such employment 
and now, with our armed 
forces growing daily, there is 
an ever decreasing available 
supply of man-power for retail 
hardware stores. As a result, 
thousands of women are now 
engaged in retail hardware 
store sales work and are doing 
a mighty fine job, so fine that 
the men may have to look to 
their laurels in the post-war 
period. Women sales clerks 
are proving themselves effi- 
cient, patient and anxious to 
serve customers well. They 
are particular about their own 
appearances, fussy about 
cleanliness and orderliness of 
displays and stock, careful 
about making change and 
wrapping up merchandise, and 
are always interested in new 
goods and new ideas. These 
comments, based on first hand 
observation in the past 12 
months, were amply confirmed 
by the 40 odd merchants who 
participated in the 1942 ab- 
breviated NRHA Congress at 
Indianapolis last July. From 
many parts of the country 
these dealers were outspoken 
in their satisfaction with 
women on the sales floor. Sev- 
eral also raised the question 
of the lower wages paid to 
women clerks and said that 
the savings thus effected had 
materially reduced their sell- 
ing costs without any loss of 
efficiency, helping to offset 
slightly reduced net profits 
due to current staggering tax 
loads. 


Hardware Age 
Retail Sales 
Idea Club:— 


Further confirmation of the 
increasingly important part 
women are playing in the re- 
tail hardware sales picture 
comes from a study of the 
more active participants in the 
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HarpwarE AGE Retail Sales 
Idea Club. This every-issue 
feature provides a forum for 
the exchange of sales ideas by 
hardware sales folks. Every 
other issue, or once a month, 
there is a contest with cash 
awards. Anywhere from one- 
third to one-half of all the en- 
trants, in these contests, are 
women and the largest single 
cash winner, for the past 18 
months is Miss Lena Day of 
DeVore Hardware Co., Inc., 
Monongahela, Pa. Out of 16 
winners who have won a total 
of $5 or more, five are women 
and among 39 consistent win- 
ners of major prizes nine are 
women. 


Gas Rationin g 
and Com petition :— 


A manufacturer’s agent 
writes: 

“The editorial on gas 
rationing in your last issue 
(see p. 22, Sept. 3, 1942) 
parallels some of my own 
thinking on the subject only 
you did not write about the 
many inequalities that give 
competitive advantages to 
those who have preferential 
gas cards. I have a ‘B’ card 
yet two of my direct com- 
petitors selling the same 
war production factories 
and wholesalers who serve 
such factories have ‘C 
cards. My local board and 
my district board have 
turned down my _ request 
for supplementary gas. This 
curtails my business travel- 
ing and forces me to to try 
to get phone and mail or- 








Latest News on 
PRIORITIES 


and 
WAR-TIME ORDERS 
on page 83 








ders. I am _ seldom in 
position to submit samples 
to prospects as they are too 
bulky and heavy to carry on 
foot or via bus. It seems to 
me there should be some 
uniformity in giving gas 
rationing cards to people 
in the same business, com- 
peting with each other on 
similar lines.” 

This is not the only com- 


plaint we have heard on this . 


score, and, very definitely, 
this reader is at an unwar- 
ranted competitive disadvan- 
tage when his transportation 
is restricted to a marked de- 
gree beyond restrictions im- 
posed upon two of his direct 
competitors. If all of the con- 
ditions are precisely as stated, 
and this reader cannot get re- 
lief from his local or district 
rationing boards, he is justi- 
fied in appealing first to his 
state board and then direct to 
Joel Dean, OPA’s chief of 
fuel rationing, Washington, 
D. C. It is OPA’s intention 
and earnest effort to enforce 
uniform restrictions, but it is 
easy to realize that fuel ra- 
tioning is an enormous task 
and that necessarily many lo- 
cal boards, with varying de- 
gree of competence and 
understanding, must make 
most of the decisions. Hence 
the almost inevitable inequal- 
ities because of different 
interpretations made by two 
local boards in adjoining com- 
munities. It is our observation 
that supplementary appeals, 
made through personal visits, 
bring more satisfactory re- 
sults than do written com- 
plaints, largely because such 
letter writers are prone to ir- 
ritate the recipient through 
some discourteous inference 
of gross unfairness. In a per- 
sonal talk the facts involved 
may be more skillfully pre- 
sented as an appeal to fair- 
ness and the justification of 
extra gas instead of an out- 
right charge of unfairness. 
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FitcuBurcG has a new decoration. 


Hundreds of men and women in the Independent- 
Lockwood Plants are proudly wearing the ARMY- 
NAVY “E” ... symbol of high achievement in war 
production for our fighting forces. 








A new burgee waves over the plants where these 
men and women work. 







Long before Pearl Harbor, they were busy in war 


production. 







They are even busier today. 






And they are all proud of the honor conferred upon 
them . . . proud to be worthy of it. 






But the supreme honor for every one of us will 
come only in Victory, when we shall have established 
our right to be free. 
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P Until then, we are not free! 





There’s a war to be won and we must win it! 


rane (ald 


PRESIDENT* 





Fitchburg, Massachusetts 
September 14, 1942 
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They Come to See, Remain to 





6) RIGINAL methods 


of doing business, unusual adver- 
tising and the ability to make a 
host of friends have combined to 
make A. L. Kommers of Antigo, 
Wis., one of the best known hard- 
ware dealers in the entire country 
and his store one of the most pop- 
ular in that section of the state. 
A reputation for high grade ser- 
vice and merchandise is not the 
only thing that has served to make 
the store successful. The reputa- 
tion of its proprietor, “AI” to 
most people, has had something 
to do with it and his out-of-the- 
ordinary business methods and ad- 
vertising have attracted many peo- 
ple from the area who have come 
to see, remained to hear and re- 
turned for more. 

Mr. Kommers calls himself 
“The Iron Monger of Peaceful 
Valley” where “Seven Languages” 
are spoken—now it’s ten. He 
named the region of Antigo 
“Peaceful Valley” because when he 
first went into the hardware busi- 
ness, 27 years ago, the ordinarily 
quiet little brook that flows past 
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“Al” Kommers wear- 
ing his black sateen 
shirt and smoking 
his corncob pipe. 
“Peaceful Valley” 
is the name he has 
given to the dis- 
trict. Below we see 
both the shirt and 
wearer in reverse. 





the store went on a rampage each 
spring and flooded the district and 
all but washed away his new busi- 
ness. 

He has a knack of adjusting 
everyday occurrences to a great 
advantage in his advertising and 
store activities. A few years ago, 
when a wave of safe-crackings hit 
that section of the state, he gained 
a lot of publicity by inserting the 


A. L. Kommers, Antigo, Wis., 
makes friends and sales 
by means of his unusual 
methods and advertising 


combination to his safe in his ad- 
vertisements so that the “yeggs” 
could open it easily without hav- 
ing to blow it apart. Announce- 
ments of these ads were carried 
by both the radio and the U. S. 
Press Association. That he is hon- 
ored by his fellow merchants be- 
cause of the out-of-the-ordinary 
way he does things is somewhat 
of a source of amusement and 
amazement to Al Kommers. In 
this instance he received cards 
from all parts of the country, pur- 
porting to be from safe-crackers, 
thanking him for his courtesy and 
making appointments for future 
“jobs.” 


Solar Cookery 


Another time he put a fully dec- 
orated Christmas tree in his win- 
dow on the hottest day of summer, 
beneath it an egg was slowly cook- 
ing in a frying pan. This wasn’t 
done with any particular thought 
of advertising, but just because 
he felt that way. It did cause 
much comment, though, and many 
people braved the heat to see 
“what Al Kommers had done 
now.” 

His friendly customer relation- 
ship and quick stock turnover have 
also gained him fame in the hard- 
ware field. He is in demand as a 
featured speaker at conventions 
and meetings. He has had a num- 
ber of offers to go on the road for 
manufacturers and more than a 
few offers to conduct a course in 
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salesmanship in schools, but, be- 
cause he hates to leave home and 
his many friends, he has turned 
down such opportunities. 


Collection Methods 


Even his collection methods are 
different. No formal demand for 
payment of delinquent accounts 
goes forth from Kommer’s Hard- 
ware, but handwritten on ordinary 
sales slips, his requests for pay- 
ments run like this: 

“Account, $2.25. Say, Mose, 
I understand you have some 
good manure. I have a cus- 
tomer for some. Could you get 
me a load and apply on your 
account?” 

“I would use chickens or any- 
thing you can bring. Your ac- 
count is $5.75. Will pay 10 per 
cent above market price.’ 

This barter system has _ been 
scoffed at by many, but as it 
brings him good results, these 
scoffers soon change their tunes. 
He learned the value of the barter 
system while he was with his 
father when he had a general mer- 
chandise store in the same neigh- 
borhood many years ago. In those 
days, he states, corsets were traded 
across the counter for eggs and 
butter. 

On some occasions, he does send 
out printed notices to his delin- 
quent accounts and often gets bet- 
ter than a 50 per cent return, 
either in full or part payments. 


Records the Weather 


Instead - of cash receipts, Mr. 
Kommers keeps a daily record of 
the weather, punctuated with 
homely remarks, and interspersed 
with recordings of local and na- 
tional events. He has kept all 
these records and one can find 
much to interest himself in read- 
ing them. Whenever one of his 
customers has an addition to the 
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THE BIBLE SAYS: 


“And there shall come a change of time”. What that means 
I don’t know. But Easter Sunday, March 3lst, at 2 A. M., 
1918, according to my daily doings Uncle Sam moved the clock 
one hour ahead. That was some time ago. But now is the 


time I would be pleased to receive from you $______________ 
for merchandise delivered some time ago. Come down into 
Peaceful Valley and see me some time. 


A. L. KOMMERS 





THE IRON MONGER: ———— 














Another Car of Roofing Is Expected 
Within 10 Days! 


The Bill of Lading will amount to $950.84. Would you 


please assist us in this matter to the amount of 


your account §___..-..------- 


A. L. KOMMERS 


i i Cement, 
When i d of Roofing, Roof Coating or 
= a = Us Figure With You! 


























What is a hardware merchant called in England and what is a sprig in 
Australia. A hardware merchant in England is called an Iron Monger, and 
@ sprig in Australia is a small nail or pin made of metal or wood used by boot 
repairers for attaching soles to shoes and boots, in common use in the days 
before hand or machine sewing was the custom. 


Won't you please drive a sprig into your account to the 
IN ics cc ccs sic ‘ ' 


A. L. KOMMERS 
THE HARDWARE MONGER 
“Down in Peaceful Valley where they speaks seven languages.” 
ANTIGO, WISCONSIN 








Here’s the type of notices he sends out to delinquent accounts. They 
jolt the recipient and often bring in better than 50 per cent returns. 





family, he never fails to send a 
jacknife if it is a boy, and a pair 
of miniature scissors if the blessed 
event brings a girl. 

He considers every customer a 
personal friend, and on his desk 
is a can of pipe tobacco and 
matches for their use. He calls all 
of his customers by their first 
names and makes it a special point 
to learn all of their likes and dis- 
likes, their idiosyncrasies and 


their personal lives so that he can 
meet them on a common ground. 
As most of his customers are farm- 
ers, he wears a black sateen tieless 
shirt in order that they might not 
think he is “high-hatting” them. 
Across the front of his shirt ap- 
pears the name “Peaceful Valley,” 
while the legend on the back reads 
“Seven Languages.” 

Mr. Kommers will meet all 
comers on price and quality, item 
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Farm Equipment 








MR. FARMER, Aftention Please. 
The first rainy day, check over 
your mower, binder, cultivator, 
tractor, or any other machine |} 
you may have on the farm. We 
are placing our order for re- | 
pairs in October for delivery on 
or before May 1, 1942. Let us 
include yours. Don’t forget we 
carry Northeastern Wisconsin's 
largest assortment of plow 
points and if you want it wher 
you need it you will have to get 
it before’ you want it. We speak 








seven languages in Peaceful 
Valley. A. L, Kommers, ‘The 
Iron Monger. 3t 292 








Miscellaneous For Sale 





DO YOU know-we sold the first 
calcium in Langlade county 
back in 1921, and made a bum 
out of Paris Green not only in 
price but also in quality? Feur 
pound package, 35c, forty-eight 
pound case, $3.35, while it lasts. 
Down in Peaceful Valley. 
Where rail and water used to 
meet, Seven languages. A. L. 
Kommers. 3t 243 











ing public about supplies of essential merchandise. 
presented here in a most tempting manner. 
is constructed with the floor at several different levels. 





—_———— 


for item, and when a customer 
comes to him and says, “Oh, I can 
get that cheaper out of the cata- 
log,” he whips out a mail-order 
house catalog and looks up the 
item in question. If he can’t meet 
their price he will fill out an order 
blank and pay the postage out of 
his own pocket. Then, upon the 
arrival of the merchandise, he 
sends a card to the customer to 
come in and get it. This is a part 
“service pays.” 


of his policy of 


His newspaper advertising, usually 
of the classified type, is wholly 
different from the ads one is in 
the habit of seeing. Their novelty 
serves to attract the attention 
of people who quickly form the 
habit of watching out for them. 


He claims that service pays more 
than the sales when it comes down 
to merchant-customer relationship. 
He challenges any housewife to 
bring in a standard food chopper 
for which he cannot supply a 
missing part. 

Mr. Kommers also is a keen 
judge of character and while he 
does refuse to sell on the install- 
ment plan, he offers credit freely 
to those in whom he has faith. 
During the 1933 bank-closing mo- 
ratorium, he cashed all bona fide 
checks for his customers and 
friends. Bankers told him that 
they weren’t sure when they’d 
open for business, but he went 
right on cashing these checks. He 
didn’t lose one penny in so doing, 
although nine months had passed 
before some of the checks were 
cleared and he gained the confi- 
dence of his customers and made 
many new friends. 

His newspaper advertising, usu- 
ally in the form of a classified ad, 
is distinctly different and the nov- 
elty of these ads attracts many 
readers. 

A national mail-order retail 
store located in Antigo is his big- 


‘ 








Farm Equipment 


THE FARMER is the biggest 
poker player on earth, He pokes 

one of our self-sharpening plow 

points into the ground to turn 

the soil, then he pokes in one 
| of our drags to smooth’ the 
ground, followed with one of 
our seeders. He gambles on 
rain, sunshine, frost, crops and 
price. No gambling here on 
quality hardware Cr price. We 








have both. A milk pail free to 
those who won't get a 100% 
kick out of the conservation 
tour 9 a. m. July 24th, rain or 
shine. A. L. Kommers. 3t 249 








} 
Miscellaneous For Sale 





IF YOU want it, when you need 
it, you will have to get it, be_ 
fore you want it. Think about 
binder twine now. Figure 2 
pounds to the acre or more. 
No matter where you bought 
it, we will take back what you 
have left. Twine will be higher 
next year. Our ‘twine is made 
by your friends and neighbcrs 
at Waupun. Don’t drive too 
fast Independence Day. Fly 
ribbons, 10 for 15ce. A. L. Kora. 








mers Hdw. 3t-240 . 





gest competitor and is often the 
butt of some of his advertising. 
When this store recently staged a 
bicycle parade, Mr. Kommers ad- 
vertised: “Boys and Girls! Don’t 
forget to coast down into ‘Peace- 
ful Valley’ during Blank’s Bicycle 
Parade!” 

It was in 1915 that Al Kom- 
mers borrowed $600 to get started 
in the retail hardware business. 
His friendliness and courteous ser- 

(Continued on page 112) 


‘Manufacturers’ Display Helps an Aid to This Window 


Window displays such as this, which was installed by A. E. Ewing Co., Olean, N. Y., do much to reassure the buy- 
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Excellent use is also made of manufacturers’ display helps. 
This simplifies installation of displays and saves time. 


Tools of all kinds. hardware, heavy hardware, and paints are 


The window 
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Housewares and gift items are on 
tables in the center. These dis- 





plays are changed frequently in 
order to hold customers’ interest. 


Promotions Keep ‘Em Coming 
to the Gustafson Hardware Co. 


'S 
[TUNTS”’ which 


promote good will and promotions 
that bring new customers to the 
store are important factors in the 
success of the Gustafson Hard- 
ware Co., Kansas City, Mo. These 
events are held at intervals during 
the year and are planned to appeal 
to both young and old customers 
of the store. Andrew Gustafson, 
owner, likes children and many 
promotions are planned to appeal 
to the youngsters for he knows 
that when they come to the store 
the parents are sure to follow. 
“Gus,” as most customers know 
him, once gave a free movie for 
the kiddies as a good will building 
“stunt.” Tickets for the show were 
given to each child who brought 
one or both of its parents to the 
store during the allotted time. Ar- 
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rangements were made with one of 
the neighborhood theatres for tak- 
ing care of the group, and a spe- 
cia? program was designed to ap- 
peal to the youngsters. More than 
500 tickets were passed out for the 
performance and every child who 
received a ticket was present. 
This promotion brought many 
new persons to the store, pleased 
the children and the parents as 
well. Parents visiting the store 
took advantage of the opportunity 
to look over the many gift items 
and other every-day housewares on 
display. All were better acquainted 


with the firm and its very complete 
stock as a result of this promotion. 

Everyone likes to get something 
for notHing, according to “Gus,” 
and this very human trait served 
as the basis for another promotion 
which was very successful and 
brought many new. customers. 

A certain manufacturer of 
household cleaners offered to sup- 
ply small samples of his product 
to Mr. Gustafson at a very low 
cost, for the purpose of acquaint- 
ing housewives with his product. 
The samples were to be offered 


(Continued on page 76) 


Free “movies” for children 
and many other good will 


“stunts” help swell sales 








Plan for Determining Seasona 


Fall and winter apparel, cold weather items, 

toys and seasonal sporting goods covered. 

Wholesalers to use same pricing methods in 
establishing ceiling prices. 


| Re prices for a 


group of specified fall and winter 
“seasonal commodities” are to be 
established by wholesalers and _ re- 
tailers using a pricing method an- 
nounced August 27 by OPA. The 
regulation, Maximum Price Regula- 
tions No. 210—Retail and Wholesale 
Prices for Fall and Winter Seasonal 
Commodities, explains how a seller 
calculates his maximum price. 

In general, a seller determines his 
ceilings for the particular com- 
modity by finding his “average cost” 
of the article being priced or his 
“current cost,” and adding to the 
lower of these costs, the “initial per- 
centage mark-up” he took during the 
last six months of 1941. OPA recog- 
nizes that deliveries of these season- 
al commodities during March 1942, 
the base period of the GMPR, were 
inadequate to afford a fair and equi- 
table basis for determining ceiling 
prices for sellers of the goods speci- 
fied. 

From August 31, 1942, the date 
the fall and winter seasonal regula- 
tion takes effect, no retailer or 
wholesaler may sell at a price higher 
than the maximum fixed by the new 
regulation any of the “fall and win- 
ter seasonal commodities” falling, 
within any of the listed classifica- 
tions. (See special list of these com- 
modities generally sold in retail 
hardware stores on page 41.) 


How Seller Calculates 
His Maximum Price 
The regulation provides that for 
any of the designated fall and win- 
ter seasonal commodities, sold at 
wholesale or at retail, the seller 
calculates each maximum price as 


follows: 
(1) The seller should first find 


40 


both his “average cost” and _ his 
“current cost” for the commodity he 
is pricing. 

(2) The seller will then find the 
maximum price by adding to the 
lower of these two cost figures the 
“initial percentage mark-up” which 
he took during the last six months of 
1941. 


“Average Cost” 


The seller calculates his “average 
cost” for the commodity which he is 
pricing as follows: 

(1) The seller first finds from his 
invoices or other records and infor- 
mation the quantities of the com- 
modity delivered to him between 
Jan. 1, 1942, and Aug. 26, 1942, and 
the total of the costs of all the lots 
delivered. The seller should then 
find his “average cost” for the com- 
modity by dividing the total of these 
costs by the total number of articles 
in all the lots. 

(2) In his caleulation, the seller 
should include only deliveries of the 
commodity for sale by him during 
the 1942-1943 fall and wirter season. 
If he received no such deliveries, he 
may disregard “average cost” in cal- 
culating his maximum prices. 

“Current cost” of the commodity 
being priced is calculated by the 
seller as follows: 

A seller should use for “current 
cost” a figure which is the same as 
the price asked for the commodity 
by a supplier from whom the seller 
has customarily bought fall and 
winter seasonal commodities in sub- 
stantial quantities. For this calcu- 
lation, the seller should use his sup- 
plier’s price on May 11, 1942. If the 
supplier did not offer the commodity 
for sale until a later date, the price 
on that date should be used. If, how- 
ever, none of the seller’s customary 
suppliers has offered the commodity 


for sale since May 11, then the seller 
should use as his “current cost” the 
price asked by a supplier from whom 
the seller’s competitors have been 
buying in substantial quantities. 

Three different rules are given for 
calculation of the seller’s “initial 
percentage mark-up.” 

Rule 1. Every seller is required to 
use Rule 1 if he has or can obtain 
invoices or other records and infor- 
mation showing the purchases and 
sales of the same commodity as the 
one being priced which he made dur- 
ing the last six months of 1941. 

The seller should first find the 
total of the costs for all the lots of 
the same commodity as the one be- 
ing priced which he bought to sell 
during the last six months of 1941. 
The seller should then find for all 
these lots the total of the prices at 
which he first offered articles from 
each lot during the same period. The 
seller should next subtract the total 
costs from the total of these first of- 
fering prices. The difference, which 
is his total dollar mark-up, should 
be divided by the total costs to get 
the “initial percentage mark-up.” 


An Example 


The following example shows how 
the “initial percentage mark-up” 
should be calculated for a commod- 
ity under Rule 1: 
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3. 240 articles. 1.20 288 1.75 420 
4. 360 articles. 1.25 450 1.75 630 
Pete cscs $921 eee+ $1,520 


$1,320 (total of first offering prices) 
minus $921 (total of costs) leaves 
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$399 (total dollar mark-up). $399 
divided by $921 results in an “initial 
percentage mark-up” over cost of 
13.3 per cent. 

Rule 2 applies to sellers who dealt 
in the same commodity during the 
last six months of 1941 but who do 
not have the invoices, records or 
other information required by Rule 
1. A seller then uses the average of 
the “initial percentage mark-ups” 
which he took during the same peri- 
od on all commodities sold in the 
same department. If the seller does 
not sell his merchandise in depart- 
ments, he should then use his store 
or establishment average. 

Rule 3 applies to sellers who did 
not sell the same commodity in the 
last six months of 1941. A seller 
should use the “initial percentage 
mark-up” of the commodity most 
nearly like the one he is pricing, un- 
der methods outlined in the regula- 
tion. 


Identical Ceilings | 


To meet the problem of sellers 
who were not engaged in selling any 
fall and winter seasonal commodities 


during the last half of 1941, the 


regulation provides that his ceiling, 


must be the same as the maximum 
set under the new regulation by the 
most closely competitive seller of the 
same class for the same or, that fail- 
ing, the similar commodity most 
nearly like it. 

Sellers who customarily allowed 
different classes of purchasers al- 
lowances, discounts or other price 
differentials during the last six 
months of 1941 must continue the 
practice. No seller is allowed to 
change his customary adjustments of 
this type if the change results in a 
higher net price. 


Specified Records 


Retailers and wholesalers are re- 
quired to keep specified records on 
the cost and offered prices of fall 
and winter seasonal commodities 
dealt in during the last half of 1941. 
The seller is also required to pre- 
pare and preserve other specified 
records showing how he set each 
maximum price. 
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Fall and Winter Seasonal Items 
Generally Sold By Retail and 
Wholesale Hardware Dealers 


Ceiling Prices to Be Established Under 
Maximum Price Regulation No. 210 


COATS, JACKETS, SHIRTS, 
ETC. 
Mackinaws 
Shirts made of wool, part 
wool, cotton flannel 
or suede 
Jackets, heavyweight, 
plaids, and fleeces 
Jackets made of leather 
Hunting clothing 
Ski outwear clothing 
Skating outwear clothing 
Sweaters 
Gloves 
Husking gloves 
Husking mittens 
Lined work gloves 
Gloves and mittens, fur 
Gloves, wool and part 
wool 


FOOTWEAR 


Football shoes 

Soccer shoes 

Rugby shoes 

Bowling shoes 

Roller-skating shoes 

Hocky skate shoes 

Ice skate shoes 

Shoe and skate 
combinations 

Hunting boots and shoes 

Skiing boots and shoes 

Fishing boots and shoes 

Snowshoeing boots and 
shoes 

Snowboots, highcut boots 
6 in. or more in height. 


HARDWARE 


Snow shovels 

Snow pushers 
Sidewalk scrapers 
Storm doors 

Storm sash 

Room heaters, portable 
Room heaters, fixed 
Stove pipe 

Furnace pipe 

Stove elbows 


Furnace elbows 
Radiator shields 

Coal hods 

Fire shovels 

Air moisteners 
Andirons 

Fireplace equipment 
Plow handles 

Beet knives 

Grape picking knives 
Cane knives 

Corn knives 

Cold pack canners 
Cross cut saw handles 


SPORTING GOODS 


Shot gun shells 
Gun cases 

Skis 

Ski-poles 

Ski bindings 
Snowshoes 
Toboggans 

Ice skates 

Ice hockey skates 
Hockey sticks 
Bird calls 

Game carriers 
Decoys 

Footballs 

Football helmets 
Shoulder pads 
Hip pads 

Knee pads 
Football sundries 
Basketballs 
Basketball knee pads 
Basketball goals 
Basketball sundries 
Soccer balls 
Soccer ball goals 


NOVELTIES 


Hallowe’en novelties 


Christmas tree ornaments 


Christmas tree lights 
Christmas tree holders 
Carving sets 
Manicuring gift sets 
Toys 

Games 
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Move Housewares to Second Floor— 


The Pierce Hardware Co., 
Taunton, Mass., attracted 
the ladies by improving 
the display facilities 
of the entire department 


\ Ven the Pierce 


Hardware Co. of Taunton, Mass., 
moved its housewares department 
to the second floor and built a 
number of new fixtures, it suc- 
ceeded in giving the merchandise 
improved display facilities and 
creating a more interesting de- 
partment for the ladies. The 
change proved profitable and real- 
ly made a hit with the ladies in 
that city of 40,000, as may be 
gathered from the fact that in the 
first year department sales in- 
creased approximately 80 per 
cent. Merchandise of both higher 
quality and medium grade is fea- 
tured in the new set-up. 


Improved Appearance 


The department formerly occu- 
pied 200 sq. ft. of space on the 
first floor. The new second floor 
department is 80 by 25 ft. in size. 
The general appearance of the 
section has been improved and 
there is now more room in which 


This built-up, attractively ar- 
ranged gadget shop table is 
of the rounded end type 
and is similar to others 
in the department. Surplus 
stock, stored below, may be 
reached by removing panel. 
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80 Per Cent 


in One Year 


the ladies may “browse around.” 
Some wall display space for house- 
wares is still retained on the main 
floor and a variety of items fea- 
tured in the new section are shown 
here. The main floor displays are 
changed from time to time and 
seasonal merchandise is featured 
there. There is also a sign there 
calling attention to the “Modern 
Housewares and Gift .Depart- 
ment.” This is of modernistic de- 
sign and is finished in delphinium 
blue and white. 


Smooth Surface Effect 


Rounded end, plywood-covered 
fixtures are used in the aisles of 
the new section. Surplus stock is 
kept below the tables on which it 
is displayed. Side panels are held 
to the units by means of concealed 
catches. This serves to give these 
units an absolutely smooth sur- 
face which is broken only by the 
ornamental finger holes which are 
used in placing or removing the 
panels. These fixtures were cre- 
ated by the store staff. 


The bathroom fixtures are 
attractively and compact- 
ly featured in this side- 
wall display. Waste con- 
tainers of various types 
are prominently ranged on 
each side of the display. 


























Effective use is 
made of this step- 
up wooden display 
rack for showing 
colored pottery. 
Paper doilies be- 
neath each item 
add the necessary 
feminine touches. 


Brushes and other 
household goods 
are shown on this 
table. The brush 
rack is of wall- 
board strips and 
bent iron bolted 
together. Price 
cards appear on 
all items shown. 
Illustrating how 
table looks with 
panel removed 
to permit access 
to surplus stocks. 













The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
succéssful ideas for publication. 


More Responsibility for You 


OUR employer is a busy 

man today. He is prob- 

ably busier now, for the 
volume of business involved, than 
at any other time in the history of 
his business. Operating a retail 
hardware store today involves con- 
siderably more paper work and 
attention to detail than ever be- 
fore. 

This means that he has less time 
for supervision and consultation 
with you on your job. He must 
depend more and more upon you 
to do your work accurately, 
promptly and thoroughly without 
his help. This naturally increases 
your responsibilities to a consider- 
able degree. 

In other words, it gets down to 
this. Every member of the Harp- 
WARE AGE Retail Sales Idea Club 
has a bigger job to do than here- 
tofore. You will have to work 
harder and probably longer to do 
the job the way it should be done. 
However, this is what must be 
done if your store is to continue 
to render a satisfactory service to 
the community. 

Assume your full share of re- 
sponsibility and do your job in 
the best manner possible. 


Displays Must Still 
Make Sales 


When everyone has so much to 
do, it is not surprising if the store’s 
appearance suffers to some extent. 
This should be guarded against 
and effort made each day to keep 
tables, ledges, and floor displays 
looking their best. Attractive dis- 
plays sell merchandise and it is 
extremely important that every dis- 
play produce its 
maximum volume 
during these times. 
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Probably the most important 
thing in connection with the main- 
tenance of table displays is to see 
that the table is filled with mer- 
chandise. Every bin should con- 
tain the required number of items. 
Whenever an item is sold out, do 
not leave the bin empty but fill it 
with some other related item. Or, 
if this is not feasible, spread the 


display of some article whose sup- 
ply is ample. 

Price tickets are extremely im- 
portant. A display simply cannot 
complete a sale unless it can give 
the customer information as to the 
selling price of the item. And be 
sure to indicate that your price is 
a ceiling price if the item is a 
“cost of living” item. 





Winners of the August 
“Selling Sentence’ Contest 


Contestants in the August “Selling Sentence” 
Contest were required to build selling sentences 
about the following merchandise items: 


1. Floor wax 
2. Roof paint 


3. Football 
4. Iron cord set 


5. General purpose axe 


The Editors op HARDWARE AGE, acting as judges, 
have selected the following winners.. First prize 
awards of $2.00 each have been paid to these mem- 
bers for the best selling sentence in each merchan- 


dise group: 





IRON CORD SET 
FIRST PRIZE—$2.00 
Won by 
MILDRED WRIGHT 


Charles Salerno Hardware, 
Detroit, Mich. 


“This six-foot iron cord set is 
better than average. It has a heavy, 
well insulated cord. There is a 
switch conveniently located on the 


plug which will save wear and 
tear on both the iron and the cord 
plug. The switch eliminates the 
pulling and pushing of the plug 
off and on the iron in order to cut 
off the electricity. If you are in 
the habit of turning the current 
off at a wall switch, this type of 
plug will save you many steps. It 
can also be used on other electrical 
appliances such as waffle irons, 
electric cookers, percolators, etc. 
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MILDRED WRIGHT 
You can be sure of long and de- 
pendable service because it is ap- 
proved by the Underwriter’s 
Laboratories.” 


x * * 


ROOF PAINT 
FIRST PRIZE—$2.00 
Won by 
MRS. P. J. SCOTT 
A. Spellerberg, 
Garden Grove, Iowa 


“You can easily apply this new 
roof paint. It spreads quickly and 





MRS. P. J. SCOTT 


easily. Makes old roofs look like 
new because it penetrates and 
seals the pores and small cracks. 
This paint contains a fibre which 


ka 








acts as a binder for the liquid and 
this gives it the necessary strength 
to stand roof expansion without 
cracking. It provides a thick rub- 
ber like layer on the roof guaran- 
teed to last ten years.” 


xk *& 


FLOOR WAX 
FIRST PRIZE—$2.00 
Won by 
MRS. PAUL SELL 


Paul Sell Hardware, 
Girard, Kan. 


“This wax will save you time, 
work and money. It spreads easily, 
dries quickly, and leaves a_per- 
fectly hard smooth finish. It pro- 





MRS. PAUL SELL 


tects the natural beauty of the fin- 
ish from wear, dirt and possible 
stains. If successive coats of wax 
are used the finish of your floors 
will last and they never need to be 
completely refinished.” 


xk * 


AXE 
FIRST PRIZE—$2.00 
Won by 
WM. BAILEY 
Perth Amboy Hardware Co., 
Perth Amboy, N. J. 


“*Here’s an all-purpose axe which 
combines the utility of a heavy 





You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 





axe, household, hunter’s or camp 
axe. The edge of this axe will 
withstand the most severe usage 
because it is forged from tough 
steel. Note the specially designed 
blade for fast cutting, also, per- 
mitting the axe to be ground back 
further and thereby greatly in- 
creasing the life of the axe. You 
can be sure of getting long service 
out of this tool.” 


x * * 


FOOTBALL 
FIRST PRIZE—$2.00 
Won by 
STEVEN A. MADGER 


Perth Amboy Hardware Co., 
Perth Amboy, N. J. 


“Here is a football that is made 
of carefully selected, moisture- 
proof leather. This gives a better 
gripping surface for better passing 
during wet weather games. It has 
a slim shape, plus ten-hole, double 
leather lacing feature. These make 





STEVEN A. MADGER 


for easier handling, better passing 
and longer punts. The double 
‘laminated’ lining will insure 
longer life and usefulness. The 
ball is the official size, shape and 
weight and you 
will enjoy playing 
with it.” 
















Honorable Mention 


The judges award the rating of “Honorable Mention” and a payment 
of $1.00 to the following contestants whose entries, though not win- 
ning one of the major prizes, were considered worthy of publication: 


FLOOR WAX 


RUSSELL R. MILLER, Porter's 
Hardware, Ogaliala, Neb. 


“This is the floor wax you want 
for easy application, a high luster 
and a lasting finish. It is easy to 
apply, for it requires no polishing. 
It shines as it dries to a bright 
luster. The quality of this wax in- 
sures a lasting finish. It is eco- 
nomical to use for one gallon will 
cover as much as 3,000 square 
feet.” 


x * * 


ROOF PAINT 


RUSSELL R. MILLER, Porter's 
Hardware, Ogallala, Neb. 


“Here's a roof paint which will 
give the utmost protection against 
rust and corrosion at a minimum 
cost. It’s ready to use as it comes 
from the can, too. It dries dust 
free in about two hours. It is made 
of U-—G and high quality, 
steam-refined asphalt and _it’s 
thinned with naptha to just the 
right consistency for easy work- 
ing.” 





FOOTBALL 


RUSSELL R. MILLER, Porter's 
Hardware, Ogallala, Neb. 


“Here is a football that will hold 
up and give splendid service in 
spite of the hard use youngsters 
give it. It is of regulation size, 
double lined, and made of selected 
quality cowhide. Easy inflation is 
insured with the rubber valve 
bladder and the inflation needle. 
Your son will enjoy this ball and 
he won't need another soon.” 


= 8 fF 


AXE 


MARGARET L. VOLLMER, Ace 
Store, Elgin, IIl. 


“Note the keen edge on this axe. 
The entire blade is of high grade 
tool steel. Feel how well balanced 
it is, also. As a matter of fact, 
everything about this axe is of the 
best. See the grain of the wood in 
the handle. Only the best is used. 
Cold weather will have little effect 
on the blade of this tool for it has 
been tested at 50 degrees below 
zero. With good care and proper 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


REGISTRATION FORM 
HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 

















Name 
Firm St. 
City State 


| am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 


sharpening the axe will serve you 
many years.” 


xk 


IRON CORD SET 


LEONARD NELSON, West Side 
Hardware, Elgin, Ill. 


“We believe this ironing cord 
set will really please you by giving 
you trouble-free service. Sparking, 
which causes most of the trouble 
in cords of this type, is eliminated 
by this double swivel patented 
joint which removes all strain at 
the point where it fits onto the 
prongs of the iron. For this rea- 
son, you will find that this, iron 
cord set will outlast several of the 
less costly cord sets.” 


* 2 8 


FOOTBALL 
HELEN M. DOUGLAS, W. H. 


Douglas Hardware, Com- 
merce, Texas 
“This official size football will 
make any boy’s heart glad. Work- 
manship is perfect and the material 
will give complete satisfaction. 
Top grain, selected cowhide is used 
in this football. It is double lined 
and double laced. All sewing is 
with linen thread thoroughly 
waxed. You will be able to inflate 
this ball easily because of the valve 
type rubber bladder.” 


Copy this form on a penny 
post card if more than one 
form is necessary. 
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SERVICE AND PARTS 
FOR REMINGTON GUNS 


Help your customers keep their guns in shooting 
shape by suggesting that they keep them clean, free 
from rust, and in working order. If they need repair, 
we now have on hand component parts for all cur- 
rent models of Remington guns. Parts are no longer 
available for these obsolete guns: Model 6 single 
shot rifle, Model 16 .22 autoloader, Model 51 auto- 
matic pistol, Model 95 Double Derringer, Models 10 
and 29 repeating shotguns, Models 1889 and 1894 
double-barrel shotguns. 

We can furnish parts for Parker guns, with the 
exception of barrels, single trigger mechanisms, or 
ejector mechanisms for non-ejector guns. Otherwise, 
we can furnish parts for all 12, 16 and 20 gauge 
Parker guns. 

FACTORY SERVICE. Since our Service Depart- 
ment is extremely busy during the hunting season, 
guns should be sent to us for repair or refinishing 
well in advance of the time they will be needed by 
their owners. Our ability to service a gun or fur- 
nish parts is contingent on governmental orders, and 
of course work for governmental agencies takes 
precedence over other orders. 

Orders for parts and guns returned for repair 
should be addressed to Remington Arms Company, 
Inc., Ilion, N. Y. (not Bridgeport). Guns must be 
carefully tagged with your (or your customer’s) 
name and address, and a letter or order sent us stat- 
ing the nature of repairs or replacement parts, the 
model and serial numbers of the gun or guns re- 
turned, and how shipment is to be made. Together, 
we can help American sportsmen keep their guns in 
tip-top shape with a minimum of delay or inconven- 
ience. 


DEALER “Sn, LETTER 
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THE NEW CLERK 


No! No! I SAID A GUN FOR 
GEESE / - nor GREASE / 




















“RESERVE TROOPS” 


for Hardware Sales 


The things people have always associated 
with hardware stores—metal goods, acces- 
sories and fittings, tools, utensils and the 
like—are becoming harder and harder to 
obtain. Enterprising hardware dealers 
aren’t letting their shelf space stand 
empty, however. They’re filling it up 
with salable “turnover” merchandise that 
people want and buy. 


Recently, Remington-Peters salesmen 
reported on new items which are popular 
with dealers as replacements for hard- 
ware goods no longer obtainable. Here 
they are: Blackout shades, materials, and 
paint, Civilian Defense apparatus, boats, 
candy, clothing, furniture of all kinds, 
games (archery sets, badminton, ping- 
pong, etc.), glassware and gift items, har- 
ness, luggage and leather goods, maga- 
zines, livestock and poultry feeds, novelty 
jewelry, office supplies, rugs, school sup- 
plies, seeds, fertilizers, garden tools, 
sportswear, stationery, wall paper, wooden 
toys and wooden ware. 


So if your “regulars” are on active duty 
with Uncle Sam, it’s a good idea to add 
some of these “reserve troops”. They help 
you maintain your sales volume, and al- 
most as important, they keep people com- 
ing to your store. 
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A large quantity of 
“self selling” pack- 
ages of tumblers 
helped attract the 
customers to this 
glassware table in 
Shaiberger’s Hard- 
ware, Toledo, Ohio. 
Display cards, giv- 
ing information on 
the special sale, 
were a decided aid 
to the customers. 


Mass Displays of Tumblers Build 


Sales and Traffic for Ohio Firms 


How two Toledo dealers featured an available line to advantage 


(Grusswane has 


been a stock item in many hard- 
war stores for years. However, 
F. G. Gempel & Son, and Shaiber- 
ger’s Hardware of Toledo, Ohio, 
tried out an innovation in tumbler 
merchandising recently that 
boosted sales on this line and also 
increased store traffic to a decided 
degree. 

These firms obtained large 
quantities of 9-ounce tumblers 
packed six to a box from one of 
their local wholesalers. The “pack- 
age units” were attractive, easy to 
carry, and were priced at the 
popular figure of 29 cents. These 
were then “mass displayed” in the 

(Continued on page 112) 
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A spot display of tumblers arranged in this 





housewares window of F. G. 
Gempel & Son of Toledo was tied up with a table display in the store. 


HARDWARE AGE 





as 





a 
fe 
Ke 
5 
i: 
i 





aERST 


ee 





TOSS OTE IOY A Re BIE SS tS BPS 


SESSA RST 


OCR AgRER: 










AVAILABLE 


NEW PAINT PROFITS 


Today’s wartime sales opportunity is the promotion of new products. Here are 





three new paint products that no dealer should, be without. They are thor- 
oughly tested and fully guaranteed. The supply seems plentiful for the dura- 
tion. So, for extra sales, new customers, and more paint profits— now is the 


time to fill out your regular line with these three essential new paint needs. 


LAK-KOTE NEW IMPROVEMENT OVER SHELLAC 


Lak-Kote may be a permanent replacement for liquid shellac in the paint indus- 










‘try. Ready for use, it requires no thinning. Clear in color; better sanding; self- 
leveling. Easy to apply —will not roll under brush. Dries in a very few minutes. 
Lak-Kote in especially desirable for use on floors. Comes in all convenient sizes. 


BI - KOTE ONE COAT PRIMES —SIZES—SEALS AND FINISHES 
Bi-Kote is an oil base paint that requires no primer, no sealer. Saves time and 
labor so scarce today. Not a water mix paint, it’s very washable and dries to a soft 
sheen finish. Goes on over wallpaper, calcimine or casein, wallboard, concrete, 


etc. Comes in clear, clean white and many beautiful non-fading pastel colors. 


ONE HOUR VARNISH HIGH GLOSS—SUPER SOLAREX 


So quick drying it can be recoated within 2 hours! Clear in color. Brushes out 
easily. Resistant to alkali, water, ammonia, etc. Suitable for floors, woodwork, 
and furniture. Although quick drying it’s elastic enough to give long wear. 
Available at an-unusually low price for a premium quality 1 hour varnish. 


Great Lakes Varnish Works, Inc. 
2217-North Crawford Avenue 
Chicago, Illinois 
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Please send me at once FREE booklets and full information on new 
paint products checked: 
Available to dealers 








[_] Lak-Kote [_] Bi-Kote (_] 1 Hour Varnish 
for limited territories. a 
Write now for details. Sereet 


City State 
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| war industries must have your 


scrap materials if they are to maintain their record- 
breaking production of arms and fighting equipment. 
The situation is serious. Needed immediately are at least 
6,000,000 tons of scrap iron and steel and great addi- 
tional quantities of rubber and other scarce non-ferrous 
metals. 


Your help is needed now. Cooperate with your local 
salvage committee or, if such a committee has not been 
formed in your community to date, take the responsibility 
for forming such a committee upon yourself. Get out 


a. 





You Can Help Get! in 


your scrap and that of your customers. Give everything 
to the war effort. 

Listed below are some of the types of scrap metals 
and materials now needed. You might arrange a window 
display showing some of the scrap items, usually found 
around the home, that can be used. Point out what each 
will produce in military items. Install such a window 
during the time your local salvage committee conducts 
its city wide drive. 

If additional information is needed write to the Amer- 
ican Industries Salvage Committee, 350 Fifth Ave., New 
York, N. Y. 


Te ee 


1—Scrap Iron and Steel 


(The following items will provide an amount of scrap equiva- 
lent to the scrap normally required to produce the steel used 
in the opposite military items.) 





l 








Electric iron—five 37-mm. antiaircraft shells. (9 electric 
irons—1000 .50 cal. cartridges.) 
Old wood or coal kitchen stove—ten 4-in. shells. (10 
stoves—a scout car.) 
Old flatirons—2 steel 
helmets or 30 hand gre- 


nades. (9 old flatirons— 
one 6-in. shell.) 


Set of skid chains—twenty 37-mm antiaircraft shells. (75 
sets of chains—one 16-in. projectile. ) 

Five bathtubs—one %-ton truck. 

Golf clubs: one old set of golf clubs—one .30-caliber ma- 
chine gun. 

Refrigerator—twelve .45-cal. submachine guns. (61 re- 
frigerators—one light tank.) 

Old radiator—seventeen .30-cal. rifles. (17 old radiators— 
one 75-mm. tank gun.) 


11 Old washing machines—one 1%-ton truck. 


Kitchen sink—twenty-five 3-in. shells. (175 old kitchen 
sinks—one medium tank.) 


Lawn mower—six 3-in. 
shells. (252 lawn mow- 
ers—one 3-in. antiair- 
craft gun. 


Large ash can—two .30-cal. rifles. (6 large ash cans— 
one antiaircraft director.) 

Garbage pail—1000 .30-cal. cartridges. (111 garbage pails 
—one 75-mm. howitzer. ) 


50 


Wash pail—3 bayonets. 
(10 wash pails—one 60- 
mm. mortar.) 


Old disk (420 Ibs.) —210 semi-automatic light carbines 


Old plow (850 Ibs.) —100 armor-piercing projectiles (75- 
mm. ) 





Discarded tractor 
—580 machine guns 
(.30-cal.) 


I IRR 





Farm Item Military Equivalent 


1 Tractor, under 30 h.p.— ten 37-mm. tank guns 


Tractor, over 30 h.p.— four 16-in. shells 


Tractors, over 30 h.p.— one medium tank 


1 
5 
2 Two-disk tractor plows— one 75-mm. tank gun 
1 


Two-bottom tractor mold- 


board plow— one 75-mm. howitzer 
1 Spike spike or spring 
tooth sections harrow— four 4-in. shells 


10 antiaircraft directors. 


—_— 


Disk harrow— 


One-horse cultivator— two 60-mm. mortars 


_ 


15 Two-row tractor cultiva- 
tors— one light tank 


12 Mowers— one 3-in. antiaircraft gun 
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in the Scrap! 





hing Sell your scrap to a junk dealer. Give it to a 
charity. Take it yourself to the nearest col- 
= * lection point or consult your local salvage * 
ound committee. If you live on a farm and have no 
a * means of disposing of scrap, phone or write to * 
Latina your county agent or consult your farm imple- 
ment dealer. And you will help the war effort. 
mer- 
New : 





5 Haymakers— one armored scout car 
4 ; , 

1 Hand cornsheller-— three 6-in. shells Automobiles 

1 Hand garden planter— four .30-cal. rifles (Containing on the average 1500 lbs. of steel) 

1 Combination corn and_ seven .45-cal. submachine If used with an equivalent amount of pig iron one auto- 
cotton planter, single guns mobile will make more than sixteen 17-mm. guns, or twenty- 
row— seven 20-mm. aircraft guns (cannon), or thirty .50-cal. ma- 

10 Grain drills— one light tank chine guns, or one and one-half 16-in. Navy shells, or three 
Ge ee , 2000-lb. aerial bombs. 
1 Fertilizing distributor— ten .50-cal. machine guns 


* * 


2—Rubber 


(The following items will provide an amount of reclaimed 
rubber equivalent to the rubber used in the opposite mili- 
tary items.) 


Garden hose (25 ft.)—6 collapsible water bags or 6 auxil- 
Y ¥ Y Y iary tires for pursuit planes. 
1. Old tire—20 pairs : 
parachute trooper’s ¥ y Y y ' 
Oo boots or 12 gas masks. One pair rubber hip boots—3 pairs arctic 
¥Y Y Y ¥ overshoes. 


125 old tires—1 Flying Fortress. 1000 pairs of galoshes—1 medium bomber. 
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One bicycle tire and tube—6 radio sets, or one gas mask. 


* * 


3—Copper and Brass 


(The following items will provide amount of scrap copper 
equivalent to copper used in opposite military items.) 


Vacuum cleaner—31,000 .30-cal. cartridges or 110 rifles. 
Lamp bulbs—1000 burnt- 
out lamp bulbs—40 
compasses. 


Electric cords—Ten 6-ft. electric cords will provide the 
copper scrap equivalent to copper used in 1000 37-mm. anti- 
aircraft explosives. 

Washing and ironing machines—eight 4-lb. incendiary 


bombs (25 washing and ironing machines—one 37-mm Copper kettle—84 rounds 
tank gun.) of ammunition for an 
Refrigerator—one refrigerator—70,000 37-mm. antiaircraft automatic rifle. 
n explosives. Two refrigerators—one 60-mm. mortar. 
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4—Aluminum 


(The following items will provide an amount of scrap alumi- 
num equivalent to the aluminum used in the opposite mili- 








tary items.) 


1 Washing and ironing machine—21 4-lb. incendiary 


bombs. 
machines—1 antiaircraft fuse 


7 Washing and ironing 


setter. 


7700 aluminum pots and p 


1 Refrigerator—eight 50-cal. machine guns. 

225 Refrigerators—1 light tank. 

1 Vacuum cleaner—seven .50-cal. machine guns. 
1 Vacuum cleaner—twelve 4-lb. incendiary bombs. 


ans—1 pursuit plane. 


5—Zinc 
(The following items will provide an amount of scrap zinc 
equivalent to the zinc used in the opposite military items.) 


23 shells (37-mm.). 


20 rifles. 


1000 Lamp bulbs 
1 Washing and ironing machine 
1 Washing and ironing machine—one 37-mm. tank gun. 
1 Refrigerator—20 hand grenades. 


~~ @ 


3 Refrigerators—1000 .30-cal. cartridges. 
10 Vacuum cleaners—5 binoculars. 


1 Vacuum cleaner—one 37-mm. shell. 


6—Lead 


(The following items will provid 


e an amount of scrap lead 


equivalent to the lead used in the opposite military items.) 


1 Old batter 
3-in. antiaircra 
guns, or three 


mm. howitzers, 


y—three 
ft 
75- 


or 29 


tank guns (37-mm.). 


* * 


7—Cooking Fats—2 |b. of waste cooking fat will make 
enough glycerine for five anti-tank shells. 


8—Tooth Paste Tubes—60 old tooth paste tubes provide 
all the tin necessary for solder in the electrical connections 
of a Flying Fortress. 


9—Tin Cans—(needed only in certain areas)—Tin re 
claimed is used for babbitt metal in the bearings of airplane 
engines and for solder. Steel reclaimed from tin cans is 
used for all machines of war. 


“Money Back” 


“MONEY BACK” guarantee has no legal meaning, 

says the Supreme Court of Washington in a recent 
case. The case was tried in a lower court, and the unsuc- 
cessful party appealed. The Supreme Court of Washington 
did not believe that the alleged “money back” promise was 
ever made in the case and said: 

“Assuming, merely for the sake of argument, that some 
such expression was used, there is no evidence as to what 
was meant by the term, ‘money back.’ Obviously, it might 
have many different meanings and limitations, dependent 
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10— Waste Paper — 
(needed only in certain 
areas )—100 lb. stack about 
5 ft. high—carton for 35 
antiaircraft shells, or 80 
75-mm. shell containers, or 
35 containers of solid fiber 
; for shipping canned food. 

One ton of waste paper will produce any of the following: 
1500 shell containers; 47,000 boxes for .30-cal. ammunition; 
71,000 dust covers for airplane engines; 36,000 practice 
targets. 


Guarantee 


upon the circumstances of the particular case. The court 
which tried the case endeavored to elicit from the parties 
what was meant thereby, but was unsuccessful. 

“We likewise (meaning the Supreme Court of Washing- 
ton) find nothing to enable us to fix any definite, precise, 
legal meaning upon the term, ‘money back guarantee.’ ” 

Business men offered goods and equipment on a “money 
back guarantee” will do well to exact a detailed explanation 
of just what that guarantee means and under what condi- 
tions it becomes effective. 
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much SCRAP can you mobilize 


every week? 


HE plain fact is—we can’t win this war without 

plenty of steel. But if we are to have plenty, all 
factories, mills, shops, mines and other units of 
American industry must organize at once to turn 
in every available pound of scrap metal—and keep 
on turning it in regularly. At least six million tons 
more scrap must be collected than last year! 


Where is this ‘‘extra’’ scrap? 


It is certain that vast quantities of precious iron 
and steel lie idle in unsuspected hiding places 
throughout the country. Part of it may be on your 
premises. The usual methods of collection will not 
release enough to meet present demands. It will 
take special diligence on the part of management 
and workers alike to put the 1942 Scrap Drive over 
the top. To check the efficiency of your salvage 
methods, see if you are turning in all three of these 
classes of scrap: 

“BREAD-AND-BUTTER” SCRAP—The kind most plants sell regu- 


larly:— filings, shavings, stampings, rejects — metal scrap 
created in the process of manufacture or construction. 


DORMANT SCRAP—Unused or abandoned equipment, broken 
or worn-out machine parts, old boilers, moulds, dies, pipe, 
valves, electrical equipment, engines, trucks, etc.—the “junk” 
that accumulates but often Misses routine scrap collection. 


“RAINY-DAY” SCRAP —The hardest of all to part with. Includes 
obsolete machinery, unused metal buildings, stacks, outdated 
tools, fixtures, patterns, stocks, etc.—idle now because they're 
being saved for possible use in some indefinite future emer- 
gency. The emergency is here! This metal should be scrapped, 
unless it can be reconditioned and put to work now. 

If you haven’t already, we suggest you organize 
your own scrap drive. Your local Industrial Salvage 
Committee will help you plan a forceful program. 
Put some one individual in charge of salvage in all 
departments of your business, and give him au- 
thority to act. Promote the drive to your employees 
with posters and prizes. Emphasize speed and co 
tinuous effort. Make them all “scrap conscious.” It 
you need more information, contact the Bureau of 
Industrial Conservation, War Production Boat 


Washington, D. C. 


YOUR SCRAP IS WORTH ITS WEIGHT IN VICTOR 
* * * 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and 
New York + CARNEGIE-ILLINOIS STEEL CORPORATION, 
Pittsburgh and Chicago + COLUMBIA STEEL COMPANY, San 

Francisco ° NATIONAL FUBE COMPANY, Pittsburgh 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


‘ 


UNieeD STATES STEEL 


SEPTEMBER 17, 1942 











Fight the Axis With 
Fire Prevention Work! 


Observe National Fire Prevention Week— 
Sunday, October 4 to Saturday, October 10 


Every fire destroys materials and helps the Axis. Prevent those fires! 


Pix ENTING fire is 


a direct aid in our all out war 
effort. Every fire—incendiary or 
accidental—helps the enemy in 
that it consumes vital materials 
and equipment and drains the 
energies of those who fight the 
fires. Whenever a dwelling place, 
industrial or mercantile establish- 
ment, or public building burns the 
nation suffers some loss of hard- 
to-replace or non-replaceable ma- 
terials. Since every fire helps the 
Axis, the Office of Civilian Defense 
has this year taken over coordina- 
tion of the celebration of National 
Fire Prevention Week, Oct. 4-10, 
the 3lst annual observance of the 
event. 


An O.C.D. bulletin says, “If a 


cottage on a side street burns to 
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the ground or is damaged by fire, 
few people connect the incident 
with our war ecorlomy. Yet re- 
pair or rebuilding takes material 
that reduces the nation’s stockpile, 
to say nothing of the individual 
direct and indirect losses involved, 
Even such a small fire helps the 
enemy as much as if the cottage 
had been bombed—it is more help 
because the destruction is accom- 
plished at no cost to the Axis.” 


1941 Fire Losses 


Although there is a divergence 
of opinion as to our national fire 
loss in 1941, all estimates place the 
figure at more than $300,000,000. 
The Chamber of Commerce of the 
United States estimates that fire 
loss in the first six months of 194] 
was $171,000,000 or 4 per cent 


more than half the $304,000,000 
damage it estimates was caused by 
fire in all of 1941. This sum 
would buy quite a few Flying 
Fortresses, tanks, guns or other 
vital war needs. On this score, 
0.C.D. says, “Already in 1942 we 
are burning up more factories, 
homes and needed war material 
than we did last year . . . Fire 
kills 10,000 people in the United 
States every year, many of them 
important workmen in our indus- 
tries.” 

Fire prevention begins in your 
own living quarters and in your 
own place of business. It is esti- 
mated by O.C.D. that of 685,000 
fires a year, 393,000 are in dwell- 
ing places (homes, apartments, 
hotels, etc.) accounting for a loss 
of about $92,000,000. Mercantile 
establishment fires are estimated 
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RL-\WICK Hampers are 
by the largest manufac- 


of bathroom furniture. 


bnding designers have 
along 
And 


superior factory 


these hampers 


t, modern lines. 
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ies build more value into 
Wick Hampers than you 
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accounts for the fact that 
Pearl-Wick Hampers are 


han any other make. 


JONALLY 
ADVERTISED 


Pearl-Wick has 
advertised to 


years 
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ce more sales for you. 
we gladly provide you 
all the 
helps you require. 


advertising and 
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...and sales are increasing! 


Sales of Clothes Hampers have increased phe- 
nomenally in recent years. A big portion of 
this business was done in the Nation’s hard- 
ware stores. And yet, the consumer market 
is practically untouched. Here, then, is an 
item with splendid possibilities for you. 


Extra Business Right Now! 


Hampers have always been a fast-moving, 
profitable item; and because they are made 
mostly of non-essential materials, they can 
help you NOW offset your losses on war- 
curtailed merchandise. 


Hampers give you more than the average 
mark-up . . . more than the average turn- 
over. 


4 Short Line for Faster Turnover 


Guided by the experience of hundreds of hard- 
ware dealers, we've selected from our wide 
line the 3 outstanding sellers shown here and 








UPRIGHT MODEL 
No. 602/3E 
Biggest promotion 
value in Hampers 
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SALES MANUALS made them exclusive for the hardware trade. 


your salespeople how to 


These 3 models in popular col- 
ors provide the size, style and 
price range that will satisfy prac- 
tically every prospect. 


Tey Pearl-Wick Hampers 


Try a sample order of Pearl-Wick 
Hampers. Promote them through 
display and ads. Your sales rec- 
ords will soon prove they’re real 
PROFIT-MAKERS! 


Order Through Your Jobber 


or, if your jobber does not stock them, 
order direct from us, giving your jobber’s 
name. 


“PEARL- WICK 


RST STREET ASTORIA, L. I., NEW YORK 
America’s havent Monufacturers of Bathroom Furniture 


extra sales, sell more ham- 
and to make each sale 
Liberal quantities gladly 
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BENCH MODEL 
No. 420/4A 

























Showrooms in New York, Chicago, and Los Angeles 











FIRE 


IS THE FRIEND OF THE 








This National Fire 
Protection Assn. 
flyer (FPW 4) in 
red and black, 5}/, 
by 81/. in. is in- 
tended for home 
and school distri- 
bution and as a 
mailing piece. 
Can also be used 
as a window post- 
er. Sample copy 
gratis. Price 50 
cents per 100 or 
$3.50 per 1000. Im- 
print at slight ad- 
ditional cost. The 
association also 
offers red, white 
and black poster, 
12 by 16 in., 
“Every Fire Helps 
Hitler” (FPW 1) 
— sample gratis. 
Price is $1.00 per 
100 or $8.50 per 
1000 copies. 














bp ' ur ‘ Every dollar, every resource, every 

energy must ty iif suctory is to be ours. Age we doing all 
Ac an te win, a the farm, in the factory? Not when we allow 
presentable fins to destroy chousinds of lives and hundreds of millions of 
dollars every year, lives and dollars chat would have built great fleets of 
bombers and much-nceded tanks and ships 

We Americans have long had the fecling that our resources were so 
bountiful, our seragth so great, thac we couldn't possibly lose a war. But 
we're imvicing defeat when we cripple our production lines and lay waste 
our farms with fires that could have been prevented if we'd been on the alert 

Fire ws the friend of the enemy! We MUST reduce our staggering fire 
losses, and we must do it now! Fortunately, it isn't too late; but it’s later 
than we think! 
Nat i Pine # A Peiated in US A 








at 72,000 causing a loss of $70.- 
100,000. These and other fire 
losses are shown on this page of 
this issue. Of 10 common fire 
causes, matches and smoking were 
the number one cause and were re- 
sponsible in the last 10 years for 
1,238,275 fires causing losses of 
$174,979,768. 

Here are some suggestions as to 
ways you, your fellow business 
men and your community may help 
observe National Fire Prevention 


Week and thus help fight the Axis! 


1—Check Your *Store’s 
Safety 


Displays, storage, office and 
garage space utilized by‘retail es- 
tablishments should all be thor- 
oughly checked for possible fire 
hazards. Even a fireproof building 
can house the means for causing 
fires that will destroy valuable 
records or injure employees or 
equipment or stock. Careless stor- 
age of oils, paints, etc., waste ma- 
terials and inflammable materials 
or other kinds may provide a fire 
hazard. Careless use and disposal 
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of cigarettes and matches can 
quickly start a conflagration. Do 
you enforce common sense rules 
as to smoking on your premises? 
Give this problem real thought for 
fires are always expensive and in- 
convenient. Are all exits readily 
accessible from within the build- 
ing and from the outside? Could 
you, your employees and custom- 
ers make an orderly and hasty exit 
through them? Could firemen use 


them to advantage to bring in fire 
fighting equipment? Could these 
same public servants use the exits 
to quickly remove bulky and costly 
equipment and merchandise? If 
they could not, then your estab- 
lishment is far from safe. As- 
sume you are a fire inspector and 
then look over your premises. Are 
there conditions in your premises 
that you, as a fire inspector, could 
not approve? Any situation pro- 
viding even a remote possibility of 
fire hazard should be eliminated 
or rectified promptly. Are your 
fire extinguishers in working 
order? 


2—Examine Your Home 


Play fire inspector in your own 
home. Comb the premises—inside 
and out—from basement to roof. 
Do you keep rubbish away from 
heat, flame, gas, oil, coal, water, 
etc.? Are your stairways and 
exits free of equipment or mate- 
rials that could hamper quick en- 
trance or exit or which would 
provide good fuel for spreading a 
fire? Is rubbish kept in fireproof 
receptacles? Have you fire ex- 
tinguishers on your home prem- 
ises and are they in working 
order? Is your garden hose ready 
for prompt use? Do you store 
quantities of newspapers, mag- 
azines and other paper in the 
garage, attic or cellar? If you do 
clear them out and sell them to 
junk dealers or donate them to a 
charitable or patriotic group. How 
about your heating and cooking 
equipment? Do they need repairs 
that you would, without hesitation, 
urge a customer to make? Are 





Annual Fire Losses by Occupancies 


Occupancy 
(a) Public buildings 


(Including hospitals, schools, 


theaters) 
(b) Dwellings 


Number of Fires ss 
13,300 $19,650,000 
churches, 
393,000 92,000,000 


(Including hotels, apartments, homes, etc.) 


(c) Mercantiles 72,000 70,100,000 
(Including office buildings, warehouses, 
restaurants, and other mercantiles) 
(d) Manufacturing 23,700 52,900,000 
(Including mills, packing plants, bakeries, 
cleaners, etc.) 
(e) Miscellaneous .. ..... 183,000 65,350,000 
(Including barns, lumber yards, railroad 
and wharf properties, powder plants, 
automobiles, etc.) 
Totals .. 685,000 $300,000,000 
(Office of Civilian Defense) 
- & 
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at vital war industries against destructive 


O A NATION at war, fire is doubly tragic 

for it not only stops production, but 
destroys valuable buildings and equipment. 
The success of our entire war program may 
well depend, to a great extent, upon adequate 
protection against industrial fires. 

One sure type of defense that has saved 
millions of dollars worth of property is that 
afforded by approved R-W Automatic Fire 
Door Equipment. Fire can’t get through 
these heavy-gauge, corrugated galvanized 
iron sheets with the extra protection of 


sheet asbestos cores. Automatic closing of 


the doors is actuated positively by a fusible 
link melting at any set temperature. 


SAVE ON INSURANCE 


Buildings equipped with R-W fire doors earn 
substantial reductions in fire insurance rates, 
and there is no maintenance cost. The R-W 
line also includes tinclad Fire Doors, Flush 
Surface Steel Fire Doors and fire door equip- 
ment for all sizes and types of doors. Write 
today for our complete catalog. 


1880 ¢ SIXTY-TWO YEARS ¢ 1942 


Richards-Wilcox Mfg. ©. 


AURORA, ILLINOIS, U. 


SEPTEMBER 17, 1942 
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International 
Fire Prevention 
Week 
October 4 to 10 














Ten Most Common Fire Causes in the Last Ten Years 


- Matches—Smoking 
. Misuse of eleciricity 


Sparks on roofs : 


etc. 
Lightning 


. Open lights 
. Petroleum and its products 
. Hot ashes and coals—Open fires 


SOOEONDM Weone 


= 


. Exposure (fire originating off premises) 


. Overheated or defective chimneys. flues, 


. Stoves, furnaces, boilers, and their pipes. . 


Number of Fires Loss 
1,238,275 $174,979.768 
, 94,848,885 


416,866 
322,698 156,560,237 
70,208,310 


300,994 

291,181 119,985,311 
259,591 50,516,178 
253,382 100,344,879 
245,512 24,878,160 
221.725 77,897,461 
189,111 26,624,942 
(Office of Civilian Defense) 





inere gas, oil or water leaks in 
your home? Are your appliance 
cords and lamp cords all in per- 
fect condition? How about the 
flues? Could a fire inspector really 
give your home full okay, from a 
fire prevention standpoint? If 
not, now is the time to rectify the 
situation, for your own sake and 
as a patriotic measure. 


3—Offer Extinguisher 
Maintenance Service 


With curtailed supplies of fire 
extinguishers maintenance service 
is now more important than ever 
before. All extinguishers should 
be inspected annually. Some types 
need servicing after each use. Be 
sure your customers know this. 
The hardware dealer not already 
having this service would do well 
to inaugurate and announce it co- 
incident with National Fire Pre- 
vention Week. Aside from the fact 
that such servicing work will bring 
more revenue and build greater 
store traffic the dealer will help his 
community and his country. 


4—Contact Civilian 
Defense Units 


Even though the national of- 
ficials of the Office of Civilian De- 
fense have probably already no- 
tified your local air raid wardens, 
fire wardens and other civilian de- 
fense units of federal sponsorship 
of National Fire Prevention Week, 
check with your local units just 
0.C.D. has issued a 
bulletin on the subject briefly out- 
lining the purposes of the week. 
This bulletin also lists publica- 
tions and releases other material 
for use in connection with pub- 
licizing and conducting Fire Pre- 


to be sure. 
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vention Week observance, includ- 
ing offerings of the National Fire 
Protection Association, 60 Battery- 
march St., Boston, Mass.; National 
Board of Fire Underwriters, 85 
John St., New York City—1014 
Merchants Exchange Bldg., San 
Francisco, Calif., and 222 W. Ad- 
ams St., Chicago, Ill. 


5—Encourage a Clean-up 
Campaign 

Check the premises of your 
home and business place for waste 
paper, scrap rubber and other in- 
flammable materials vital to or 
useful in our war efforts. Scrap 
iron, tin, etc., may be found while 
you do this inspecting. Enlist the 
aid of local newspapers, scout 
troops, Lions Clubs, Rotarians, 
etc., church societies, schools, etc. 
Emphasize the fact that such a 
campaign will make your town 
safer from a fire prevention stand- 
point and a healthier place in 
which to live. Empty lots and 
unoccupied buildings will provide 
considerable salvageable and _in- 
flammable materials. 


6—Seek School Cooperation 


Cooperate with merchants and 
businessmen in hardware and 
other lines, in your community, to 
get the local school board have 
pupils make fire prevention post- 
ers and write fire prevention es- 
says. In their essays, pupils might 
be asked to tell just how and why 
they have tied in with local fire 
prevention efforts. 


7—Tell the Local Story 


From your fire department, or 
other sources of information, find 
out the estimated loss in your 


community due to different types 
and causes of fire. Show these fig- 
ures in a show window, together 
with data as to the loss of human 
life and live stock in your com- 
munity. On a percentage basis 
compare these figures with known 
national losses—10,000 human 
lives and over $300,000,000 in 
property damage. If your com- 
munity has a population of about 
10,000 emphasize the fact that 
enough people die each year, be- 
cause of fire, to populate a town 
of its size. Whether your com- 
munity has a much smaller or a 
much larger population express 
the 10,000 figure in relation to 
the number of people in your sec- 
tion. 


8—Strive for Observance 


If your community is not set 
up for a full observance of Fire 
Prevention Week try to get the 
mayor or other chief executive to 
at least set aside one full day for 
marking Fire Prevention Day. 
Friday, Oct. 9, would be most ap- 
propriate day, in view of the fact 
that Fire Prevention Week always 
includes Oct. 9, the anniversary of 
the devastating and famous Chi- 
cago fire. O.C.D. reports that a 
“survey shows, for the cities re- 
porting, a reduction of 45.3 per 
cent in fire losses during Fire 
Prevention Week, the week preced- 
ing and the week following. Any 
community can equal this record 
if it adopts a well-planned and 

(Continued on page 120) 


EVERY FIRE 
IS SABOTAGE 
TODAY! 


FIRE PREVENTION WEEK Oct. 4-10 


This unusual design is 
available in both post- 
er and sticker form, at 
a cost of $10.00 per 
thousand for posters 
and 20 cents per 1000 
for stickers in rolls of 
500 and 1000. It is in 
red, white and black 
and is obtainable from 
the National Board of 
Fire Underwriters. 
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BRANDED MERCHANDISE 
FOR THE AXIS 











ICTORY TOKENS, each branded with the 
famous name of Nesco, are coming off new 
production lines of our factories in un- 
dreamed-of quantities. Nesco conversion 
required the building of factories from the ground 
up, extensive remodeling of others, and the instal- 
lation of the newest types of high-speed, special 
machinery and production methods so that con- 























sumer lines would be least affected. 
© ELECTRIC ROASTERS AND CASSEROLES © OIL STOVES AND RANGES ° 

‘ : CIRCULATING AND PORTABLE OIL HEATERS © PORTABLE OVENS © GAL- 
Cartridge cases are a long cry, indeed, from the VANIZED WARE @ BAKING TINWARE © DECORATED AND LITHOGRAPHED 


production of some 3,000 Nesco-branded house- ii 
hold items. Consumer merchandise, carrying the 

famous name of Nesco, will become incréasingly 
difficult to obtain, — but only for as long as crit- 
ical war materials are needed in the pursuit of 
Victory. After that is accomplished, or when- 
ever raw materials are made available, we will be 














back again with better merchandise than ever, dis- 
tributed on a sound plan of profitable marketing. 
In the meantime, remember there is no better 





known name in housewares than Nesco. 
REDUCE YOUR OPERATING EXPENSE 


If you wish to keep your operating expense at a mini- 
mum, consider the advantages of buying thirty (30) lines 
of merchandise from one strategically located source. 
Wherever you live, one of Nesco’s four factories offers 
you “short haul’ advantages on multiple houseware lines. 


* 


* GIVE WAR SAVINGS STAMPS WHEN 
= MAKING CHANGE... BUY WAR BONDS 


x 


_ NATIONAL ENAMELING AND SAMPLES DISPLAYED AT 
STAMPING COMPANY 1462 MERCHANDISE MART, CHICAGO 
270 N.12th ST. e MILWAUKEE, WIS. - 200 5th AVE., NEW YORK 
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Venetian blinds cover the windows while 
wallpaper books are ranged upon a rack. 


Sample Room Helps Lacy’s Build 
Volume From New Home Construction 


A SAMPLE room 


featuring builders’ hardware, wall- 
paper, venetian blinds and paint 
helps the Lacy Hardware Co. of 
Texarkana, Ark., sell homeowners, 
architects and contractors an ever- 
increasing volume of goods for 
new homes and for the moderni- 
zation of older dwellings. 

This special room, known as the 
room” by _ Robert 
Lacy, owner, is one of the best 


‘customers’ 


sales floors in the entire store. It 
is not large nor does it have a 
choice location. It was established 
moved the 
business from a side street to a lo- 


when the company 


cation in one of the best business 
blocks in this city of 30,000 inhab- 
itants and decided to concentrate 
on selling the builders. 

The “customers’ room” has be- 
come a very popular sales room 
for local contractors and archi- 
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It helps show merchandise 
in natural setting and is 
an aid in contacting local 
contractors and architects 


tects and the company encourages 
them to use it for this purpose and 
to meet their clients or customers 
there. Naturally, this has resulted 
in a decidedly friendly relation- 
ship between the store and these 
customers out of which consider- 
able mutual business has devel- 


oped. 


In Non-Traffic Area 


Mr. Lacy placed the “customers’ 
room” out of the traffic areas in 
his new, ultra-modren store. It is 
furnished in excellent taste and 
shows merchandise in a rather un- 
usual manner. ' 

Each wall of this sales room is 


decorated with a different pattern 
of paper. This serves to stress the 
fact that wallpaper is one of the 
important lines handled by the 
store. 

Interior decorating principles 
and suggestions are incorporated 
in the treatment of openings and 
furnishings of the room with the 
hope that these ideas might be 
helpful to customers. Several wall- 
paper sample books are displayed 
on racks. These contain all pat- 
terns carried in stock as well as 
special papers that must be or- 
dered from the manufacturer. 

The windows in the room are 


(Continued on page 114) 
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~ “It takes good strategy to 
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run this place, too, Bill” - 


*¢ TT OOK, son, I know the war has changed 
4a lot of our plans. But I’ve mapped 
out a program so that you'll have a real busi- 
ness to come home to. Here’s my plan: 
“First—I’m doing all I can to help the war 
effort—providing materials and tools to local 
businesses working on war goods. This store is 
a collection center for scrap materials. I’ve 
set up a service department for repairing 
appliances and other home equipment. And 
I’ve sold a lot of War Bonds, too. 
““Second—I’m trying to keep sales as high 
as possible. I’m featuring items made of non- 
critical materials, items that can be replaced 
in stock. I’m pushing gardén supplies and 
home decoration items. Games, too. People are 
buying things to make homes more enjoyable. 
“Third—l’m building good will. When I 
can’t sell goods—I still can make friends for 
this store. Everything I do tohelp this town’s 
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part in the war effort—to help customers fix 
things they can’t replace—helps build good 
will. Son, this store is going to come through 
the war with flying colors so that when you 
get back here you'll have plenty of customers 
to work on.” 
. ° ° 

Hardware dealers and jobbers are doing a 
grand job of cooperating with the war effort. 
This may not produce full profits right now, 
but it will when the war is over . . . when 
again there are plenty of goods of every 
description for a public that is eager to buy. 

For our part, we are working night and day 
to turn out goods for Uncle Sam and for the 
busy plants that supply the tools of war. But 
we look forward to the day when we can 
again provide plenty of high-quality U-S-S 
Cyclone “Red Tag” Hardware Products to 
our hardware friends. . 


DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 


Waukegan, Illinois 


Branches in Principal Cities 


United States Steel Export Company, New York 
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SCREEN CLOTH HARDWARE CLOTH BURNER BASKETS LAWN FENCE 


This tag is attached to all Cyclone ‘Red Tag’’ Hardware Products. It is placed there to assure 


you and your customers that these products are made to the famous Cyclone standard of quality. 
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Five 
New Customers 
a Week 


are drawn to the Tujunga 
Hardware Co. at a cost of 
less than $3.00 a month— 
and the things that draw 
them there are the local 
items in the newspapers 


"C 
ONGRATULA- 


TIONS! We've read about you!” 
is the catchline of the unique per- 
sonalized advertising plan used 
with amazing results by the 
Tujunga Hardware Co., Tujunga, 
Calif. In addition to bringing in 
an average of from three to five 
new customers into the store each 
week, it has created much good 
will and a steadily increasing list 
of potential customers who will 
eventually come to the store. 


i 


We've read about 


0. E. S. Elects 
Betty Huches 
Worthy Matron 


Betty Hughes was chosen worthy 
matron and August Schaper 
worthy petror at fhe xmnre! clec- 
tion of officers conducted Thurs- 
day cvening at the Tujunga chap- 
ter o° the Eastern Star following 
a pot luck dinner. 

Others clected included: Morgar- 
et Carr. associate matron; Robert 
Miller, associate patron; Daisy Sea- 
right, conductress; Addie Laho, as- 
sociate conductress; Lulu Garland, 
secretary. and Florence Bordeaux, 
treasurer. 
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The plan is based on an ingeni- 
ous application of the “you” angle 
in advertising copy and the fact 
that almost everyone likes to see 
his name in print. To put this 
well-founded theory into practice, 
Joseph Rothenberg, proprietor, 
originated what amounted to a 
local complimentary press clipping 
bureau which sends out news and 
society notes of local celebrities 
whose names appear each week in 
the town newspaper, 


To put the plan into operation 
Mr. Rothenberg designed the blot- 
ter shown in the accompanying 
illustration. Then he began clip- 
ping cheerful items about his fel- 
low townspeople which are pasted 
on the blotters and mailed. 

Generally, from 15 to 20 blot- 
ters go each week to residents of 
the community whose names ap- 
pear in the newspaper and whom 
Mr. Rothenberg feels would ap- 
preciate receiving the clipping. 
These include business men who 
have been elected or appointed to 
activities in community life, club 
women, new arrivals in town, resi- 
dents who have received job pro- 
motions, newlyweds, parents of 
new babies, and many others who 
figure in the news. Only items of 
a cheerful, constructive nature are 
used. 


Good Prospects 


Especially good prospects are 
those who have invested in prop; 
erty or who are building new 
homes or making repairs and ad- 
ditions. The newspapers are full 
of stories of such activities. 

To avoid frequent repetition, a 
card index system has been set up 
which keeps track of all who havg 
received clippings and_ blotters. 
This has developed into an inter- 
esting library of information about 
Mr. Rothenberg’s fellow citizens 
and customers; has helped him to 
get better acquainted with those 

(Continued on page 112) 


NOW READ ABOUT US 


For Your Convenience 


We are located in the center of things where your food, banking, drug, clothing and EVERY 
HARDWARE AND HOUSEWARE NEED can be leisurely purchased with just one auto stop; no 


highway traffic to bother you, 


You get a double selection because we carry complete lines of both local and nationally ad- 
vertised brands of merchandise. It's easier to compare prices and quality. 





selling NATIONALLY 





KNOWN Merchandise 

@ Dutch Boy Paints and 
painter supplies 

@ General Electric Products 

@ Wabash Lamps 

@ Germain Seeds 

@ Dutch Bulbs 

@ Johnson Waxes & Polishes 

@ Congoleums and Rugs 

@ Window Shades 

@ Fedco Feeds 














Free Delivery - 


On your next shopping tour, shop with confidence at Tu- 
junga’s miost up-to-date store. 
ment. Don't forget—we offer you a free 10-minute delivery 
service. ‘PHONE TODAY. 


“SAVE at TUJUNGA HARDWARE 
... hundreds do!” 


It's colorful in every depart- 


“Luyonca HARDWARE Co. 


10013 Commerce Avenue 


Sunland 1138 


The blotter and news clipping sent by the Tujunga Hardware Co. gives those whose names appear in the 
town newspaper an opportunity to read about themselves. And they also read about the store at the same time. 
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OUT op cusToMERS AFTER THE WAR 
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@ This war, as far as you and we are concerned, is to 
preserve the American way of life. And that includes, 
among many other things, the way we do business here 
in this country. You can buy from whom you choose, 
when you choose, and as much as you choose, without 
restraint, under normal conditions. There are no strings 
on you. We can keep your business only by giving you 
the best product we can make, and supplying you 
through your jobber who is your most convenient, 
quickest source of supply. We are, of course, producing 
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WE WANT YOUR BUSINESS JUST AS YOU WANT 
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enormous tonnages of bolts daily for war purposes— 
for tanks and tractors, trucks and guns, airplanes and 
ships—but at the same time we are also supplying tons 
of bolt products needed for the maintenance of farm 
and other domestic equipment. Your jobber can supply 
you with Lamson products, essential for maintenance, 
through estzblished Government procedure. 
6 
TEE LAMSON & SESSIONS COMPANY «+ 1971 West 85th Strect + Cleveland, Chio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 
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Ask your Jobber for the Lamson Line 
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Phonograph Records Are Traffic Builders 
for the Service Hardware Co. 





Radio sets with record-playing attachments are next to the record racks 
with record lists and albums in the background. The chime display fur- 
nishes an apprepriate tie-up and there’s even an easy chair for patrons. 


; ERE’S profit, 


turnover and traffic for the Serv- 
ice Hardware Co., Dunkirk, N. Y.., 
through the sale of phonograph 
records. Priced mostly at 38 cents 
and 53 cents, these records do not 
tell the whole story for those who 
purchase them need record racks, 
needles and record players. This 
department attracts not only year 
‘round residents of Dunkirk and 
vicinity but a considerable sum- 
mer visitor trade. 

The record department is adver- 
tised in summer resort papers and 
through the means of “reader 
While 
the largest part of the trade in 
records is in popular numbers 
there is also some demand for 


notices” in local papers. 
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classical music which numbers are 
ordered from the catalogs. 

M. H. Mortson says, “A young 
girl must take care of such a de- 
partment and she must be a per- 
son to whom popular music ap- 
peals. She must know the new 
tunes and the bands that play 
them. The girl who takes care of 
this department listens to the radio 
and thus keeps in touch with what 
is being played.” 

With curtailed 


motor _ traffic, 


more people will be wanting rec- 
ords and more youngsters will be 
dancing in their own homes. 

Lovers of popular music now 
want recordings of their favorite 
numbers as played by their favo- 
rite orchestras. The record busi- 
ness is an excellent one. As is the 
case at the Service store, it is abso- 
lutely necessary to show the public 
that you carry a diversified stock 
and to provide seating arrange- 
ments for listeners. 


Dunkirk, N. Y,, firm finds 
one essential is getting 
the right type of person 
to handle the department 
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Why your Red Cross urgently needs 


FIFTY MILLION DOLLARS, NOW 


How the fund is allocated... 


W hat it does in service 
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Every dollar that you give now to your Red Cross marches into the thick 
of things where humanitarian help is needed most—up to the fronts and 
battle stations where the fighting is heaviest. Into the Red Cross hos- 
pitals and First Aid units where prompt medical attention and supplies 
may save innumerable lives. And throughout our broad land to train 
and equip volunteers to meet any emergency that may strike. 


How the $50,000,000 
War Fund is Used 


SERVICE TO THE ARMED FORCES * * © © © © © © $25,000,000 


Provides for the care, welfare and morale of the Army and Navy, including services 
to men in hospitals and during convalescence. © Provides an important link be- 
tween the service men and their families; keeps the families from breaking up, 
supplies food, shelter, medicine, and even jobs where necessary. ® Provides essen- 
tial medical and other supplies outside of standard Government equipment. ® 
Operates Red Cross headquarters at camps and naval stations. ® Enrolls blood 
donors and medical technologists for Army and Navy needs. ® Provides millions of 
surgical dressings, sweaters, socks, etc., through volunteer workers. 


DISASTER AND CIVILIAN EMERGENCY RELIEF ¢ ¢ * $10,000,000 


Supplies emergency needs for food, clothing, shelter and medical attention for dis- 
aster victims. © Assists stricken families in repair of homes and other adjustments; 
provides minimum reseryes of essential relief supplies to prevent unnecessary delays. 


CIVILIAN DEFENSE SERVICES * © * © © © © © © © $ 5,000,000 
Trains volunteers for home nursing and nurses’ aides. ® Trains nurses, men and 

women, for active duty with the Army and Navy. ® Trains volunteers in First Aid 

and accident prevention, ® Trains volunteers for work in Motor Corps, Canteen and 

Production. © Instructs men, women and children in preparedness against explosive 

and incendiary bombs.’ ® Organizes for evacuation of children and their families 

from stricken areas. ® Assists Red Cross Chapters in establishing effective coordina- 

tion of emergency relief with local and State defense authorities. 


SERVICE AND ASSISTANCE THROUGH CHAPTERS « $ 4,000,000 


Gives assistance and service to the 3,740 Red Cross Chapters with their 6,131 Branches 
responsible for local Red Cross activities, particularly welfare work among the 
service men and their families. 


OTHER ACTIVITIES AND CONTINGENCIES « ¢ © © © $ 6,000,000 


Provides for unforeseen expansions in program and for new activities made necessary 
by unexpected developments. 


TOTAL *®*** e*e*2e2ee ©e © © © © © © © © $50,000,000 


THE AMERICAN RED CROSS $50,000,000 WAR FUND 


Note to Red Cross Canvassers: Use this material to better 
inform contributors how their donations are being expended. 
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Sales of Electric Welders 
Boost Volume by $700 


The Fruth Hardware Co. made record in 


three months—Farmers 


.. Fruth Hardware 


Co., Inc., of Fostoria, Ohio, added 
a line of electric welders suitable 
for farmers’ and small shop oper- 
ators’ use and boosted sales vol- 
ume more than $700 in the short 
period of three months. 

“This small electric welding out- 
fit is one of the most popular 
items we have ever carried,” says 
Eldon Fruth, manager. “We buy 
it from our jobber and, so far, we 
have been able to secure as many 
outfits as we need. Any workman 
can use this machine to do weld- 
ing jobs after reading the com- 
plete instructions. It has been 
particularly popular with our farm 
customers this year. Most of these 
persons were anticipating some 
shortage of repair parts and 
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thought that this welding outfit 
would enable them to make minor 
repairs quickly and easily.” 

In order to introduce this new 
machine, the company held a dem- 
onstration in the store on a Sat- 
urday. This was announced in 
the newspapers and a considerable 
crowd visited the store during the 
day to learn how to operate the 
welder and to see what kind of 
work it would do. 

Some of the farmers who pur- 
chased machines before the dem- 
onstration had a little trouble 
welding certain types of material. 
However, after the demonstration 
in the store they were able to cor- 
rect their operations and to secure 
satisfactory work. 

The sale of supplies is also 


fine prospects 


Welders were shown on 
the end of one of the 
tables facing a main 
traffic aisle. A color- 
ful display card was a 
background piece and 
attracted passersby. 


quite an important volume. 
Fluxes of different types and weld- 
ing compounds are required by 
customers who have machines. 
Sales of this material are restricted 
to individuals who purchased 
these special welders. 

The welding machine itself is 
very small and is quite simple to 
operate. It is displayed in the 
store on the end of a table which 
faces one of the main traffic aisles. 
Attention is secured to the display 
through the use of a colorful dis- 
play card which gives complete 
information on the machine. This 
item retails for $19.95. Almost 
any farmer could afford equip- 
ment of this type which is one of 
the reasons why it has sold so 
well. 
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with new merchandise, a new service plan and big space advertising! 


Now ... Silex goes to work for every household ap- 
pliance dealer . .. with brand new merchandise and 
a revolutionary selling plan designed for today! 
Here are three sensational new Silex glass coffee 
makers...one of every popular type...to replace the 
volume and profits lost when old-line housewares van- 
ished from the market! They contain no strategic war 
materials...so youcan promote and keep sellingthem! 
And if your distributor’s salesman doesn’t call as 
often as he once did... Silex will deliver the new 
merchandise right to your door! 
Yes, Sir... Silex has a new “Silent Salesman”. . . 
a complete package of every new item, as featured in 
full page, four-color advertising in The American 
Weekly! If you haven’t seen your distributor’s sales- 
man, or our broadside, you can order your “Silex 
Silent Salesman” assortments direct, right now! 
This is the merchandise and help you have been 
looking for! Take advantage of it...today! Stock up 
on these new Silex glass coffee makers, and be ready 
for the consumer demand Silex is creating for you! 
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ORDER TODAY! YOU TAKE NO RISKS! 


If you are not completely satisfied with the Silex 
Silent Salesman assortment you buy, you may re- 
turn the entire package for full credit! No Silex 
Silent Salesman assortments may be returned in- 
complete. All returns must be made postage pre- 
paid, within ten days of shipment. 


THE SILEX CO., HARTFORD, CONN. 
Creators of the Glass Coffee Maker Industry 
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SORTMENTS Now! 
+- LESS THE REGULAR biscouNT! “ 
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THE SILEX CO. 
Dept. S.S.S., Hartford, Conn. 


Send me............:000...--5.5.5. Assortments, list price $19.20 each. 


The total amount of my order is §&....................0. , to be billed 
through my distributor, at the regular discount. If not com- 
pletely satisfied with this assortment, I may return it, postage 
prepaid for full credit, within 10 days of shipment from source. 
Only complete assortments accepted for return. 





Distributor’s Name 

(Distributor’s name must be shown) 
Sissies ssc capsiiasibaiicssane nts osaseponsncignsslaleens 
Send me advertising mats on A [] BO oe | DO 
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HIS is the first dive- 


bomb from the farm. There are 
so many interesting things to write 
about the farm at Cornwall Bridge 
that I hardly know how to make a 
beginning. 

First of all, | must thank so 
many known and unknown friends 
for their letters. I wish I had 
space to copy some of them. As 
I haven't a private secretary, ii 
will take some time to answer all 
these letters by hand, but I will 
answer them all. 

These letters have given me an 
idea to write about. 

What is the best buy in the 
United States today? What is the 
greatest bargain? In all the infla- 
tion and taxation what has the 
Government overlooked? It may 
be a mistake for me to call atten- 
tion to this one great bargain. It 
may result in an advance in price 
but let us trust that this one little 
hard worker will be left to us as a 
reminder of happier days. 


He Has Done His Job 


Through all the ups and downs 
of peace and war this little friend 
and helper has attended faithfully 
to its job. It has come and gone 
doing its appointed task without 
appreciation, without bally-hoo, 
without speech making, without 
luncheons and banquets and final- 
ly without any medal pinning. 
This article from an obscure farm 
is probably the only word of 
thanks and appreciation for this 
willing worker ever printed. 

To put my readers out of their 
suspense, to satisfy their burning 
curiosity I will tell you I refer to 
our one cent post card—our penny 
post. Paper has advanced to al- 
most double its old cost, labor has 
advanced, cost of trucking and 
transportation by rail and ship, 
insurance, ink and printing have 
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SAUNDERS NORVEL 


all advanced but the price of the 
penny postal is still the same—one 
cent. Have you been using this 
card to help reduce expenses? 
Forty per cent of your letters can 
be answered by card. 

This card has carried since its 
inception one of the best heads 
this country has ever produced. 
Just this head and nothing else. 
Whose head? Out of 10 persons 
I have asked this question, college 
men, school boys and girls, busi- 
ness men, and workmen only one 
in 10 gave the correct answer. He 
was a painter doing a job on the 
farm. Whose profile is it? No 
less than Thomas Jefferson who 
wrote the Declaration of Indepen- 
dence. It was proper his picture 
should adorn the penny postal be- 
cause he believed in and always 
stood for the common people. 

So I looked up Thomas Jef- 
ferson in the encyclopaedia and 
here’s the record: 

Jerrerson, THomas. Born at 

Shadwell, Albemarle County, Va., 

April 2 (OS.), 1743; died at 

Monticello, Albemarle County, 


July 4, 1826. The third Presi- 
dent of the United States (1801- 
1809). He was a member of the 
Virginia House of Burgesses 
1769-75 and 1776-78, and of the 
Continental Congress 1775-76, 
and drafted the Declaration of 
Independence 1776. He was gov- 
ernor of Virginia 1779-81; mem- 
ber of Congress 1783-84; United 
States minister to France 1785- 
89: secretary of state 1790-93; 
founder of the Democratic-Re- 
publican party; Vice-President 
1797-1801; and President (elected 
as candidate of the Democratic- 
Republican party) two terms, 
1801-09. Among the chief events 
of his administration were the 
war with Tripoli, the Louisiana 
Purchase, the reduction of the 
national debt, the exploration of 
the West, and the embargo. 


His good friend was another 
president, John Adams. They 
quarreled but late in life they 
made up and continued a personal 
correspondence almost to the end. 
Their letters have been published 
in book form. Just as a joke I 
changed one of Jefferson’s letters 
slightly and sent it to a friend. 
signing it myself. He wrote back 
that he thought I was getting a 
little nutty. 

Adams was the second president 
of United States and his son was 
the sixth president. He and Jeffer- 
son died on the same day, almost 
the same hour—on July 4, 1826. 


Our History Ignored 


In these columns I have often 
expressed my surprise that high 
school scholars and _ university 
graduates were so ignorant of 
American history. The Saturday 
Evening Post, as the result of a 
careful research, discovered the 
interesting fact that American his- 
tory was never taught in 82 per 
cent of our institutions of higher 
learning. 
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Here is a new flat enamel of dependable Kyanize quality to meet the 


lively and exeiting clamor for a really good oil-base, washable finish for est; 


walls. and all interior trim. Am amazing performer that will revolu- Deale, inta® 
tionize old ideas about what a real flat can be. A sturdy full bodied ma- Add, tis 
terial for almost every conceivable surface: plaster, wood, concrete, wall ‘ ress 
board and even well bonded caleimine and wall paper. Sells on sight and State _ 
wins an enthusiastic customer with every sale. Not a water paint, re- 

member. but a wholesome oil-base product in nine choice pastel tints 

and white. Price amazingly low — profit. decidedly interesting. Add this 


new spark of LIFE to your paint leaders. Send coupon for facts — quis k. 


BOSTON VARNISH COMPANY. Everett Station, Boston. Vilass. 
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Late Octohber-Equipment for Better 


Lighting and Fall Repair Items 


HARDWARE AGE Original Window Display IDEAS 








CHECK UP 
ON YOUR 


5\ HOME <. 
LIGHTING 
TODAY 
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BETTER LIGHTING WINDOW prior 


MERCHANDISE: Floor, stand, boudoir, table, radio, reading, and IES approved lamps; avail: 
lamp bulbs; fluorescent tubes; electrical supplies such as sockets, electric cord, plugs, fuse loss. 
plugs, wall outlets, friction tape, and cord sets; kitchen fixtures; bath room fixtures; flash- h 
lights and batteries; electric lanterns and batteries; wire lamp guards. chan 

BACKGROUND: Center panel of ivory corrugated board or painted wallboard. Side 
panels of light -blue corrugated material. Cut-out letters on center panel of dark blue For 
corrugated board. 
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window. Show all types and the best lines in the average 
kinds and also be sure to hardware store, so see that this 
business to be had in October give the customer a number of _ merchandise is presented on a tal st 
and you must go after it if you price groups from which to table located in an A1 traffic spot. 
want to get it. Here are some choose. Try a table of this merchandise a pr 
suggestions which any help you With this line featured in the near the wrapping counter. It’s a 
bring more people into your store. window, a similar display should “natural” for extra sales and 
be arranged on an important table today every hardware merchant 
Feature Lamps in the store. See that every lamp — must keep his display equipment D 
Every housewife is interested in on the table is lighted during those —_ producing to the fullest extent. 
merchandise which will improve hours of the day when traffic is Displays of electrical supplies 
the appearance of some part of heaviest. This will attract atten- need constant attention. Items sell 
her home. Decorative lamps tion to the display and show off rapidly so it is necessary to keep Ri 
satisfy this desire, so you should _ the colors in the lamp shades to replacing the stock. See that 
show plenty of them. As amatter much better advantage. someone in the store is respon- NEW 


> of fact, feature these items in the Electrical supplies are one of merc 
HERE’s plenty of | throu 
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“Pm sure glad 






| got into the wallpaper business 


and glad, too, that | bought the DEVOE line,” 


Mr. George Eberle, proprietor of the George Eberle 
Company, Corona, Long Island, New York, runs 
just about the best and most successful hardware 
business in his community. Here’s some more of 
what he says about Devoe Wallpapers: 

“Everyone in my business has felt the pinch of 
priorities. Many consumer goods are no longer 
available and that means a real dollars and cents 
loss. So when Devoe came along with a tested mer- 
chandising plan and an attractive, exclusive line of 


For ten years America’s 
oldest paintmaker has been 
merchandising wallpaper 


through its own experimen- 





tal stores. Devoe now offers g E ‘ 





a proven money-making | | 
ha. 





wallpaper program to you. i P | 


aé 
D E Vv O E i p i DEVOE & RAYNOLDS CO.,INC., Ist Ave. & 44th St., N.Y.C. 


E i Please send complete details about the Devoe 1943 Wallpaper Profit Program HWP-2 


Says Mr. GEORGE EBERLE 


papers that stymied competition, I was certainly 
ready to accept their proposition. 

“And I’m glad I did, because putting in Devoe 
was easy. The whole department takes no more than 
a reasonable amount of space and it’s brought me 
new store traffic and new customers who can often 
be sold related items such as paint, brushes, var- 
nishes, etc. 

“It’s an unusually profitable, money-making line, 
too, and the necessary investment is small. The turn- 


over is good and I don’t have to keepa big inventory, for Devoe has 
50 warehouses that give overnight service anywhere in the country. 

‘My customers like these wallpapers and the line is fully 
complete to meet everyone’s taste and pocketbook.” 


Why not find out for yourself how you, too, can get these 
“icy quick, new and bigger profits with Devoe Wallpapers. Tear 
Ls 


out and mail this coupon now. 
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sible for the appearance of this 
table. It should be checked every 
day, bins filled up and stock re- 
arranged. Such attention will pay 
good dividends in the end. 


Flashlights Are 
in Demand 

Practically every individual in 
your community needs a flashlight. 
In some sections of the country 
they are very much in demand as 
civilian defense equipment. There- 
fore, create displays that are in- 
teresting and attractive and you 
will boost your sales. Try devot- 
ing the major part of a table to 
a display of this line. Flashlights 
in such a display should be pre- 
sented on manufacturers’ display 
cards or on panels. A mass dis- 
play of this type will impress and 
attract customers. Indicate the 
fact that you have adequate stock 
and the result will be extra sales. 

Be sure to feature flashlight 
batteries and extra bulbs at the 
same time. Place a_ protective 
plate glass covering over this mer- 
chandise if you would cut down 
losses from pilferage. 











Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 83 








October of each year usually 
marks the opening of the drive 
by the electrical industry for 
better lighting. Effective promo- 
tional material is available at very 
reasonable cost at the headquarters 
of the Better Light-Better Sight 
Bureau, 420 Lexington Ave., New 
York City. Retail hardware deal- 
ers interested in securing more 
complete information on the ma- 
terial that is available and its cost 
should write the Bureau. 

Home owners will be making 
more repairs this fall than at 
any time in the past. Hardware 
dealers who carry so many items 
useful in the repair and main- 
tenance of property should plan 
some of their promotions to 
cover this field. 





Corn Days 
AHEAD 


Prepare NOW 


Wwindo 
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FALL REPAIR WINDOW 


Start out by installing a really 
good window display of fall re- 
pair items. This will start people 
thinking about this work. Em- 
phasize that preservation of prop- 
erty is most important this year. 

There are so many items in 
the classification of fall repair 
goods that it will be almost im- 
possible for the average hardware 
store to show everything in one 
window trim. In such cases, plan 
to install more than one display 
and feature different merchandise 
in each. 

Some of the important repair 
and maintenance items are shown 
in the suggested window on this 
line on this page. 


Stress Heat Conservation 


Storm doors, insulating mate- 
rials, and caulking compounds 
are items which will help every 
home owner enjoy more heat and 
comfort from the fuel used in the 
heating plant. These articles help 
keep the warm air in the house 
and thus conserve heat. 

Build a promotion around these 

(Continued on page 111) 
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MERCHANDISE: Storm door; ash cans in several sizes; coal or snow shovels; roofing: 
roof paint; roof coating; ash sifters; window glass; insulating materials; caulking com-; 
pound; caulking guns; house paint; night latches; padlocks; storm window hangers; ther- 
mometers; radiator covers; radiator water pans; etc. 

BACKGROUND: Center panel of buff corrugated material or painted wallboard. Side 


panels of dark brown material. 


board. 


Cut-out letters on center panel of bright red corrugated 
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All “National” semifinished nuts have 
drilled holes which insure closer tolerance 
in tapping. They have smooth sides, sharp 
hex corners, and are faced true top and 
bottom. 


Mey ai BECAUSE THEY ARE I-A 


The “National” line of nuts, bolts, 
screws and rivets is no longer for sale 
for civilian use. They’re now in “Selec- 
tive Service,” class 1-A. 1-A in the 
“Production for Victory” drive. 
Proved able to do a good job over 
and over in thousands of civilian and 
industrial uses, National products are 


essential in the all-important task of 


National’s Aircraft Quality 
Products have been Drafted 


making planes, tanks and guns to 
preserve freedom in the world. 

The exacting requirements of the 
Army and Navy have been fully met. 
And you will benefit from the ex- 
perience gained in meeting these rigid 
demands. Benefit because you'll get 
tougher and better products . . . after 


this is all over. 


National 


we 
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Rais. angrily 


whipped by the wind, beat a cease- 
less tattoo on the show windows. 
Timothy O'Neil, manager of 
“General Hardwares, Inc.,” gazed 
at the rivulets on the uneven sur- 
face of Main Street quickly form- 
ing into tiny streams seeking a 
winding course to the gutters. The 
few people still on the street scur- 
ried away in mad haste. 

The large clock at the back of 
the store boomed four times. 
O'Neil gazed at the lowering 
clouds, shook his head in disgust, 
snapped on the store lights and 
trudged toward the back of the 
store. Tom Johnson, the assistant, 
looked up. 

“Well, sir,” he said, “there goes 
the business for today.” 

“Yes,” sighed Mr. O’Neil, “and 
I spent $50 over the budget for 
advertising this week in the hopes 
that we'd increase our sales 
enough to make it worth while.” 

“You can’t control the weather, 


Mr. O'Neil.” 
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“*I'm not going to buy anything,’ he said. 
‘Someone asked me to take this to you.’” 


Account Short One Dollar! 


Faith in human nature, 
like the sun, cannot be 
kept behind the clouds 


“No, nor have faith in it either 
—at least here in New England,” 
growled the mariager. “It’s get- 
ting so that you can’t have much 
faith in anything.” 

“Now, Mr. O'Neil, don’t say 
that,” implored Tom with all the 
enthusiasm of his 22 years. “Why, 
we have to have faith in some- 
thing. You’ve got faith in me or 
you wouldn’t give me this job. 
You’ve got faith in yourself or 
you wouldn’t be manager of ‘Gen- 
eral Hardwares, Inc.’ You've got 
faith—oh—I guess that I’m 
preaching—excuse me.” 

Timothy O’Neil smiled a smile 
of sadness. He remembered when 
he was Tom’s age—eager, quick, 
quick to believe in everything 
good. Life mellowed one, wore 
deep grooves which were hard to 
break. away from. He came out of 
his reverie. 


“We might as well balance the 
day’s receipts,” he said. “We 
won't get any more business to- 
day.” 

“Yes, sir!” 

Together the two worked. The 
shuffling of bills, the erratic clat- 
ter of the old adding machine, 
the tinkle of silver were all that 
disturbed the silence of the store. 

Finally the tabulation was com- 
plete. “We’re a dollar short on 
the cash,” Tom with that disgust 
which always creeps into a book- 
keeper’s voice when the accounts 
do not balance. Again the count 
was verified. The result remained 
the same. 

Six o'clock struck—closing 
time. Just then a small urchin 
came in. O'Neil eyed him with 
disfavor. 

“Don’t you know it’s closing 
time,” he growled. “We store- 
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Answers to your questions about 


TAYLOR INSTRUMENTS AND THE WAR 


1 How long will | be able to buy Taylor Instru- 
ments? 

Frankly, we don’t know. It depends on how 
long the war lasts—and right now, like most in- 
dustrial plants, we’re devoting all our energies 
toward ending it as soon as possible. 


2. Does this mean that Taylor home Instruments 
are “out’’ for the duration? 
No. It means that production has stopped on 
nearly all of our “commercial” line except for 
such essential health instruments as Taylor 
fever thermometers and sphygmomanometers 
and except for certain raw materials and al- 
ready fabricated parts, now in our possession, 
which we may or may not be permitted to as- 
semble into finished products for you. 


2. Whee chest stocks on hand of Taste? 


Stocks on hand are not yet alarmingly low 
except for certain items, but sales have been so 
unexpectedly large that stocks which we ex- 
pected would last for a year or more may be 
exhausted long before that time. Consequent- 
ly, in order to discourage hoarding, we have 
recently been forced to make drastic reduc- 
tions in orders we have received, and in some 
cases we have been unable to promise delivery 
at all. 


4, What about wholesalers? 


Your wholesaler is your best bet to keep you 
supplied with Taylor Instruments. Many 
wholesalers still have good stocks on hand, 
varying, of course, from zero in some items to 
a plentiful supply in others. Our advice is, 
figure out your normal needs, then get your 
order in to your wholesaler at once. 


5, Then the picture isn’t as bad as it might be? 
No! But let’s face the facts. When present 


stocks are exhausted (with the possible ex- 
ceptions referred to before) that’s all there is, 
there isn’t any more! Your wholesaler has been 
far-sighted enough to put in what he and we 
agreed would be an adequate stock, subject to 
government restrictions and limitations. Don’t 
blame him: if we guessed wrong! 


6. O. K. I can take it. But what about Taylor In- 
struments after the war? 

Now you're talking! Confidentially, our ex- 
perience in making Taylor Instruments for 
war industry—for the production of high- 
octane gasoline, synthetic rubber, dehydrated 
foods, explosives—is turning up dozens of new 
materials, new processes, new shortcuts which 
are bound to be reflected in new and exciting 
Taylor Instruments for the home as soon as 
the war is won. In fact, we have ideas in our 
head now which will produce instruments as 
much better than today’s as today’s are super- 
ior to Taylor Instruments of years ago! 


1. Will the Taylor salesman still be around to call? 


Yes, if he isn’t more useful in some phase of 
the war effort. If you don’t see him, you'll 
probably hear from him—and in any case 
he’ll be around after the last shot is fired with 
a full line of new and better Taylor Instru- 
ments for you. Take our word for it, they’ll be 
well worth waiting for! Taylor Instrument Com- 


- panies, Rochester, N. Y. and Toronto, Canada. 
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‘Taylor Lnstruments 
——————_ MEAN 
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* * * KEEP ON BUYING * * * 
U. S. WAR SAVINGS BONDS AND STAMPS IN HOME AND IN DUSTRY 
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Men who use glue for a living and those 
who do wood work for fun are enthusiastic 
users of Weldwood Waterproof Glue. 
From coast to coast, this strong, enduring 
glue is selling fast. 

Convenient to handle and display... 
attractively packaged in display cartons of 
10¢, 25¢ and 50¢ cans. Also available in 
1 Ib. (85¢) and 5 Ib. cans. 

Order Weldwood Glue and attractive, 
attention-arresting counter display (free) 
through your jobber. Act now. . . supply 
limited by Uncle Sam’s war needs. 

For full information mail coupon below. 





Weldwood Glue has everything: 


1. Tremendous Strength 

2. Waterproof, Bacteria- 
and Rot-Proof. 

3. Quick and Easy to use. 
No heating. Nowaiting. 

4. Economical. 

5. Applied Cold, quick- 
setting. 

6. Stain-Free. 


Lowago 
Plastic’ Resin 


; WATERPROOF GLUE 





“‘Makes the glue line the SAFETY line” 





WELDWA4UD 


WATERPROOF GLUE 





UNITED STATES PLYWOOD CORPORATION 
Weldwood Glue Dept., 103 Park Ave., N.Y.,N. Y. 


Please send literature, prices, discounts, samples 
and information on wELDWwooD Glue dealer plan 


Nan + 
- H.A.o-17-42 


Address - . ——— 


Our Jobber is - 
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keepers have to work too long. 


| Why didn’t you come earlier?” 


The boy said nothing but fum- 
bled in the pockets of his shiny, 
black raincoat which reflected the 
store lights as drops of water fell 
in a neat circle about him. At 
last his fumbling stopped. 

“I’m not going to buy any- 
thing,” he announced. “Someone 
asked me to take this to you.” He 
placed a crumpled, wet envelope 
in O’Neil’s hand and walked out. 

O'Neil waited until the door 
clicked shut behind the boy, then 
opened the envelope. He read: 

“I am sending you the dollar 
that you gave me too much in 

giving me my change today. I 


am not keeping something that 

doesn’t belong to me.” 

A Customer. 

O’Neil pulled out a crumpled 
dollar bill. 

“That balances our accounts,” 
said Tom, placing it in the cash 
register. 

“Yes,” said the manager ab- 
sently. 

Outside the rain had ceased. 
The last rays of a setting sun 
gleamed at the entrance of the 
store, making sparkling crystals 
of the drops adhering to the win- 
dows. O’Neil squared his shoul- 
ders. 

“It’s great,” he said, “to have 
faith in something.” 


Promotions Keep ‘Em Coming 
to Gustafson’s 


(Continued from page 39) 


free to persons who returned a 
special coupon. 

More than 2000 coupons were 
distributed throughout the com- 
munity. These contained the offer 
of the free sample of the house- 
hold cleaner if the holder would 
bring it to the store. Practically 
every sample was distributed dur- 
ing the following weeks. Hun- 


| dreds of new persons called at the 
|store with their coupon and re- 


quested the free sample. 


Strangers Welcomed 


“Whenever we spotted strang- 
ers, we made a special effort to 
welcome them,” says Mr. Gustaf- 
son. “We invited them to look 
around and to see the many hard- 
ware, paint and housewares items 
on display. We made many new 
friends in this way and were able 
to tell them about the many ways 


| in which we could serve them.” 


“Gus” is both friendly and 


_kind. Once just before Christ- 


mas, he noticed a little tot in the 
store who was admiring a shiny, 
red sled. There were a number of 
parents in the store, but the 
youngster did not seem to belong 
with any of them and, judging 


from the way the child was 


dressed, prospects for gifts of any 


_kind in her home were not too 


promising. “Gus,” in one of his 
impulsive moods, stooped down 
beside her and after talking with 


her for a moment told her he 
would sed her the sled if she 
wanted it for a big hug and a kiss. 
The little one was thrilled, com- 
plied, and rushed out of the store 
merrily with the sled. Everyone 
in the store who witnessed this 
generous and kind gesture told 
the story to friends and news of 
the incident spread far and wide. 
Needless to say, this endeared 
“Gus” to his customers in the 
neighborhood and many acts of 
this type occur time and again 
during the year. 

Helping others is one of “Gus’” 
sterling qualities that has endeared 
him to his customers. Not so 
long ago he heard of a man in 
another part of the city who was 
making up a Christmas party and 
tree for a group of Negro chil- 
dren. He had quite a few toys in 
stock that were sure to be carried 
over, since the Christmas rush was 
finished, so he decided to send the 
entire lot to this man for distribu- 
tion to the children who would 
attend the party. This also built 
good will for the business. 


Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 83 
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THIS 1S THE WHEEL TO PUSH! 































she 
Vs The war effort has done more than step up produc- what? So here’s an opportunity to sell general pur- 
‘ins tion in war plants. It has started things humming pose grinding wheels to mechanics, garage repair- 
-_ in small workshops, too, even the home craftsman men, and hobbyists. And the easiest wheels to sell 
is working overtime and man are Carborundum made, because they’re in big de- 
ne & y y 8 
his of them have turned their mand. Order your supply from the assortments 
old shops to full time work! So below. 
of 
de. 
‘ed 
h THE RIGHT ASSORTMENT 
— of Aloxite Brand Alum- 
of inum Oxide Wheels for 
‘in hardware stores is car- 
ried on this eye-catching 
panel display. Order the 
‘Se No. 8275 Assortment 
d and watch your grinding 
S wheel business go #p! 
so 
in 
as 
nd ON OPEN DISPLAY TABLES this 
il- attractive 22’ x 8” three-color 
in holder does a real selling job. 
No. 2018 Wheel Assortment 
ed and display includes twelve 
as Aloxite Brand Aluminum Oxide 
Wheels. 
he 
u- THIS COLORFUL CABINET for 
ld counter or table display con- 
tains popular No. 8840 Assort- 
ilt ment of Aloxite Brand Alumi- 





num Oxide Grinding Wheels. 
Rear panel lifts up conveniently 
to give access tostock of wheels. 














THE CARBORUNDUM COMPANY © NIAGARA FALLS, N. Y. 


Sales Offices and Warehouses in New York, Chicago, Philadelphia, Detroit, Cleveland, Boston, Pittsburgh, Cincinnati, Grand Rapids 


(Carborundum and Alexite are registered trade-marks of and indicate manufacture by The Carborundum Company) 
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Seek to Modify 


Drastic Terms 


in Vinson Contingent Fee Bill 


(Washington Bureau 
of HARDWARE AGE) 

Indications point strongly to 
modification of the drastic Vin- 
son contingent fee bill which 
would bar the payment of com- 
missions of any kind on govern- 
ment contracts. 

That this drastic measure 
which passed the House on July 
20 will be modified to permit 
the payment of legitimate com- 
missions appears to be clear 
from a letter sent out to manu- 
facturers and their agents by 
Senator Walsh, Democrat, of 
Massachusetts, chairman of the 
Senate Committee on Naval Af- 
fairs. The Massachusetts Sena- 
tor attacked the bill vigorously 
because of its severe provisions 
and announced that hearings | 
would be held on it. It is ex- 
pected that the hearings will be 
held after the tax bill has passed 
Congress. 

Senator Walsh’s letter was in- 
spired by scores of protests his 
committee had _ received. The | 
bill was prepared by the House 
Committee on Naval Affairs, | 
whose chairman is Represeata- | 
tive Vinson of Georgia and its | 
rigid terms are attributed to ex- | 
posures made at House Commit- 


tee hearings showing exorbitant 
profits made by _ fly-by-night 
lobbyists and manufacturers’ 
The House quite under- 


agents. 
standably was in a temper to 
clamp down on activities of these 
gentry and unquestionably when 
the measure is finally enacted it 
will strike at them with a view 
to putting them out of business. 

But in punishing this group, 
the Vinson bill was so tightly 
drawn that it would punish legiti- 
mate makers and commission 
agents in connection with gov- 
ernment contracts and upset a 
government-business relationship 
that has existed almost since 
the government was established. 





It is clear that the House had no | 
such intention in mind. 
Just what specific modification 
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will be made in the bill has not 
been clear but despite opposition 
to changes its moderation is con- 
fidently expected so as to permit 
continuance of the payment of 
commissions on a_ reasonable 
basis. 

Senator Walsh said that the 
Senate Committee is now inquir- 
ing of the various bureaus and 
departments of the government 
regarding their attitude toward 


| the legislation. 


He declared that | 
opposition to the bill as drawn 
is powerful and that the bill will 
have to be greatly modified be- 
fore favorable action is possible. 
The bill, he said, apparently was 
designed to prevent fly-by-night 
commission people making excess 
profits in their contracts with the 
government. Expressing sympathy 
with the many protests, Senator 
Walsh added that “insofar as I 
can gage the sentiment of Con- | 
gress, there is no intention to dis- 
turb the legitimate, and long | 
continued, relationship concern- 
ing sales made to the govern- | 
ment in the course of business 
on a commission basis.” 


| and don’t 


Col. Siegmund Recalled to Active 


Daty in Army Air Corps 


Col. Walter F. Siegmund, gen- 
eral executive of the Western 
Cartridge Co., East Alton, IIl., 
and the Winchester Repeating 
Arms Co., New Haven, Conn., a 
division of the Western Cartridge. 
Co., has been recalled to active 
duty in the army air forces and 
reported for duty on September 5. 

At the request of the Head- 


| quarters of the Army Air Forces, 


Colonel Siegmund was _trans- 
ferred from the cavalry to the air 
corps in his present grade. 

He is a past president of the 
St. Louis Chapters of the Mil- 
itary Order of the World War, of 
the Reserve Officers’ Association, 
a member of the United States 
Cavalry Association, and _ the 
U. S. Field Artillery Association. 

His military record includes 
service on the Mexican border, 
and in France during the fir-t 
World War. He began his mil- 
itary career as a second lieuten- 
ant in the Ist Missouri Infantry 
and has served since that time in 
the 3d Missouri Infantry, the 
65th New York Infantry, the 3d 
New York Field Artillery on the 
Mexican Border in 1916. During 
the first World War he served in 
the 326th, 327th, 33d, and 27th 
Field Artillery regiments. After 
the war, he commanded the 380th 
Field Artillery of the 102d Divi- 
sion. Later he transferred to the 
cavalry, where he was attached 


eo 


to the 66th Cavalry Division. 

In 1938, at his own request, 
after the required number of 
years of service, he was placed in | 
the Inactive Reserve and later in 
the War Dept. Reserve Pool. 

During the first World War, he 
was transferred from France to the 
United States by General Persh- 
ing to replace foreign instructors. 
He holds certificates of capacity 
as a Colonel of Cavalry and Field 
Artillery. He is an active ath- 
lete, horseman and able rifle shot. 
He is the author of the follow- 
ing 21 points to young men 
entering the services: | 

1—Observe everything within | 
your notice. 

2—Learn what your duties are 
and do them cheerfully and effi- 
ciently. 

3—Be alert and on time. 

4—Obey orders, but be sure 
you understand them; if not, ask 
questions. 

5—Put all your energy and 
drive behind everything you do. 

6—Keep yourself and your 
equipment neat and clean. 

7—Indulge in clean recreation 
off duty. 

8—Put duty before pleasure. 

9—Pick with great care your | 
associates off duty, and avoid | 
those who may try to influence | 
you to indulge in things you | 
know might injure you. 








COL. W. F. SIEGMUND 


10—Mind your own business, 
become a part of 
grape-vines spreading rumors 
among your fellow-soldiers. If 
you want information or need ad- 


vice, go to your commanding 
| officer. 
11—When things go wrong, 


take it on the chin like a man. 
Don’t be a cry-baby, but if you 
have a just complaint for the 
good of the service make it to 
your commanding officer. 
12—Don’t try “bull” to get by 
it will catch up with you, and 
always remember that no man 
ever had a good enough memory 
to become a successful liar. 
13—Don’t be a boot-licker. 
14—Don’t try to gain recog- 
nition by hanging around head- 
quarters. 
15—Cultivate the respect of 
your fellow-soldiers, and you will 
win the respect of your supe- 
riors and promotion. 
16—Attend religious service. 
17—Don’t forget the folks at 
home are waiting for a letter from 
you regularly. 
18—Don’t borrow or 
money—it makes enemies. 
19—Save some of your pay. 
20—Remember this always— 
that your sense of right and 
wrong is your greatest leader. Do 
all those things you know are the 
right things to do, and don’t do 
any of those things that you 
know are the wrong things to do. 
21—Resolve to leave the ser- 
vice a bigger and better man 
morally and physically—a credit 
to your family and your country. 
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products in the Pacific Coast ; CLARDY TO WASHINGTON 
area. The General Paint Corp. FOR RAY-O-VAC CO. 
will carry complete stocks of 
| Savogran products in their ware- 
houses in Los Angeles, San 
Francisco, Portland, Seattle, and 
Spokane. 

Ed C. Shea, bead of the Ed C. 
Shea Co., Oakland, Cal., who 
formerly represented The Savo- 
gran Co., has been called to 
duty in the Navy and has dis- 
banded his organization. 


Clem L. Clardy, assistant to 
the president of the Ray-O-Vac 
Company, Madison, Wis., has 
been placed in charge of the 





Employee representatives of Independent Lock Co.-Lockwood 

Hdwe. Mfg. Co. at the ceremony were: (reading left to right) 

Leroy Whittemore, Mildred LaRoache, Douglas Kaddy, Helen GIFT DEPARTMENT 
Sidlaskas and Stanley J. Richter. FOR MASBACK HDWE. 


Clifford Cowen, buyer of <lec- 


om trical supplies, cutlery, toys and 
Arm -Nav E Award to sporting goods for Masback 
y y Hdwe. Co., New York City, has 


been given the responsibility of 





1ess, 
of L k d E | creating a gift department for 
nors Ilco- oc woo mp oyees the company. To ass‘st Mr. 
If Cowen in th proper selection of 
ad- The Army-Navy “E” Produc. ployees. The auditorium at the | merchandise, the company has 
ling tion Award granted the Indepen- | Fitchburg High School, holding | engaged the services of a mer- CLEM L. CLARDY 
dent Lock Co.-Lockwood Hdwe. | 1500 people, was filled to the | chandice counsellor of long ex- 
ong, Mfg. Co., Fitchburg, Mass., is doors. The employees occupied perience in the gift field. Washington office of the com- 
nan. believed to be the first received - the entire lower floor. Army- ss pany at 313 Southern Building, 
you by a builders’ hardware manu- Navy E pins were presented ASSOCIATION ELECTS 1425 H Street, N. W., Wash- 
the facturer. as a token award to a group RAUCH TREASURER ington, D. C. He will facilitate 
r to Independent Lock Co. started selected by fellow employees. - 2 Baad : f work with the Army, Navy and 
the manufacture of war mate- This presentation took place on) |“. © —— president °" other departments of war produc- 
b Sept. 14. North Bros. Mfg. Co., Philadel-  ,. ‘l r sales 
Pie rials early in 1941 - i tion. Mr. Clardy will be assisted 
and M is Falk <i The entire ceremony, lasting | Phia, Pa., has been elected trea- by S. H. Fowlkes, a veteran of 
nan ‘ a . > qoericons ved both half an hour, was broadcast di- | surer of the American Supply & the Ray-O-Vac organization who 
ory companies, in acknowledging the rectly from the stage over a | Machinery Manufacturers’ Asso- hee heen in Weslinnen fer 
award, gave full credit to the’ nat‘onwide hook-up of about 125 ciation of. Pittsburgh, Pa. The some time. Also being trans- 
skill and loyalty of the em- | station-. é executive committee of the ferred to Washington to help in 
0g- , ee ; _——— ’ ape ; i nominated and elect- this work are Fred Coleman, who 
ad- i ee ee sii = = Rauch io mail bese - has been district manager in the 
ADVISORY COMMITTEE | National Lead Co, New York | 43, He aueceeds the late W. W, Ohi@Michigan area, and Paul 
of | Cie : ies ‘i € succeeds the tate w. W- | Blizzard, Ray-O-Vac representa- 
will FOR LINSEED INDUSTRY | City. Anderson who d'ed recently. due previously located 2 New 
pe- The WPB has announced the BG Ts York State. 
formation of a new linseed FLAG PRESENTED TO 
' ; crushers industry advisory com- MYERS PLANT 
mittee. The government’s presid- } . 
t , The F. E. Myers & Bro. Co. 
. ing officer will be Robert W. | of Ashland Ohio saiaietealiate SS 
ane pris ‘ : ‘ BANQUET, NOV. 16TH 


Capps, of the chemical branch. 
q Other members of the committee | 
. Pa ve Arche r, Archer- nifying that over 90 per cent of | 

aniels-Midland Co., Minneap- | jt, employees are regularly pur- 


olis, Minn.; E. C. Bisbee, Bisbee chasing War Bonds. John C. 


of pumps and water systems, has | 


received a Minute Man flag sig- The 32nd annual banquet of 


the Metropolitan Hardware Asso- 
| ciation, New York, will be held 
Nov. 16 at the Hotel Astor in 








* on — ga Pa.; | Myers, president, accepted the | New York City. Tickets are $6.00 
D F C, tg: Sixee eg Lineced | flag, in behalf of the employees, | and may be obtained from An- 
e “Yr Fost nent, - 4.3 * | at the employees’ family picnic | thony Herrmann, 67-29 Myrtle 
oa A cay 5 oo there “re at Brookside park. Ave., Brooklyn, N. Y., chairman 
do Williams Co., Cleveland, Ohio; nce of wd rite academics tediun 
to Glass’ Co, Pittsburgh, Pa., 'B, | SAVOGRAN CO. APPOINTS “Atkinson, president, New York 
-* Rocca, Pacific Vegetable Oil Co., PACIFIC DISTRIBUTOR State Retail Hardware Assoc a- 
aie San Francisco, Cal.; Val Wertle, The Savogran Co., Boston, tion, is the banquet chairman 
lit Minnesota Linseed Co., Minne- | Mass., has appointed General and Ralph S. Allen chairman of 
y. apolis, Minn.; J. A. Johansen, | Paint Corp. as distributor for its R. S. RAUCH arrangements. 
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Army-Navy “E” Award Given 
Savage Arms Corp. in Utica 





Fred. F. Hickey, president, Savage Arms Corp., Utica, N. Y. 

(left), and Robert J. Havens, representing employees of the com- 

pany (right), hold the Army-Navy “E” flag raised on the grounds 
of the concern’s plant. 


The Army-Navy “E” produc- 
tion award was raised on a flag- 
pole on the grounds of the Sav- 


age Arms Corp., Utica, N. Y., on 
Aug. 18, “for high achievement 
in the production of war equip- 


Air Express in United States Celebrates 


Its Fifteenth Anniversary 


Regularly scheduled air ex- 
press service in the United States 
was 15 years old Sept. 1. It 
was on Sept. 1, 1927, that four 
pioneer airlines joined with the 
predecessor of the Railway Ex- 
press Agency to offer shippers a 
coast-to-coast a'r shipping service 
with branches extending to Los 
Angeles, Dallas and Fort Worth. 
In the first full year of operation, 
reports the air express division 
of Railway Express, about 17,000 
shipments were carried. In the 
first six months of 1942 more 
than 677,000 shipments weigh- 
ing 4390 tons were flown on 
regularly scheduled flights of the 


MEETING THE PLANE AT THE AIRPORT: Air express truck wait- 
ing at the field to dispatch incoming shipments 


planes used when air express service was first established. 
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country’s 10 domestic airlines. 

Shipments increased yearly be 
ginning in 1933 as rates were de- 
creased two-thirds and eventu- 
ally speed was doubled. In 1927 
a 5-lb. package from Boston to 
San Francisco cost $15; today it 
costs $4.80. Transcontinental 
flights required 33 hours flying 
time in 1927; today 15 to 17 
hours is the schedule. Addi- 
tionally, frequency of plane de- 
partures and coordination of rail 
and air service have helped to 
increase volume. About 30 per 
cent of all air express originates 
at or is destined to an off-airline 
point or moves part way by rail. 


from one of the 


ment.” Brig. Gen. A. G. Gil- 
lespie, U. S. Army, and Capt. 
Clifford G. Richardson, U. S. 
Navy, presented the flag to Fred 
F. Hickey, president, Savage 
Arms Corp., the Utica plant of 
that organization being among 
the first group to receive the 
coveted new Army-Navy Produc- 
tion Award. 

General Gillespie. emphasized 
the vital importance of arms pro- 
duction, making it clear that the 
struggle would not be won until 
superior fire power were brought 
to bear upon the enemy on the 
world-encircling battle fronts. 
He paid tribute to the company 
and its employees in meeting 
Ordnance Department require- 
ments. Capt. Richardson traced 
the history of the Navy “E” 
award and presented “E” pins to 
be worn by all Savage employees 
to Robert J. Havens, represent- 
ing the employees. 

Eugene A. MacDonald, vice- 
president and treasurer of the 
company, gave an address of wel- 
come and expressed regret that 


Significant milestones in the 
15-year history of the service in- 
clude August, 1934, when inter- 
national air express on the Pan- 
American Airways System was 
linked to the domestic air express 
service; February, 1936, when 
eight domestic airlines joined the 
original air express organization; 
January, 1940, when non-stop 
pick-up and delivery service was 
instituted by All-American Avi- 
ation, Inc., with pick-up stations 
in seven eastern states; June, 
1942, when priorities assured ac 
commodations for essential ship- 
ments. 





some of the company’s employees 
who had joined the armed forces 
could not be present to receive 
their “E” pins. Hon. Vincent R. 
Corrou, mayor of Utica, spoke in 
behalf of the city and Hon. 
James H. Mead, U. S. Senator, 
brought greetings from Congress. 

Responding to the presenta- 
tion Mr. Hickey pledged con- 
tinued and ever increasing effort 
on the part of the entire or- 
ganization, in the manufacture 
of small arms, and especially 
complimented engineering and 
production executives including 
G. Noble Davidson, general man; 
ager. 


D. & S. ENTERPRISES 
MOVE TO NEW ADDRESS 


D. & S. Enterprises, manufac- 
turer of metal numbers and let- 
ters and cement for china and 
crockery, has moved its offices to 
an outlying section of Cleveland. 
Its new mailing address is P. O. 
Box 2274, Brooklyn Station, 
Cleveland, Ohio. 


Commod'ties carried in the 
15-year history of the service 
have varied in size from mosquito 
eggs to a 35,000 pound edition 
of a national magazine. Surveys 
showed that principal commodi- 
ties flown prior to Dec. 7 were 
machinery, including airplane and 
auto parts, electrical supplies, 
oil well and mine supplies and 
hardware. Next came _ printed 
matter, including advertising. 


newspapers, proofs, etc. General 
merchandise, films, electrotypes 
and matrices, cut flowers, bank 
documents and news photos were 
other leading items handled. 





Courtesy Railway Express Agency 


HELPING TO WIN THE WAR: This recent loading 

scene shows packages from war material producing 

plants being rushed for a three mile a minute flight 
across the country. 
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Manafacturers and Wholesalers 





to Meet in Chicago, Oct. 21 


{ joint annual convention of 
the National Wholesale Hard- 
ware Association and the Ameri- 


can Hardware Manufacturers As- - 


sociation will be held at the 
Palmer House, Chicago, Ill., Oct. 
18-21, inclusive. This important 
war-time gathering, which will 
be of shorter duration than pre- 
vious joint conventions of these 
associations, is the 48th annual 
meeting of the wholesalers and 
the 85th semi-annual meeting of 
ihe manufacturers. 

Registration starts Sunday 
morning, Oct. 18, at 10 o’clock, 
«o that the names of all dele- 
vates registering at Convention 
Headquarters prior to 7 p.m. 
Sunday, will appear in the first 
edition of the Register of Dele- 
gates available Monday morn- 
ing. There will be no entertain- 
ment, at this convention, because 
it is a strictly war-time gather- 
ing. In line with speeding up of 
the convention, committee meet- 
ings usually scheduled for Mon- 
day will be held, this year, on 
Sunday. 

A joint session Monday morn- 
ing, Oct. 19, will start the war 
problem program that will domi 
nate all sessions. Other joint 
sessions will also be conducted 
for the discussion of subjects 
having common interest to both 
manufacturers and wholesalers. 
As many war-time regulations as 
can be covered will be discussed 
at all sessions. For the benefit 
of those attending the conven- 
tion, all sessions of both associa- 
tions will be open meetings. 
Plans call for adjournment of 
the convention at noon, Wednes- 
day, Oct. 21. 

Although no attempt has been 
made to plan for a formal expo- 
sition with elaborate displays, 





E. 
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provision is being made for ex- 


hibition of new or substitute 


items in a_ special Hardware 


than 20,000 sq. ft. Members of 
the American Hardware Manu- 
facturers Association, applying 
sufficiently in advance, will be 
granted the use of display tables, 
3 by 6 ft., in a section of the 
Hardware Lobby. No member 
will be granted more than one 
table and there will be no charge 
for this service. 


BREAK GROUND FOR AD- 
DITION TO PLANT: The 
Master Rule Co., New York 
City, recently broke ground 
for the construction of a new 
wing which will extend the 
factory from E. 136th St. to 
E. 137th St., in New York 
City. C. M. Nicholson wield- 
ing the shovel has been almost 
constantly inactive, for the 
past three years, because of 
a heart ailment. Pictured are, 
left to right: R. C. Nicholson, 
general manager; Karl Mante, 
wood rule foreman; R. 
Holder, east coast sales rep- 
resentative; C. M, Nicholson, 
president; Carl Holgren, fac- 
tory manager, and Helge Wal- 
lin, steel rule foreman. 


“GENE” MALLON NOW 
WITH U. S. WAR 
DEPARTMENT 


E. H. “Gene” Mallon, who has 
been eastern representative for 
Chicago Spring Hinge Co., Chi- 
cago, Ill., for the past 12 years 
is now on leave of absence for 
the duration of the emergency. 
He has been appointed as a pur- 
chasing agent of general hard- 
ware and kindred lines for the 
United States War Department 
in its New York City offices. Mr. 


Mallon continues to reside at 64 
73rd St., Brooklyn, N. Y. 


H. MALLON 


Lobby, having an area of more 




















STOCK IT---SELL IT 


HOW 
THIS 
TOOL 
SELLS 
ITSELF 


Just hand your customer aGreen- 
lee Push Drill and let him see how 
easy it operates . . . its sturdy con- 
struction ... and its highly pol- 
ished chromium finish. Show him 
both the all-transparent plastic 
handle and the hardwood handle 
with a transparent ring next to the 
metal cap showing the ends of the 
drill points, and explain that both 
handles serve as a magazine for 8 
drill points. These Greenlee fea- 
tures will quickly sell this popular 
Push Drill to both the home crafts- 
man and the professional worker. 








Write today for new catalog No. 
33 with complete details about this 
fast-selling Push Drill and other 
Greenlee Tools for the Woodworker, 
Electrician, and Plumber ... tools 
easy to sell, and tools that stay sold. 





@ TRANSPARENT OR 
HARDWOOD HANDLE 


@ 8-DRILL MAGAZINE 


@ ALL WORKING PARTS 
FULLY ENCLOSED 


@ CHROMIUM PLATED 


@ BUILT FOR LONG 
HARD SERVICE 


@ FAST, EASY TO USE 





‘GREENLEE TOOL CO. 


1810 HERBERT AVE. + ROCKFORD, ILLINOIS 


Tools That Stay Sold! 























(CHENEY 


NAIL HOLDING HAMMERS 


Cheney Nailers—the 
only nail holding ham- 
mers—are exclusively 
engaged doing their bit 
in the war effort. In new 


construction and in main- 





tenance work—Cheney 
nail holding hammers are 


delivering the goods. 


Back up the President — 
buy war bonds and 


stamps— every day. 





HENRY CHENEY HAMMER CORPORATION 


Factory: Little Falls, N. Y 
Sales Office: 302 Broadway, New York City 


R2 














OBITUARIES 





REGINALD D. MacDONALD 
Reginald D. MacDonald, 45, 
vice-president and treasurer of 


American Swiss File & Tool Co., 
Elizabeth, N. J., died recently at 





R. D. McDONALD 


St. Francis Hospital, Jersey City, 
after a three weeks’ illness. 

He had been associated with 
the company for 12 years. He 
was a veteran of World War I. 

Survivors include his widow. 
Mrs. Margaret Broderick Mac- 
Donald, one sister and five broth- 
ers. 


PAUL SCHMIDT 


Paul Schmidt, 84, prominent 
Cambria City, Pa., hardware 
merchant, died recently in his 
home in that city. Death was 
believed to have been caused by 
a heart attack. Mr. Schmidt 
had been in the hardware busi- 
ness in Cambria City for about 
40 years. Prior to that he was 
a printer for about 10 years. 

He is survived by his widow, 
Mrs. Emma Schmidt, who will 
continue to operate the business. 


R. FRANK QUINN 


R. Frank Quinn, 62, who for 
many years was associated with 
Weed & Co., wholesale and re- 
tail hardware, of Rochester, N. 
Y., died recently. 

Mr. Quinn started as a 19-year- 
old boy in the stock room of 
Weaver, Palmer & Richmond in 
1899 and in a few years became 
one of the firm’s most successful 


covering the territory in and 
around Rochester. Later he be- 
came a buyer and when Weed 
& Co. purchased the firm of 
Weaver, Palmer & Richmond in 
1911, Mr. Quinn continued as 
buyer and head of the wholesale 
department. 

He is survived by his widow 
and one son. 


ALFRED E. KLUG 


Alfred E. Klug, 67, a hardware 
retailer, passed away on Sept. 4 
in Milwaukee, Wis., after suffer- 
ing a heart attack. He began his 
hardware career with Hilgen- 
dorf & Kolloge Hardware in 1888 
and later became a_ traveling 
salesman for this company. Mr. 
Klug was one of the organizers 
of the Klug Hardware Co., of Mil- 
waukee, Wis., in 1897. Upon 
incorporating in 1905 he held the 
office of vice-president and in 
1929 he was elected president 
of the company. He was a 
builders hardware specialist. 

Mr. Klug is survived by his 
widow, one son, Elmer C. Klug, 
secretary and treasurer of the 
company, and one daughter. 


MATHEW MARKS 


Mathew Marks, 50, field sub- 
scription representative for Harp- 
ware AcE, died recently in New 
York after an illness of several 
months. Mr. Marks had repre- 
sented Harpware AcE for the 
past 15 years, covering the terri- 
tory of Virginia, West Virginia. 
North and South Carolina. He 
is survived by his widow, Mrs. 
Anna Mae Marks. 


HAROLD CLEAVER ZEIS 
Harold Cleaver Zeis, 46, vice- 


president and general sales man- 
ager of The Ohio Foundry & 
Mfg. Co., Steubenville, Ohio, 
died suddenly Aug. 17, at his 
home in Steubenville. 

Born in Galion, Ohio, Mr. Ze‘s 
spent most of his early life in 
Port Clinton, Ohio, founded by 
his maternal grandfather, a Hol- 
lander. Mr. Zeis had been active 
in the sales work of his firm for 
the past several years and was 
extremely popular among men of 





end well liked traveling salesmen 


the industry. 
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PRICES ON LOW ALLOY 


STEELS SET BY OPA 


Also sets maximum prices on 
cutting and threading pipe. Ex- 
cludes small sales by retailers 


Maximum delivered prices for 
less-than-carload quantity sales 
at the warehouse and jobber level 
of new low-alloy emergency steels 
developed to conserve scarce 
metals were announced August 
29 by OPA. The prices apply 
to sales by warehouses, jobbers, 
and other sellers of iron and 
steel products. 

Excluded are sales by retailers, 
such as mail order houses and 
retail hardware stores, of pipe in 
quantities not greater than five 
standard lengths in diameters 
larger than 3% in., or 15 stand- 
ard lengths of pipe with diame- 
ters of 3% in. or smaller. Maxi- 
mum prices for such sales now 
must be determined under the 
provisions of the general maxi- 
mum price regulation. 

The new regulations are pro- 
vided in Amendment No. 7 to 
Revised Price Schedule No. 49 
on resale of iron and steel prod- 
ucts, and became effective Sep- 
tember 4. Copies of the regula- 
tion with complete details may 
be secured from local OPA of- 
fices. 

The prices for the new low- 
alloy steels provided in Amend- 
ment No. 7 reflect approximately 
the same percentage mark-up 
over cost of materials that is cus- 


steels handled by steel ware- 
houses. 

The amendment provides that 
the maximum prices it establishes 
for les:-than-carload steels shall 
be applicable to any alloy steels 
whose specifications were not 


used in production by mills on | 
April 16, 1941, such as National | 


Emergency Specifications, and 
American Iron and Steel Insti- 
tute Specifications of alloy grades, 
but not including carbon steel or 
tool steel grades. 

For the purpose of low-alloy 
steel pricing, basing point cities 
for hot rolled alloy steel are 
established as Bethlehem, Pa.; 
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Buffalo, N. Y.; Canton, Ohio; 
Chicago, Ill.; Massillon, Ohio; 
and Pittsburgh, Pa. Basing point 
cities for cold finished alloy steels 
are established as Buffalo, N. Y.; 


Chicago, Ill.; Cleveland, Ohio; 


Gary, Ind.; and Pittsburgh, Pa. 

The amendment provides that 
the maximum base price per 100 
lbs. for delivery by warehouses, 
jobbers and other resellers of 
low-alloy steels within the free 
delivery area of basing point 
cities shall be the aggregate of 
the following adjusted downward 
or upward to the neare-t 5 cents: 
(1) the mill alloy base price 
established by Price Schedule 








No. 6 (Iron and Steel), at any 
basing point city (hot rolled or 
cold finished, whichever is ap- 
plicable), (2) mill analysis ex- 
tras, as established by Price 
Schedule No. 6 (open hearth or 
electric furnace, whichever is 
applicable), and (3) a mark-up 
of 66 2/3 per cent of the aggre- 
gate of mill alloy base price and 
mill analysis extras. 

Base prices per 100 lbs. for 
delivery at any destination other 
than the free delivery area of 
basing point cities shall be that 
combination of base prices for 
basing point cities plus less-than- 
carload freight rates in effect at 
the time of shipment from gov- 
erning basing point to destina- 
tion which results in the lowest 
delivered price. 

The amendment also provides 
a means for determining quan- 
tity extras and order extras 
(where order is less than 300 
lbs.) Charges for heat treatment, 
double treatment, annealing, and 


Ceiling Prices Apply 
on Used Bicycle Sales 


(Washington Bureau 

of HARDWARE AGE) 
Customers’ complaints have 
prompted Price Administrator 
Leon Henderson to warn deal- 
ers selling used” bicycles that 
such sales are subject to the 


tomary on other types of alloy | General Maximum Price Regula- 


| tion. He admonished that the 


regulation puts a ceiling on 
prices at the highest levels 
charged in March for similar 
bicycles. The complaints have 
been turned over to the OPA 
Enforcement Division for investi- 
gation. 

At-the same time Mr. Hender- 
son pointed out that it is a 
violation of the General Maxi- 
mum Price Regulation for a 
seller to refuse to sell bicycle 
inner tubes separately from cas- 
ings unless he sold them both 
only as a unit in March. 

Letters to OPA have protested 
prices for used bicycles, which in 





some instances were reported 
considerably above the ceiling 
for the new War Model bicycle. 
As new bicycles can now be 
purchased only by those who can 
qualify for a certificate under 
rationing, the second-hand mar- 
ket is the only one still open to 
others. 











normalizing were established. No 
charges may be made for straight- 
ening. Size extras may be added 
but shall not exceed mill size 
extras. Also other quantity ex- 
tras may be added but shall not 
exceed certain limits as estab- 
lished in price schedule No. 6. 
Other customary and general dis- 
counts, terms, and privileges, in 
effect April 16, 1941, shall be 
continued without diminution or 
extra charge. 

The amendment also estab- 
lished maximum prices for cut- 
ting and threading pipe and tub- 
ular products as those in effect 
by jobbers as of April 16, 1941. 
Where the mill actually does the 
cutting and threading, however, 
the warehouse shall not charge 
more than mill extras for such 
operations. All sellers of pipe 
and tubular products must file 
by September 16, 1942, the cut- 
ting and threading charges which 
were used on April 16, 1941, with 
OPA. 


The Administrator pointed out, 
however, that in March of this 
year there was no restriction on 
the sales of new bicycles so that 
second-hand prices at that time 
were considerably under those 
for new bicycles. In this con- 
nection he called attention to a 
provision of the Emergency Con- 
trol Act which makes it pos- 
sible for a consumer to bring 
legal action for recovery of thrice 
the amount of any charge above 
a ceiling level, or $50, whichever 
is greater. 








Orders for Capital Equipment Must 
Not Be Rerated by Companies Under PRP 


Companies operating under 
PRP must not use the rerating 
provisions of Priorities Regula- 
tion No. 12 to expedite delivery 
of materials for the improvement, 
expansion or construction of 
their own plants, it was made 
clear in Interpretation No. 1 to 
the Regulation, announced Sept. 
1 by WPB. 

Officials, who are inaugurating 





an investigation of the uses 
which have been made of AA 
series reratings in connection 
with purchases of capital equip- 
ment, said that in many _ in- 
stances deliveries of capital 
equipment have been rerated 
AA-1 or AA-2, and stated that 
in most cases these ratings prob- 
ably were contrary to correct pri- 
orities procedures. 
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FEATURE THESE 2 FAST-SELLING 





NATIONALLY ADVERTISED IN LADIES’ HOME JOURNAL 
SEE YOUR JOBBER... 





No. 937 GIFT SET 


New! Feature as a “save-food-for-victory’ special, because all items are 
practical necessities that protect their contents, prevent spilling, avoid 
waste. Set cons'sts of No. 630 Sugar Server, No. 427 Dripless Server, No. 
453 Twin-Server set (2 condiment iars, 2 spoons, 1 tray). All tops, spoons, 
and tray are Tenite plastic; containers are clear-glass. Packed complete in 
attractive red corrugated gift carton. (P. S. This carton can be mailed 
“as is’ for your out-of-town trade.) ............ Retail price. $1.00 


-_—— =>. 





No. 915 MATCHED DRIPLESS SERVER SET 


Was an outstanding profit-winner last Christmas and all through the year . . . 
will be a big-seller this heliday time, too. Consists of matched dripless 
servers—48-oz. and ll-oz. sizes—tissue-packed in smart set-up gift box. 
Tops and slides are sanitary Tenite plastic in red, green, yellow, blue; 
containers are clear glass in ribbed design...... . Retail price: $1.00 


(Retail prices slightly higher west of Mississippi) 


NEW YORK OFFICE—200 FIFTH AVENUE 
WESTERN OFFICE—TERMINAL SALES BLDG., SEATTLE, WASHINGTON 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO, ILLINOIS 





BICYCLE PRODUCTION 
CUT TO 10,000 MONTH 


Production concentrated in two 
plants. Remainder of industry 


| on Sept. 2 by WPB. This is not 


| Commission, War Shipping Ad- 


must convert to 


Representing 20 per cent of 
the already greatly curtailed pro- 
duction of 50,000 permitted in 
July and August each, the manu- 
facture of bicycles was cut to 
10,000 a month and the entire 
production was concentrated in 
two plants so that the remainder 
of the industry will be free to 
produce war weapons’ under 
Amendment No. 2 to General 
Limitation Order L-52, announced 


to be confused with the much 
larger rationing quota for Sep- 
tember recently announced by 
OPA. 

The Army, Navy, Maritime 


ministration and Lend-Lease will 
have first call on the bicycle 
production permitted under the 
amendment. It was stated that 
if these requirements do not 
amount to 10,000 a month, the 
remainder will be available to 
civilians under OPA’s rationing 
regulations. 

Production now is confined to 
the plants of the Westfield Mfg. 
Co., Westfield, Mass., which may 
produce 6000 bicycles a month, 
aid to the Huffman Mfg. Co., 
Dayton, Ohio, which may pro- 
duce 4000 a month. Under the 
amendment they may not place 
their name or trademark on the 
bicycles, except that Westfield 
may place the letter “W” next 
to the serial number and _ the 
Huffman company may place the 
letter “H” next to the serial 
number of each bicycle manu- 
factured. 

The two companies will start 
production on their monthly 
quotas on the so-called Victory 
model, which is a lightweight 
civilian-type bicycle using a 
minimum of critical materials. 
As soon as either company re- 
ceives a rated order from the 
Army, Navy, Maritime Commis- 
sion, War Shipping Administra- 





tion or Lend-Lease, it will cease 
production of the civilian type, | 
if the military order when added | 
to civilian bicycles already man- | 


war production 


ufactured exceeds the manulac- 
turer’s monthly quota. 

Each company must fill the 
military order or orders even 
though this results in a_ total 
production in excess of the 
month’s quota, but when the 
quota is exceeded a manufac- 
turer may not resume. manufac- 
ture of civilian-type bicycles 
during the month. 

The WPB Consumer’s Dura- 
ble Goods Branch explained that 
the Westfield company and the 
Huffman company were selected 
to produce the restricted num- 
ber of bicycles because the ar- 
rangement fits in best with the 
conversion program and also be- 
cause both companies have for 
years manufactured bicycles for 
the Army, even in the days when 
Army requirements were small 
and the business was less profit- 
able than civilian business. These 
two companies as well as the 
other ten bicycle manufacturers 
in the industry are already part- 
ly converted to war work. 


CUTLERY RESTRICTIONS 
RELAXED 
(Washington Bureau 
of HARDWARE AGE) 

WPB has broadened exemp- 
tions from restrictions on table- 
ware, pocket knives, scissors and 
other cutlery to include orders 
placed by the War Shipping Ad 
ministration and orders for 
military requirements placed by 
jobbers, wholesalers and other 
dealers. Previously the exemp- 
tions covered only direct pur- 
chases by the Army, Navy or 
Maritime Commission. The wider 
exemptions were provided for by 
Amendment No. 1 to General 
Limitation Order L-140, issued 
on Aug. 25 by the Director Gen- 
eral for Operations. 

The amendment makes it clear 
that the exemptions dc not apply 
to cutlery purchased by post 
exchanges, ships’ stores, ships’ 
service stores or commissaries 
for resale. 
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AUTOMOBILE BATTERY 
PRODUCTION CUT 


Discards Must Be Turned In When 


Buying a Replacement. Manufacturers’ 


and Distributors’ Inventories Limited. 


\ program for production of 
the minimum number of storage 
batteries necessary for replace- 
ment in passenger cars, trucks, 
buses, and other vehicles during 
the remainder of this year was 
announced August 29 by WPB. 
In the same order, battery users 
are required to turn in their old 
batteries for scrap when buying 
a replacement. 

The order provided that dur- 
ing the period from July 1 to 
December 31, 1942, producers of 
batteries for replacement pur- 
poses may make only 90 per 
cent of the number of replace- 


ment batteries sold by them | 


during the same period in 1941, 


and only half of this allowed | 
number may be manufactured | 


before September 30. 


The order supersedes Supple- | 


mentary Limitation Order L-4-b, 
and Limitation Order L-35. 

In addition, producers are pro- 
hibited, after October 1, 1942, 
from having in inventory on the 


| first day in any month a stock 
of replacement batteries in ex- 
cess of the number of batteries 
sold by them during the 60-day 
period in 1941 corresponding to 
the 60-day period following the 
date of the inventory. Distrib- 
utors are prohibited from hold- 
ing more than a 60 day supply in 
any one month. 

The order contains a “turn-in” 
clause under which producers 
and distributors are prohibited, 
| effective immediately, from sell- 
| ing or delivering a replacement 
| or rebuilt battery to a consumer 
without receiving a used battery 
in return. Sales or deliveries 
may be made, however, provided 
the battery is not installed in the 
| consumer’s vehicle at the time 
of the transaction and the con- 
sumer signs a certificate stating 
| that within 30 days after the 
transaction he will dispose of his 
used battery through regular 
scrap channels. 


Contract Production Control 


Plan Now Being Tried Out 


WPB announced August 28 


that an experimental plan for | 
budgeting the use of materials 
by prime war contractors, known | 


as Contract Production Control, 
is being tried out in connection 
with three Navy contracts for 


radios. If the plan is successful | 
it may be given a place in| 


WPB’s general program for con- 
trolling the flow of materials. 


Principal feature of Contract | 


Production Control is the setting 
up of a complete budget of ma- 
terials and parts required to ful- 
fill a prime war contract. 


The prime contractor obtains | 


from all of his sub-contractors 


on a specified form (CPC-2) in- | 
formation which will show both | 


materials requirements and a 
proposed shipping schedule for 
the parts which the  sub-con- 
tractor will supply. 

These reports will be assembled 
by the prime contractor on 
Form CPC-1, together with a 
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statement of his owh materials 
requirements and a_ production 
schedule of parts he will make 
himself, and submitted to the 
| contracting agency. - Preference 
| ratings will be assigned to the 
approved deliveries of materials 
and parts and applied in the 
usual manner. It will be the in- 
|tention to assign ratings high 
| enough so that the schedules can 
be exactly met, with the result 
| that deliveries should be neither 
earlier nor later than necessary 
to fulfill the 


| dates. 


contract delivery 


In order to avoid duplicating 
authorizations to purchase ma- 
terials under the Production Re- 
| quirements Plan, firms operating 
under both plans are required to 
deduct materials authorized 
| under Contract Production Con- 
trol from those authorized en 


PD-25A and 


fourth quarter 


| PD-25F forms. 


| 


S»>INTERNATIONAL CHAIN« 


When your customers need chain—be it 
to lift pig iron for the forges of war or 
merely to tie “Bossie” out in the pasture 

get in touch with International. * * The 
International Chain-line is complete —cover- 
ing every need: simple dog chains, traces, 
cow ties, well chain, log chains, tire chains, 
chains of every type, in every size,, for 
every use. * * Send for your copy of the 
latest International Chain catalog. Write to 
International Chain & Mfg. Co., York, Pa. 
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W hale is a good 
—— emg clothes line—because 
ii soem it is solid braided 
am from cotton yarn — 
: | (twice as strong as 
soft roving lines. 


Whale Clothes Line 
sells — because it is 
attractively packaged 
in a four-color coun- 
ter display carton — 
one dozen hanks to 
ithe carton. And the 
price is down low — 
priced to make vol- 
ume. 


*Cellophane wrapper dis- 
continued for the dur- 

















A new method of computing 
warehousing allowances, which 
distributors as well as manufac- 
turers may add to their base 
prices for new household me- 
chanical refrigerators in sales 
allowed by WPB, was an- 
nounced Sept. 8 by OPA. This 
action follows WPB’s release re- 
cently of approximately 50,000 
household _ refrigerators from 
stocks previously frozen. 

The OPA measure does not 
alter prices paid by ultimate 
retail consumer, since it pro- 
vides a method in which the 
manufacturer, distributor and re- 
tailer absorb proportionately the 
costs of warehousing “frozen” 
stocks of refrigerators. The 
measure differentiates, however, 
between “ultimate” and “whole- 
sale consumers.” The latter clas- 


| sification of purchasers, buying 
| for industrial and commercial 


rather than household use, will 
pay the full amount of the in- 
creased costs. 

The adjustments, embodied in 
Amendment No. 4 to Maximum 
Price Regulation No. 110 (Re- 
sale of New Household Mechani- 


| cal Refrigerators) and Amend- 


ment No. 4 to Revised Price 
Schedule No. 102 (Household 
Mechanical Refrigerators) will 
become effective September 9. 

‘The warehousing allowance 
covers such costs as warehous- 
ing, handling, financing and in- 
surance incurred between Feb. 
14 and Sept. 13, 1942. 

The amendments provide that, 
on sales to the ultimate con- 
sumer where the distributor 
obtained possession of the refrig- 
erator after Sept. 9, the ware- 
housing allowance will be borne 
one-fifth by the manufacturer, 
one-fifth by the distributor, and 


| three-fifths by the dealer. The 


retail price remains unchanged. 
A manufacturer selling directly 
to the ultimate consumer must 
absorb the warehousing allow- 
ance in full. 

On sales to the ultimate con- 
sumer where the distributor ob- 
tained possession before Sept. 9, 
the distributor must absorb one- 
fourth of the warehousing allow- 


| ance and the dealer three-fourths. 


A distributor selling directly to 
the ultimate consumer must ab- 








OPA Establishes Warehouse 


Allowances on Refrigerators 


sorb the warehousing allowance 
in full. 

Dealers are forbidden from 
adding to their prices in sales 
to ultimate consumers any of the 
warehousing allowance passed on 
to them by distributors. 

The warehousing allowance, as 
granted to manufacturers in a 
previous amendment, was deter- 
mined by adding 1 per cent of 
the base price for each month 
that the refrigerator was ready 
for delivery and unsold after 
Feb. 14. 

The amendments revise this 
method and provide a cut-off date 
so that manufacturers and dis- 
tributors cannot add costs in- 
curred for the period after Sept. 
13, 1942. 

The alternative method by 
which manufacturers may com- 
pute the amounts which may be 
added to their prices is set forth 
in the amendment to Revised 
Price Schedule 102, as follows: 

(1) Divide the total number 
of days each refrigerator has 
been ready for delivery since Feb. 
14 by the total number of re- 
frigerators. 

(2) The resulting number of 
average days may be assessed 
against each refrigerator for the 
period between Feb. 14 and Sept. 
13, at the rate of four-fifths of 1 
per cent for resale to ultimate 
consumers, or 1 per cent for sale 
direct to wholesale consumers. 

Instead of applying the ware- 
housing allowance by separate 
calculation for each refrigerator, 
this method allows a uniform rate 
of assessment against all stock 
held by the manufacturer. It 
avoids differences in the prices 
of identical boxes to the con- 
sumer, depending upon how long 
each had been stored. 

In effect the price of refrigera- 
tors sold by manufacturers will 
be increased 1 per cent or four- 
fifths of 1 per cent, whichever is 
applicable, of the base price per 
month. Because of the cut-off 
date the increase in price can 
be no more than 7 per cent in 
sales to wholesale consumers and 
5.6 per cent in sales to distrib- 
utors for resale to ultimate con- 
sumers. 

On sales to wholesale con- 
sumers, as defined by the amend- 
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ment to Maximum Price Regula- 
tion No. 110, distributors are 
allowed to pass on the additional 
1 per cent of the manufacturers’ 
base price for every month the 
refrigeators purchased remained 
in frozen inventories (between 
Feb. 14 and Sept. 13.) 

The proportions used in dis- 
tributing the extra warehousing 
costs among the manufacturers, 
distributors and dealers, were 
based on the relative per unit 
gross margins on the sale of the 
household refrigerators. The bur- 
den of absorbing the greater 


portion of these costs by the | 


dealer will be lessened because 
of the fact that most refrigera- 
tors freed from restrictions are 
high-priced or deluxe models 
which have a higher than average 
percentage and dollar margins, 
and because increased demand 
has resulted in a reduction of 
selling expenses. 

Distributors and manufactur- 
ers, when selling to dealers, are 
required to include on the in- 
voice or bill of sale the follow- 
ing statement: 





“The warehousing charge 
shown on this invoice . . . is 
added to the price charged with 
the permission of the Office of 
Price Administration . . . This 
amount represents your propor- 
tionate share of the increased 
warehousing costs which have 
atcrued because of the War Pro- 
duction Board action freezing 
new refrigerator stocks. We 
have already absorbed our pro- 
portion of the extra warehous- 
ing costs. Maximum Price Regu- 
lation No. 110, which established 
your ceiling for the retail sale 
of this refrigerator, does not al- 
low you to add this increased 
cost to the ceiling price.” 

The amendment establishes 
base prices for classes of pur- 
chasers other than dealers to 


whom the distributor made sales | 


in the past. In such cases the 


base price is the highest net price | 
in effect in the two months pre- | 


ceding Feb. 2, 1942. On sales 
to new classes of purchasers the 
maximum mark-up allowed on 


the distributor’s landed cost is | 


20 per cent. 


50,000 Home Refrigerators 


Released for Sale by WPB_ 


Approximately 50,000 domes- 
tic mechanical _ refrigerators, 
frozen in the hands of dealers 
and distributors since Feb. 14, 
were released for sale to the gen- 
eral public by an order of WPB, 
effective Sept. 5. This action, 
in the form of an amendment to 
Supplementary General Limita- 


equipment at their disposal. 


Independent distributors with | 


frozen stocks of gas and electri- 
cal refrigerators may now re- 


dealers holding gas refrigerators 


also are permitted to sell those | 
|a dealer or consumer) .” 


which they had on hand on the 


same date. There have been no | 
restrictions since March 26 of | 
sales of electrical refrigerators | 
| with authorization of WPB. If 


held by retail dealers. 

Kerosene-operated mechanical 
refrigerators are not released 
under the provisions of the 
amended order because of the 
limited supply available for war 
agencies. 

The sole restriction on sales 
of gas and electric refrigerators 
by independent distributors is 
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| that on must be made through 
| their normal distributive outlets, 
in accordance with their 1941 
flow of merchandise. In addi- 
tion, every consumer buying a 
new refrigerator under provisions 
of the amended order is required 
to certify that he has no other 


| refrigeration equipment at his 
tion Order L-5-d, will facilitate | 4 
acquisition of new refrigerators | 
by consumers who certify that | 
they have no other refrigeration | 


disposal. 

The certificate is in the form of 
a statement which reads: “The 
domestic mechanical refrigerator 
being transferred is for my per- 
sonal use (or for the’use of my 
family, or my tenants). I have 


| no other domestic mechanical or 
lease through their usual chan- | 
nels of distribution those which | 
they had on Feb. 14. _ Retail | 


ice refrigerator at my disposal 
(or, I have disposed of any 
domestic mechanical or ice re- 
frigerator which has been at my 
disposal since Feb. 14, 1942, to 


Refrigerators in the stocks of 
manufacturers and affiliated dis- 
tributors may be released only 


the refrigerators are for delivery 
to dealers and transfer to ulti- 
mate consumers, the certificate of 
authorization must be stamped 
with the words “unlimited trans- 
fer,” indicating permission to re- 
lease the type and quantity of 


. . . | 
refrigerators specified in the cer- 


tificate. 











This Display on 
Dealer's Counter 
and in Window 
Attractively 
Shows That 
Dealers Have 
Them In Stock 


Very Profitable 
To Handle Also 


OG: 


eta ee 6 


No. FS-4 FLUORESCENT STARTER 
DISPLAY 
DEALER'S COST $4.00 


LLOYD “NO-BLINK” STARTER 


Stop Dead Lamp Sabotage 
Prevent Breakdown of Ballasts 
Condensers, Tubes and 
Starters Themselves 
Prevent "Flicker" and “Blink” 
Start Quicker — Work Better 
Last Longer 


Listed and Approved by Underwriters’ 
Labs., Inc., and by Canadian Engineer- 
ing Standards Assoc. 


Patent Nos. 2200443—2228210 


LLOYD ALSO MANUFACTURES 


Wall Plates—Taps—Heater and 
Appliance Plugs 


8009 8209 


" + 6018 7813 
HEATER and APPLIANCE PLUGS 


5804 5804 Brown and Black 
SEND FOR DESCRIPTIVE BULLETIN 
AND PRICE SHEETS 
LLOYD PRODUCTS CO. 
Box ¢ Edgewood Sta., Providence, R. | 


~ Branch Offices — Warehouse Stocks in 23 Leading Cities 
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“TRON-On” 
baad 


A NATURAL 
FOR YOUR STORE 





Thousands of women... and men, too. . . who 
found it too difficult to sew binding on rugs are now 
buying “Iron-On” Rug Binding because it is so easy 
to apply ... you just iron it on. Over 4000 Hardware, 
Furniture, Department and Variety Stores from coast to 
coast sell Smith’s “Iron-On.” 


BIG UNIT SALES 


Sales are as much as 10, 15 or 20 yards at a clip. 
It's a fast seller and repeats often . . . stores all over 
the country are showing an 8 to 20 time turnover a 
year. 


FREE 


WOODEN DISPLAY CASE 
WITH ORIGINAL ORDER 


“Iron-On” costs you $8.50 per gross 
yards. Display case contains 1% 
gross yards $12.75 complete. 
Display case holds one 36 yard roll 
each of Brown, Dark Red, Taupe, 
Black, Dark Blue, Dark Green. 





GILMAN B. SMITH CO., INC. 


123 West 17th Street, New York City 





and certain other exempted trans- 














OPA Aids Retailers 
on Ceiling Appeals 


(Washington Bureau 
of HARDWARE AGE) 
Further decentralization of the 
administration of price control at 
retail levels was made by the 
Office of Price Administration 
on Sept. 1, 1942, with the estab- 
lishment of a simpler and faster 
procedure for handling retail- 
ers’ applications for adjustment 
of their ceiling prices. 


The machinery providing for | 


expedited handling of applica- 
tions was set up in two com- 
panion actions: 


First, with the issuance of | 


Procedural Regulation No. 2, 
retailers are authorized to send 
their applications for adjustment 
of price ceilings directly to any 
OPA regional, state or district 
office. 


Second, under an order from 


Leon Henderson the eight OPA | 


regional administrators are au- 
thorized to extend to state and 
district OPA offices power to 
grant or deny retailers’ applica- 
tions. 

Hitherto under temporary pro- 
cedural regulations issued with 
the General Maximum Price 
Regulation and the Services 
Regulation (No. 165), retailers 
were permitted to file only with 


| one of the eight regional offices. 
The new procedure makes avail- 
able to the retailer the facilities 
and assistance of the 100 state 
and district offices of OPA and 
the intimate knowledge of the 
personnel in these offices with 
local cost and competitive con- 
ditions. 

As a basic rule, OPA regula 
tions permit retailers to apply for 
adjustment of ceilings if  theii 
ceilings are out of line with those 
of competitors and cause sub- 
| stantial hardship. The new pro- 
cedural regulation in no way 
| alters this rule or the grounds on 
which retailers may seek relief. 

The new procedural regula- 
tion governs retailers’ applica- 
tions for adjustment under any 
OPA price regulation, and_ is 
effective September 1. It permits 
a retailer to appeal from district 
or state office to the regional 
office and then to the Retail 
Trade and Services Division at 
Washington if he is dissatisfied 
| with the action taken in his case. 

If the office in which a retaile1 
| files an application is not author- 
|}ized to handle the case, it is 
| OPA’s responsibility to forward 
| the application to the proper 
| place. 


A-1-c Required on Purchases 
of Factory Equipment 


The preference rating neces- 
sary to obtain certain types of 
general industrial equipment such 
as fans, compressors, pumps, 
passenger and freight elevators, | 
etc., covered by Limitation 
Order L-123 has been raised 
from A-9 or higher to A-l-c or 
higher, except for Army, Navy 


actions, by Amendment No. 1, 
issued August 27, by the Di- 
rector General for Operations. 
The new rating requirement, | 
however, does not apply to the | 
production and delivery, prior | 


|to October 1, 1942, of equip 


ment to fill an order accepted 
prior to August 27 which has an 
A-9 or higher rating. 

The amendment also makes 
minor changes in the definition 
of some of the types of equip 
ment listed in the order, so that 
electric motors and controls for 
farm use, which already are cov 
ered by the farm equipment lim 
itation order (L-26) will not be 
affected by the terms of L-123 
Two-wheel hand trucks with a 
retail sale price not in excess of 
$10.00 also are excluded. 
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Sporting Goods 





Manufacturers 


Rescind Price Increases 


(Washington Bureau | 
of HARDWARE AGE) 


Retail prices for footballs, bas- 
ketballs, and certain other sport- 
ing goods used in the fall sea- 
son will be substantially reduced 
as a result of agreements made 
with OPA by four leading man- 
ufacturers of sporting goods to 
rescind part of their price in- 
creases. 

Individually agreeing to rescind 
one-half of the price increase 
since Oct. 1, 1941, on footballs, 
basketballs, soccer balls, foot- 
ball helmets and shoulder pads 
(the latter in the $7.50 and 
under retail class) are the A. 
G. Spalding & Bros., Inc., P. 
Goldsmith & Sons, Wilson Sport- 
ing Goods Mfg. Co., and the 
Rawlings Mfg. Co. 

The agreements became effec- 
tive July 8, 1942, and reduced 
the manufacturers’ prices to dis- 
tributors and the actual or sug- 
gested trade or consumers’ prices. 
Since manufacturers’ prices from 
January, 1942, have been at 
levels 5 to 30 per cent above 
October, 1941, OPA pointed out 
that the actions effect a substan- 





tial reduction in price to dis- 
tributors and dealers. 

Wholesale and retail sales of 
these items are covered by Max- 
imum Price Regulation No. 210 
(Fall and Winter Seasonal Com- 
modities) which became effective 
Aug. 31, 1942. Under this reg- 
ulation a_ retailer selects the 
lower price resulting from form- 


|ulas based on the average cost 
| and current cost computations as 
| the maximum price. 


Since the 
manufacturers’ price reduction 
will reduce the prices resulting 
from application of both these 
formulas, the savings effected, it 
was stated, will be passed on to 
the consumer. 

The agreements do not cover 
articles already sold or delivered, 
although some companies have 
declared that their price reduc- 
tions will apply to past sales and 
deliveries. | Manufacturers who 
signed the agreements account 
for 75 per cent of the total 
5,000,000 annual production of 
these articles. Other manufac- 
turers are expected to bring their 
prices into line with those of the 
four companies, according to 


OPA. 


Old Lumiline Lamps Must Be 
Turned in to Obtain New Lamps 


Because the construction of its | 
lumiline lamps requires use of | 
critical metals, the Generel Elec- | 
tric Company’s lamp department | 
at Nela Park, Cleveland, Ohio, | 
has announced that new lumi- | 
line lamps cannot be had here- | 
after unless an equal quantity of | 
old lumiline lamps is turned in. 

Height of the lamp’s popular- 
ity was reached several reed 
ago just previous to the debut | 
of the fluorescent tubular lamps. | 
Thousands of these tubular lumi- 
line types are still in service. | 
These lamps are still very much 
in demand for replacement in 
fixtures and holders designed for 
their use. 

Regardless of the need, pur- 
chasers of lumiline lamps, like 
buyers of new tubes of tooth- 
paste, will have to turn in an 
old lamp before new ones can be 
obtained. Construction of this | 
type of lamp requires  sufh- | 
cient amounts of nickel and | 
chrome-iron. to justify the new | 
ruling. These critical metals for | 
lumiline lamps are not-~ other- 
wise available to lamp manu- 
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facturers. It is estimated that 
some 2,000,000 lumiline lamps 
are in service, all of which 
eventually will require replace- 
ment. f 


L-30 EXEMPTS PAILS, 
TUBS FOR SHIPPING 
(Washington Bureau 
of HARDWARE AGE) 

WPB’s Director General of Op- 
erations on Aug. 25 
amendment No. 7 to Limitation 
Order L-30 to make it clear that 
the manufacture of pails and 
tubs designed for use in ship- 
ping and packing is not limited 
under the order. The purpose 
of the amendment, it was an- 
nounced, was to eliminate con- 
fusion which arose from amend- 
ment No. 3 to the order, issued 
June 12, which contained a pro- 
vision to encourage the manu- 
facture of wooden pails and tubs. 
It was not the intent of the 
original order or amendment No. 
3 to restrict the use of critical 
materials in packing and ship- 
ping containers. 
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Mckinney 
Hardware 








and the Warbirds 


At Randolph Field . . . March Field . . . Selfridge 
Field . . 


their nests . 


where Uncle Sam's warbirds have 

. you'll find buildings equipped 
with McKinney Hardware. Builders everywhere 
realize the advantage of McKinney's greater 
durability, adaptability, and ease of installation. 
They realize, too, the advantage of equipping 
buildings with hardware which not only meets 
today’s stringent requirements, but adds the plus 
of good appearance and engineering, developed 
through 75 years of quality hardware manu- 
facture. Now is the time to ta/k McKinney and 
display McKinney . . . to build customers 
for tomorrow. 











Special Communigue to YOU: 


BOND ann LO-TEMP 
PERMANENT AINNTT-FREEZES 


ARE NOT FROZEN! 























WIRE FOR FULL INFORMATION TODAY 


Here's real news for jobbers. BOND and 
LO-TEMP ANTI-FREEZES, amazing new discov- 
eries, have come just at the right time. Because 
they contain no alcohol, glucose, ethylene, 
glycol or acid. 


And look at these exclusive selling points: 


%& One shot of BOND, or LO-TEMP, lasts all year. Will 
not freeze in cold weather or boil away in warm 
weather. 

% Gives full protection to 90 degrees below freezing. 

% Thoroughly tested and highly approved in labora- 
tory tests. 

% Safe, non-corrosive and odorless. Will not attack 
rubber hose or gasket material. | 

% Fully guaranteed 





TIME is the most critical material in the BOND 
and LO-TEMP selling programs. So send for 
prices and complete information . . . Now! 


| 
Op ennessee | 


ALLEY 


—ssocureo 
MARKE TERS 


117-119 NINTH AVE. N.. NASHVILLE, TENNESSEE 











| Effective Aug. 31, the formula 


90,000 New Adult Bicycles 
for Rationing in September 


The September rationing quota | Maryland, 1,457, 588; Massachu- 
for new adult bicycles has been | setts, 3,754, 1,182; Michigan, 
set by the OPA at 90,000, the | 8,012, 2,910; Minnesota, 1,105, 
same number allotted for Au-| 498; Mississippi, 908, 204; Mis- 
gust. This is not to be confused | souri, 1,960, 702; Montana, 214, 
with the greatly reduced pro- | 72. 


duction quota recently  an- | Nebraska, 648, 228; Nevada, 
nounced by WPB. 127, 30; New Hampshire, 272 

This total for the third month 96; New Jersey, 3,302, 1,188: 
of rationing does not include | New Mexico, 154, 48; New York, 
states reserves of 30,000, also the | 6398 2190; North Carolina, 
same as for the current month, | } 316, 366; North Dakota, 192, 
which are held back for adjust- 66; Ohio, 5,410, 2,022; Oklaho- 
ment of emergency demand sit-| ma, 962, 372; Oregon, 664, 240. 


| aattone. Pennsylvania, 8,436, 2,748; 


Rhode Island, 436, 162; South 
State Quotas Carolina, 1,260, 240; South Da- 
State quotas and reserves for | kota, 238, 72; Tennessee, 1,610, 
September are (reserve follows | 474; Texas, 2,968, 1,086; Utah, 
quota) : 422, 126; Vermont, 144, 54; Vir- 
Alabama, 1,668, 444; Arizona, | ginia, 2,288, 684; Washington, 
230, 72; Arkansas, 443, 144; | 1581, 540; West Virginia, 646, 
Northern California, 2,952, 950; | 234; Wisconsin, 1,784, 648; Wy- 
Southern California, 4,889, 1,486; oming, 112, 42; District of Co- 
Colorado, 846, 234; Connecticut, lumbia, 400, 162. 


2,197, 720; Delaware, 385, 96; , , 
Florida, 1,301, 354; Georgia, Unused quotas of bicycles, like 


2,112, 504. tire and automobile quotas, are 

Idaho, 192, 66; Illinois, 5,962, | 2°t carried over from one month 
1,962; Indiana, 2,962, 1,068;|to the next, so that the quota 
Iowa, 1,212, 444; Kansas, 1,152,| assigned for each month is the 


| 414; Kentucky, 930, 282; Louisi-| total amount available for ra- 
ana, 961, 306; Maine, 496, 180; | tioning during the period. 





OPA Sets Formula for Binder 
Twine Retail Prices 


OPA has issued a formula for | net cost to the dealer, plus a 
determining retail prices of | percentage of mark-up over in- 
binder twine which will give | voice cost equal to his average 
sellers the same percentage percentage mark-up in the 1941 
margin of return as last year. | selling season. 


was set up in amendment No. 1 OPA said that the formula was 
to Maximum Price Regulation | 2©°®SS@TY because few dealers 
No. 133—Retail Prices for Farm | had any price in effect on April 
Equipment—and fixes the max- | |, 1942, the base pricing date 
imum retail price of twine at the | under the regulation. 





Ceiling Prices Need Not 
Be Set on Yule Greens 


Trees, mistletoe, holly, ferns,|GMPR and ‘became effective 
plants and other greenstuffs used | August 27. ” 
for Christmas decorations were| Establishment of ceiling prices 


for these Christmas decorations 
ted A 22 by the OPA 
enengher Sage Sa is not practicable because of the 


: a : highly seasonal nature of sales 
maximum price regulation. The | volume and the great variations 


exemption was contained in| jn prices and values depending 
amendment No. 23 to Supple-| on the time and place where the 
mentary Regulation 1 of the | sales take place. 





from provisions of the general 
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Sample Statement for Filing Maximam 


Prices on Services Issued by OPA 


A sample statement showing | 
the information which stores eer- | 
vicing electrical and gas appli- | 


March for services offered but | 


not sold. 


(2) Prepare by Sept. 1, 1942, 


ances and radios must file with | to the full extent of all available 
their local War Price and Ra-| information and records and 
tioning Board by Sept. 10 was/| thereafter keep for examination 
issued recently by the Retaik| by any person during ordinary 
Trade and Services Division of | business hours a statement of 
OPA. | vane highest March prices. 


The announcement also set| (Price Book on Services.) File 


forth the four main things that 
appliance and equipment ser- | 
vice stores of all kinds must do 
to comply with Maximum Price 
Regulation No. 165, as amend- 
ed, as follows: 

(1) Charge no more than you 
did in March, or charge no more 
than you would have charged in 





a duplicate of this statement by 
Sept. 10, 1942, with your War 
Price and Rationing Board. 

(3) Keep all records showing 
prices charged or offered during 
March. 

(4) Give sales slips and re- 
ceipts as required by the regula- 
tion. 


Sample of Suggested Statement of Maximum Service Prices 
to be filed with War Price and Rationing Boards 
by September 10, 1942 


STATEMENT OF MAXIMUM SERVICE PRICcEs 
Name of Business Firm 


Address 


City and State 


In all cases the prices listed below were the highest charged | 


during March. 
Prices for services regularly supplied at a fixed charge as as 
follows: 


Domestic Irons 


Element replacement $0.00 

Terminal replacement ; . .00 
Percolators 

Element replacement 0.00 

Refinishing inside 0.00 

Thermostat replacement .00 
Toasters 

Element replacement 0.00 


Refrigerators 


Replacing gasket up to and including 6 


cu. ft. 0.00 
Refinishing up to and including 5 ft. re- : 
frigerator cabinet 00.00 
Vacuum Cleaner 
Replacing of belt 00 
Radios 
Installing radio in car 0.00 


We do general repair and maintenance work of all types of 
electric and gas appliances and radios. On small appliances we 
make a flat charge which includes parts and labor. Articles must 
be brought in and called for by customer. 

In March, 1942, repair prices on major gas and electric appli- 
ances and radios were based on a fixed charge of $0.00 per hour 
for labor, (this charge included overhead gor indirect cost and 
profits) with a minimum charge of $0.00 per call within city 
limits. Outside city limits we charged 00 cents for each mile 


or fraction thereof for one way. Prices for materials, labor, and | 


mileage were listed separately on our repair bills. 
for parts supplied in connection with services as follows: 

1. Where appliance was of a make we sold, we used manu- 
facturer’s list price in catalog in effect March, 1942. 

2. Where other make appliances were serviced or regular parts 
were substituted we took our March cost and added 00 per 
cent margin (this charge represents our indirect cost and 
profits to arrive at price to charge customer. 


(Signed) OWNER—MANAGER 
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We charge 
| 











Some of the 
reasons they 


BUY THEM 
IN SETS 








Because the quality of Russell Jennings Auger 
Bits is so well known, it is often as easy to sell 
a set as one or two. These sets are available in 
hard wood compartment bexes or in handy canvas 
rolls. Assortments range from one of 13 bits in 

sizes 4/16 to 16/16 inclusive to one of 7 bits 
sizes 4, 6, 8, 10, 12, 14 and 16 sixteenths. 
Your wholesaler can supply them. 





STANDARD 
OF QUALITY 
SINCE 1855 






} 


| 
| 





The Russell Jennings 
Manufacturing Co. 
Chester, Conn. 


91 
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CLINCH THE SALE... 
AND KEEP IT SOLD 
WITH WHITNEY’S 
SUPERIOR 
CONSTRUCTION 


get 
“Whitn ey 


The Only Nationally Advertised 


HAMPERS 


ORDER FROM YOUR JOBBER OR WRITE DIRECT TO 


F. A. WHITNEY CARRIAGE CO. 


v 
o Box 100, LEOMINSTER, MASSACHUSETTS 
SAN FRANCISCO 666 LAKE SHORE DRIVE, CHICAGO 














The Meaning 


A series of questions and an- 


| swers explaining in detail the 
| meaning of the phrase “pur- 


chaser of the Same class,” as 
used in the General Maximum 


Price Regulation, was issued to- | 


day by the Office of Price Ad- 


ministration for the benefit of 


| retailers, wholesalers and manu- 


facturers. 
The regulation, in Section 2, 


| provides that the highest price a 


seller may charge “shall be a 


| price charged during March, 


1942, to a purchaser of the same 
class.” 

Most manufacturers and dis- 
tributors sell to a number of 
classes of purchasers, having a 
different price or discount for 


| each. Under the General Maxi- 


mum Price Regulation they have 
a different ceiling price for each 


| class of purchasers. 


The questions and answers 


follow: 


1—Q. In brief, what is the 


method to be used in determin- 


| ing what purchasers belong to a 


given class and arriving at the 
maximum price they may be 
charged under thé General Maxi- 
mum Price Regulation? 

‘A. First, determine the class 
in which the particular pur- 


| chaser falls by reference to the 
seller’s pricing practice; that is, 
| by reference to his custom of 


charging, by and large, a certain 
group of customers the same 
price at the same time of pur- 
chase. Occasional deviations from 
a practice of charging members 


| of a group uniform prices do 
| not prevent the group from being 
| a single class. Second, having 


found the class, ascertain the 
highest price the seller charged 


| members of that class during 
| March, the base period under 


the General Maximum Price 
Regulation. That price is then 
the maximum price for members 
of that class. 

2—Q. How does a temporary 
deviation from customary prac- 


| tice during March affect deter- 


mination of the different classes 


| of purchasers? 
— 


“= Questions and Answers Explain 


of the Phrase 


“Purchasers of the Same Class” 


A. If the deviation was merely 
a temporary one, it does not af- 
fect the classification of purchas 
ers. 

3—Q. What is the effect of a 
new practice established during 
March, as distinguished from the 
| temporary deviation discussed 
above? 

A. If the new practice pre 
vailed in March, it will deter- 
mine classification even though 
it superseded an old custom. 

4—Q. How do you tell whether 
a change in a seller’s treatment 
of his customers was merely a 
| temporary deviation—which did 
not affect classification—or a 
change in practice, which does? 


A. The test is whether the new 
pricing structure was adopted 
as a scheme for the indefinite 
future to supersede former struc 
tures—in which case a new prac- 
tice was created—or a pricing 
change adopted as a temporary 
departure from a price  struc- 
ture to which the seller planned 
to return in a comparatively 
short time. In determining the 
difference between a new prac- 
tice and a temporary deviation, 
one must take into account any 
indications or announcements 
that the deviation is for a limited 
time only. The length of time 
the changed price structure had 
existed also is important. In 
one case, where a special quan- 
tity discount for a class of pur- 
chasers was announced as being 
“temporary,” but no time limit 
was set, and the discount was 
kept for a full three months 
preceding the effective date of 
the GMPR, OPA held that the 
seller had established a practice 
of granting the discount. 

5—Q. Suppose a seller cus- 
tomarily charged all buyers in 
New England the same price, 
thereby establishing them as a 
single class. In March, how- 
ever, he put into effect a tem- 
porary promotional scheme, under 
which he charged buyers in 
Maine a specially low price, 
while charging a higher price in 





the other New England States. 
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Will .the Maine customers not 
be regarded as in the same class 
as the other New England cus- 
tomers, or will they be a separate 
class? 


A. Maine customers remain in 
the same class as customers in 
Massachusetts and other New 
England States. The seller may 
now charge his Maine customers 
what he charged in March to his 
Massachusetts customers. This 
is on the hypothesis that the 
March differential for Maine was 
intended to be only a temporary 
and not a permanent, indefinite 
or long-term differential. It was 
not a change in “practice.” 


6—Q. What are some of the 
new criteria by which sellers 
customarily divide one class from 
another for pricing purposes? 


A. They frequently establish 
classes by references to the na- 
ture of the buyer (wholesaler, 
or retailer, chain stores or inde- 
pendents, etc.) or by reference 
to the nature of the sale (large 
sales or small, cash sales or 
credit sales, etc.). Very often 
one classification will cut across 
a number of other classifications. 
Thus a seller may grant quan- 
tity discounts to buyers whom 
he also classifies among whole- 
salers, jobbers, and retailers. 


~ 


7—Q. Is it important to de- 
termine the basis of a seller's 
classification? 

A. Yes, because a seller must 
classify new customers according 
to these bases and occasionally 
must reclassify old customers 
because of changes in their na- 
ture or in their way of doing 
business. 

8—Q. Suppose a seller has two 
classes of purchasers: chain 
stores and independents. He has 
four customers: A and B are 
chain stores, C and D are inde- 
pendents. Suppose A and B drop 
all but one of their stores and 
become independents, and C and 
D add stores and become chains. 
How are the different classes de- 
termined now, for pricing pur- 


poses under the GMPR? 


A. A and B have now switched 
from the chain class to the inde- 
pendent class, 
switched from the independent 
class to the chain class. The 
maximum prices applicable on 
sales to A and B, and to C and 
D, switch accordingly. 


9—Q. But what happens in the 
case of a customer to whom the 
seller gave lower prices because 
of subjective reasons such as 
friendship, whim or ability of 
customer to haggle? Is this cus- 
tomer in a class by himself? 
VUust new customers who are also 
friends be classified with him? 


C and D have} 





A. This new customer is in a 
separate price class either by 
himself or with others who cus- 
tomarily got the same treatment 
established by the seller’s prac- 
tice of giving him a lower price. 
However, because the criterion 
(friendship, habit, whim, ability 
to haggle, ete.) is one which 
cannot be objectively applied o1 
duplicated, and depends _ pri- 
marily on the seller’s emotions, 
the class is “non-admissible.” 
This means that other persons 
need not be admitted to the class, 
even though they claim, for ex- 
ample, to be as good friends of 


| the seller as the favored buyer. 








At the same time, disappearance 
of the subjective criterion also 
cannot be objectively  deter- 
mined. Hence, the “friend” is 
in a separate class and entitled 
to a. lower price even though 
amicability disappears and the 
“friends” come to blows. (On the 
other hand, the seller always can 
refuse to sell to his “friend” at 
any price). Fundamentally, the 
one criterion capable of objec- 
tive delineation and application 
is that this particular seller did 


| customarily get a lower price, and 


this criterion must be continued. 


10—Q. Is there a presumption 
that the price charged to a par- 
ticular buyer in March is the 
maximum price for that buyer? 

A. Yes. But this presumption 
is rebuttable. If the seller wishes 
to establish that the highest price 
charged this buyer in March is 
not the highest price he can be 
charged, the seller must demon- 
strate (a) that this buyer is a 
member of a class larger than 
himself, and (b) that the high- 
est price charged in March to a 
member of the class was greater 
than the price charged in March 
to the particular puyer. 

11—Q. Occasionally a seller 
will attempt to establish as his 
maximum price an un- 
usually high price charged in 
March to a buyer who ordinarily 
is a member of a weil-delineated 
class. What is the effect of this 
price on the maximum price for 
that class under the General 
Maximum Price Regulation? 


class 


A. In such a case, a careful 
should be made of 
the circumstances surrounding 
the out-of-line price. It will fre- 
quently be found that the ex- 
travagant price was the result of 
special circumstances—e.g. the 
order was filled out of turn or 
with unusual speed. Such spe- 
cial circumstances in themselves 
created a separate class for the 
person buying thereunder, and 
the extravagantly high price can- 
not be charged—even to the same 
buyer—unless the same special 
circumstances are duplicated. 


examination 






























Start Rolling! 


America’s armed might depends upon good 
tools ... Walden Worcester is proud of its part 
in furnishing these. 

Not only in the field, but also in the factory, 


Walden Worcester tools will help you win your 
production battles. 


Send for catalog showing complete range of 
dependable sockets, wrenches, and tools... 
produced by a plant with over thirty-six years 
experience in building good tools. 
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years of experience and skill in 


the development of tools for 


Industry. 
THE WM. SCHOLLHORN CO. 


New Haven, Conn. 


v4 
‘ S 









| 
’ 











12—Q. Some sellers have no 
| real price structure. They sell 
| to all on a bargaining basis, and 
| charge whatever the traffic will 
bear. What principles govern 
| establishment of classes of pur- 
chasers for this type of sellers, 
under the General Maximum 
Price Regulation? 


A. The presumption is that the 
highest March price to any one 
purchaser is the maximum price 
for that purchaser. This pre- 
sumption, however, can be over- 
come by showing that there was 
no consistency toward that buyer 
in relation to other buyers. In 
the absence of any consistent 
treatment, the buyers are all 
members of one class, for pric- 
ing purposes, even though they 
hought at different prices, one 
sometimes paying more than an- 
other, and at other times paying 
The consistency in treat- 
ment means, however, consistency 
in giving one purchaser or group 
of purchasers a lower price than 
another. It does not mean that 
the amount of difference in price 
must be consistently the same. 


13—Q. What is the effect of 
“free goods” and special offers, 
on establishing a class of pur- 
chasers, and fixing its maximum 
prices under the General Maxi- 
mum Price Regulation? 


less. 


A. Amendment 14 to the 
GMPR permits sellers to adjust 
prices based on “special deals” 
given to purchasers of a _par- 
ticular class. But in many cases 
of a‘special deal, no resort need 
be made to this amendment. For 
example: there is the case of a 
special deal made only to some 
members of a class, while deli- 
veries were made at the regular, 
higher price to other members. 
In such a case, the seller may 
eliminate the special deal, but 





charging, under the regulation, 
the highest price charged dur- 
ing March to members of the 
class involved. 


14—Q. Suppose a seller of 
soap by practice had a class con- 
sisting of buyers in Pennsylvania. 
During March, as a temporary 
scheme only, the seller sold in 
Philadelphia two cakes of soap 
for the price of one. If during 
March the seller sold elsewhere 
in Pennsylvania at his regular 
rate, may he now use his regular 
rate for sales in Philadelphia? 


A. Yes. Since buyers in Phil- 
adelphia were in the same class 
as other buyers in Pennsylvania 
who paid a higher price (the 
temporary deviation not being 
such as to make Philadelphians 
a separate class), the seller can 
now charge in Philadelphia what 
he charged during March else- 
where in Pennsylvania. This he 
can do without resort to Amend- 
ment 12. 


15—Q. Can contract purchasers 
be in the same class as spot pur- 
chasers for pricing purposes 


under the GMPR? 


A. Yes. Contract buyers are 
purchasers of the same class of 
persons buying on spot if it is 
the seller’s practice when fixing 
prices in the kind of contracts 
involved to adopt the spot prices 
in effect at such time. 


16—Q. Can two contract buy- 


ers be in the same class even 


though their contract prices 
differ? 
A. Yes. They may be in the 


same class if their contract prices 
differ because the contracts were 
made at different times. The 
test is whether at the time of 
pricing for the contract buyers, 
the seller had the practice of 
treating them alike or treating 
them differently. 





Wholesalers Must Notify 


Retailers of Price Revisions 


In authorizing adjustments of 
the maximum price of a cleans- 
ing powder sold by a wholesale 
establishment, the OPA August 
25 adopted the policy of re- 
quiring the wholesaler to notify 





retailers of the effect of the ad- 


justment on retail ceiling prices. 
This policy is contained in 
Order No. 27 under section 
1499.18 (b) of the general max- 
imum price regulation. 
The order specifies that the 
wholesaler must inform retailers 
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who purchase the merchandise of 
the change of its selling price 
and the reasons for this adjust- 
ment. This notification points out 
that the increase in the wholesale 


price does not permit the indi- 
vidual retailer to increase his 
maximum selling price of the 
item as established by the gen- 
eral maximum price reguation. 


Farmers Urged to Improve 
Homes and Farm Buildings 


The September issue of Farm 
Journal points out to its readers 
the wisdom of investing part of 
their earnings from _ record- 
breaking crops in repairs and 
improvements to their property. 
A two-page spread in color en- 
titled “Build Ideas for a Vic- 
tory Home” stresses the value 
of time and labor-saving equip- 
ment in contributing to in- 
creased production of food and 
paint, insulation, storm  win- 
dows, etc., in promoting con- 
servation of materials, fuel and 
fuel-transportation facilities. The 
article lists numerous improve- 
ments which should be made, 
and indicates those for which 
materials are available and those 
for which a priority is needed. 


systems, kitchen cabinets, insula- 
tion, storm windows, shingles, 
siding, linoleum, panel board, 
flooring, wallpaper, etc. For those 


improvements not possible under | 
current conditions, farmers are | 


advised to plan them now, to be 
done later with the War Bonds 
being purchased. 

In the same issue the maga- 
zine further promotes the home 
improvement idea by a_ full 
page announcement entitled, 
“Now is the time to paint, repair, 
perk up your property,” re- 
minding readers that “fixin’ up” 
the home and farm buildings 
adds to the value as well as ap- 
pearance. Farmers are advised 
to consult with their buildings 
material dealers, to learn what 


can be done now and the best 
way to do it. 


Among the purchases specifically 
recommended are: paint, water 








Those “Unfair” Signs 


HE picketing of business establishments with “un- 

fair” placards has become such a familiar tech- 
nique in labor disputes that most business men have . 
concluded that they either must make peace with the 
picketing union or endure the “unfair” signs. 

A business man who is unfair to organized labor has 
no redress against a union which pickets his place with 
placards to that effect. But where the placards un- 
truthfully accuse him of being “unfair,” the’ placards 
are libelous and the responsible union may be sued for 
libel. 

Such at least is the view expressed in a recent 
opinion of the United States District Court for the 
District of Columbia. 

“Labor organizations,” says the court, “should and 
do have a right peaceably to give publicity to labor 
disputes in which they are interested. This right to 
publicize the facts concerning a labor dispute carries 
with it an obligation of self-restraint to prevent the 
publication of untruth. 

“It cannot be doubted that the publication of a 
statement to the effect that a person or corporation, en- 
gaged in manufacure and sale to the public, is unfair 
to organized labor, if in truth and in fact such person 
or corporation is not unfair to organized labor, re- 
sults in inevitable damage and loss to that person or 
corporation. Such a statement, if false and malicious, 
can be assimilated to those expressions well recognized 
in the law to be libelous in themselves. To contend 


otherwise is to ignore the realities of present day 
economic life.” 
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LAWSON 


Wil Continue to Offer the 
Finest Cabinets Available 









For the fifth time in 
the 126 years of our 
existence we have 
pledged our coopera- 
tion to an American 
Victory Program. As 
a result, the bathroom 
cabinets we offer to- 
day are constructed of 
wood and other non- 
critical materials. 
Frankly, this cabinet 
is only a substitute. 
But wait! Don’t 
judge them by the 
old-fashioned wooden bathroom cabinet. Look, 
for instance, at the illustration of the Lawson 
Warwood cabinet (at the right). When you see 
one, you'll agree with us that it even looks like 
steel. 





@ Write today for our Wartime price list showing the 
complete line of Lawson Warwood Bathroom Cabinets. 


~and in the FOTORE 


What will the cabinet of the future be? It 
will be a cabinet designed for the house of the 
future and manufactured of the materials best 
suited to its design. Perhaps it’ will be made 





of steel, perhaps of plastics or of aluminum or 
In any case, it will bear the 


even of plywood. 
name of Lawson. 








Lawson 


“KNOW-HOW” 
is based on 
126 Years 
of Experience 
THE F. H. LAWSON COMPANY 


Bathroom Cabinet Division 
Cincinnati, Ohio 
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..-WHEN YOU CAN'T SUPPLY 
THEM WITH NEW ITEMS! 


Many damaged tools and appliances 
can be made usable when repaired with 


PANTHER and DRAGON 


First to be Wrapped and Sealed in 
Cellophane 





Perfect Adhesiveness and Tensile 
Strength 


ws Strong Durable Core 
4) Colorful Attractive Boxes 


© A Company in the Insulation Business 
Since 1878 





Sold Exclusively Through Distributing Wholesalers 
HAZARD INSULATED WIRE WORKS 


DIVISION OF THE OKONITE COMPANY 
Wilkes-Barre, Pennsylvania 
Offices in Principal Cities 





\t/ HAZARD 


FRICTION AND RUBBER TAPES 








JAMES H. SILLIMAN JOSEPH M. SILLIMAN 


JAMES H. SILLIMAN, president of the Silliman 
Hardware Co., New Canaan, Conn., has been in the hard- 
ware business for 57 years and has always been with the 
same company. Mr. Silliman was born October 20, 1869, 
and entered the hardware field in April 1885. He has 
been at it steadily ever since. Mr. Silliman is a former 
director of the Connecticut Hardware Association. When 
absent from the hardware business, he finds his chief 
form of relaxion in taking motor trips. 


JOSEPH MITCHELL SILLIMAN, brother of 
James H. Silliman and secretary-treasurer of the Silliman 
Hardware Co., has also spent all of his hardware career 
with the same firm. Born September 29, 1868, he became 
identified with the company in 1885. Mr. Silliman has 
been active in local affairs and has-held office on the 
New Canaan borough board, board of burgesses and 
sewer commission. His principal hobby is fishing. On 
June 16, 1942, a testimonial dinner was tendered to the 
brothers at Leighton’s Restaurant in Stamford, Conn. 
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Forty-eight members of the firm, employees and wives 
were present. Both James H. and Joseph Mitchell Silli- 
man were presented with gold watch fobs commemorating 


their half centuries of service in the hardware business. | 


R. M. CRUMLEY, 
president and secretary of 
the Mitchell-Powers Hard- 
ware Co., Bristol, Va.. 
wholesale hardware  dis- 
tributors, is 81 years of 
age and has been identified 
with the hardware business 
for 59 years. In addition 
to this he has also spent 
seven years in the field of 





general merchandise. Mr. R. M. CRUMLEY 
Crumley entered the hard- 

ware field in 1882. He was vice-president of the Barker 
Hardware for 17 years and joined the forces of the 
Mitchell-Powers Hardware Co. in 1906. In 1908 he be- 
came assistant treasurer and secretary of the company, 
retaining those offices, as well as that of director, up to 
the present time. He recently became president of the 
company. Mr. Crumley has been a member of the State 
Street Methodist Episcopal Church of Bristol, Va., for 
a period of 52 years, serving as secretary of this church 
and of the men’s class for more than 34 years. His main 
thought is helping his company, his church and his as- 


sociates. 


*& 2? ®@ 


EZRA H. POWERS, chair- 
man of the board of Mitchell- 
Powers Hardware Co., Inc., Bris- 
tol, Va.. wholesale hardware dis- 
tributors, has been identified with 
the hardware business for 52 
years, all of which were spent 
with the same firm. Mr. Powers, 
who was born November 6, 1870, 
tells his own story as follows: 
“I was born in Dungannon, Va., 
and worked on my father’s farm 
until I was 19 years old. In 1890 
I came to Bristol and began to 
work with the Mitchell - Powers 
Hardware Co., starting’ out sweep- 





EZRA H. POWERS ing floors, greasing grindstones, 
piling barbed wire in stacks and 

waiting on the trade. My salary was $20 a month and 
at the end of the first year I had saved $100. In 1893 
I was made traveling salesman. There were no roads 
of an improved nature and my territory included a num- 


ber of counties in southwest Virginia, eastern Tennessee | 


and western North Carolina. In summer, and in favor- 
able weather, I used a horse and buggy and in other 
seasons went on horseback. The principal sales in those 
days were nails, barbed wire, painted crimp roofing, 
horseshoes, sole leather, wagons, buggies, harness, axes, 
paint, sewing machines, stoves and tinware.” Leaving 
the road, Mr. Powers progressed step by step until he 
became vice-president of the company. On the death 
of his brother, H. W. Powers, on March 30, 1938, he suc- 


ceeded to the presidency of the organization and on June | 
30, 1942. became chairman of the board. Mr. Powers’ 


chief hobby is fishing. 
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R/M Woven Glass Wicks have it 


over ordinary wicking like a tent. They 


light quickly, improving stove-per- 
formance. They go out just as quickly 
(when meant to), reducing odor. The 
soft, flaky carbon on the burning-edge 
can be wiped away. R/M Woven Glass 
Wicks are made by a patented process 
which increases their life and, there- 
fore, their economy. That’s the prod- 
uct-story. They are steady sellers be- 
cause they live up to it. Packed in 
5'’2- or 6-foot lengths, in attractive 
blue-and-grey boxes; also in 100-foot 
rolls in dispenser-cartons. Sell the pick 
o’ the wicks, R/M. 

Ask your jobber. 






INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


MANHEIM, PA NORTH CHARLESTON, S.C 














New and Improved Merchandise—Display Helps—Sales Literature— 
New Packages—New Colors—Catalogs 


Scratch Removing Polish 

“Old English” polish is said to have 
a special new coloring agent that sinks 
into furniture mars and blemishes. The 





4 25° 
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manufacturer states, “Makes scratches 
disappear as you polish” without chang- 
ing the color of the wood or staining 
the hands. The company has designed 
a new style counter display which folds 
easily into the shipping container, 
along with suitable broadsides and cir- 
culars done in red-yellow-black color 
combinations. A. S. Boyle Co., 257 Cor- 
nelison Ave., Jersey City, N. J. 


Replacement Program 
for Vacuum Cleaners 


Because of the curtailment of pro- 
duction of domestic vacuum cleaners, 
Landers, Frary & Clark, New Britain, 
Conrt., manufacturers of the “Universal” 
tank-type and conventional type clean- 
ers, have announced a new vacuum 
cleaner “Replacement Program.” This 
offers dealers and distributors an op 
portunity to service and maintain clean- 
ers for use in the American home and 
is directed toward taking care of the 
anticipated increase in maintenance 
service. The three-point program em- 
braces sales and service methods to 
cover the important types of servicing 
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with which dealers and distributors will 
be confronted. This program offers ad- 
ditional sales opportunity for dealers 
and distributors. Landers, Frary & Clark 
offers to dealers for direct consumer sale 
two individual types of consumer parts 
packages containing the cleaner parts 
most frequently used. These parts pack- 
ages, with a total retail value of $6.95 
and $19.95, give dealers an opportunity 
to profit from the sales of parts for 
“Universal” cleaners now in_ service. 
These two packages contain parts that 
require no specialized servicing. The 
plan also includes a method of estab- 
lishing a special service station for deal- 
ers who are prepared to make mechani- 
cal repairs and to rebuild customers’ 
cleaners. A 32-page manual for the 
servicing of all types of “Universal” 
cleaners has been published by the com- 
pany in line with its replacement pro- 





gram. This booklet contains pictures of 
the parts for every model of the con- 
ventional and tank-type cleaners and 
lists parts and prices available to ser- 
vice dealers. 


“Rubberlike” Matting 


Supplementary floor covering. Not 
made of rubber. Said to be a thick, 
heavy, waterproof, corrugated material. 





Resilient and comfortable to walk on. 
Neat in appearance, resembling wide- 
ribbed rubber matting. Pliable and 
easy to handle. Maker states it will 
lie flat without fastening. Protects 
floors from heavy foot traffic. Avail- 
able in two widths, 27 in. and 36 in. 
Bird & Son, Inc., East Walpole, Mass. 


Wood Bathroom 
Cabinets 


Line consists of two cabinet models 
and wood-framed wall mirrors in six 
sizes. Made of kiln dried hardwood, 
with joints double-locked, glued and 
tenoned. Door back of composition 
board, said to be moisture-proof; mir- 
rors of double-strength quality. Fin- 
ished in three coats of baked on white 
enamel. Mirror frame of steel (by per- 
mission of WPB) finished to match 
cabinet. Equipment consists of two 
glass shelves, bar-type door stop, stain- 
less steel door strike and bullét door 
catch. The Miami Cabinet Div. of The 
Philip Mfg. Co., Middletown, Ohio. 
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“Self-Glo” Luminous 
Indicators 


and 
absorb 
remain 


blackout 
Said to 
and 


Decalcomanias for 
safety in the dark. 
light 


and store rays 


GLOWS iwrne DARK 
: DELO RAT INE 
PERMANENT 





luminous in the dark. Manufacturer 
claims they are permanent and wash- 
able. Switch plate indicators for 
toggle and push button plates, com- 
plete assortment of place locators for 
use on objects about the house for 
identification during blackouts. Each 
decal sheet bound in an_ individual 
display folder with complete instruc- 
tions. Suggested retail selling price, 
10 cents for switch plate indicator or 
set of place locators. Patrick Shannon 
Enterprises, 5511 Euclid Ave., Cleve- 
land, Ohio. : 


Rubberless Coffee 
Brewer 

“Cory”—vacuum type brewer using 
a ground glass seal in place of rubber. 
Simply placing the upper bowl on the 
decanter brings ground glass surfaces 
Filter 
Needs 


together and makes the seal. 
is the “Cory” glass filter rod. 





no fastening in, no hooks, wires or 
springs. Made in six or eight-cup size. 
Cory Glass Coffee Brewer Co., 325 N. 
Wells St., Chicago, Ill. 
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IF YOU DO SERVICE WORK, return the old part when ordering a new part from 
us, or from any of our authorized service stations listed below. 


We realize and regret that this entails inconvenience for you. It does for us, too. 
But we’re sure you'll want to cooperate—as you have with every other Toast- 


master plan—when you appreciate the reasons that make it necessary. 


HERE ARE THE REASONS: 


vital materials by conserving our parts stock. It will enable us to 


| With the war’s duration very uncertain, this plan will help save 


recondition old parts so that they can be used again, if necessary. 
Those that are beyond repair, however, will be turned in for scrap 


salvage to help win the war. 


Because it combines our efforts to make parts available for the 
duration, this plan will enable you to service—and profit from— 


whatever Toastmaster products are brought to you for repairs. 


ucts operating efficiently, this plan will help us both to preserve 


3 Because it enables us to cooperate in keeping Toastmaster prod- 


the good will of your customers for the post-war years. 


IF YOU DON’T DO SERVICE WORK, 
you may have an expert repair job 
done for you by sending the product 
to the nearest Toastmaster service 
station listed below, or to us. Be sure 
to return with it any parts that have 
been removed. 


Whatever repairs are necessary to 
restore the product to efficient oper- 
ating condition will be made—at the 
lowest possible cost. If you request 


FACTORY 
McGraw Electric Co... . Elgin, Ill. 


FACTORY BRANCH SERVICE 
STATIONS - 


Boston, Mass. .. . . Farrington Elect. 
o., 18 Boylston St. Elect. 

Cincinnati, O.. .Whittle Flect. Co. 
431 Hopkins St. 


Cleveland, O.... .Elect. Repair & 


it, an estimate of repair cost will be 
sent to you. To this figure you can 
add your normal handling charge in 
quoting the customer. 


LET US THANK YOU for the coopera- 
tion we’re sure you'll give this plan. 
Your good will is our most valuable 
asset, and we’re guarding your inter- 
ests against the day when new and 
finer Toastmaster* products will help 
bring back your appliance volume! 


Pittsburgh, Pa...... Quick Service 
Co., Jenkins Arcade Bldg. 
Portland, Ore. . . Bressie Elect. Co. 
909 Southwest Fifth Ave 
Reading, Pa. . Singer Crockery Co. 


: Const. Co., 811 Prospect Ave. 4 inth St. 
Chicago, Ill. . . .222 W. Adams St. Dallas, Tex. . lass Elect. Co. San Diego, Cal. . J. E. Zweiner Co. 
Detroit, Mich., 446Book TowerBldg. 1323 avis 999 “BR” Sp. 

Los Angeles, Cal..... 1510 Santa Denver, Col. . Midwest Wiring Co. Seattle, Wash... Appliance Parts & 
Fe Ave. 393 W. Colfax Ave. Serv. Co., 214 Stewart St 
New York, N.Y... 196 Lexington Miami, Fla... . .Florida Appliance Spokane, Wash.. . xwell-Franks 
Ave., 10th fl. Sls. & Ser., 751 W. Flagler St. Co., 619 First Ave. 


AUTHORIZED SERVICE STATIONS 
Atlanta, Ga... Georgia Power Co. 
75 Marietta 
Baltimore, Md... . .Baltimore Elect. 


Lt. Co., 300 W. Cold Spring Rd. 


TOASTMASTER 


***TOASTMASTER™ is a registered trademark of McGraw Evectaic Company, Toastmaster Products Division, 
Elgin, Ill. Copyright 1942, McGraw Electric Co. 


Minneapolis, Minn. . 
Co., 241 S. Seventh St. 
New Orleans, La. .Reliance Elect. 
Co., 809 Camp St. 
Philadelphia, Pa. . Joseph T. Fewkes 
Co., 137 N. Twelfth St. 


. Kelly Elect. San Francisco, Cal... . .Radelfinger 
ros., 544 Natoma St. 

, Kaemmerlen Elect 
Co., 2318 Locust St 
Washington, D.C.. .Carl W. Dauber 
Elect. Co., 2320 18th St., N. W. 
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JOHNS 


Wood Cabinets 
and Lockers 


Both have hardwood top, bottom and 
Backs and sides are pressed 
Doors consist of two panels of 


frame. 
wood, 





SHOPROBE 


LOCKERS 





CABINET 


pressed wood mounted on a hardwood 
frame. Lockers available in five stock 


sizes, four single tier and one double 


tier. Cabinets are offered in three 
types: storage, wardrobe and combina- 
tion. Also portable shoprobes which 


provide full-length coat hanging space 
locking compartment. 
(double-faced)  re- 


and private 
Twenty-person unit 


XLO MUSIC WIRE is in con- 
stant demand because it has a 
great variety of uses. Meets all 
commercial and governmental 
specifications for high grade 
steel spring wire. All sizes from 
.003 to .200. Packages—!/, lb., 
V/> Ib., | Ib. & 5 Ibs. 


Johnson Steel & Wire Co. has 
enlisted a heavy production of 
music wire for the war. 


WORCESTER 








WHATS NEW 


quires only 13-3/5 sq. ft. of floor space; 
10-person unit (single-faced) requires 
only 6-4/5 sq. ft. Lyon Metal Prod- 
ucts, Inc., 3072 Clark St., Aurora, Ill. 


“Hollymade” Tubular 
Night Latches 


Reversible, can be used on left or 
right hand doors. Made in three types, 
tubular deadlock, tubular night 
and auxiliary night latch. 


latch 
Each with 





reversible 5-pin tumbler cylinder and 
tubular latch. Pacific Plastic & Mfg. 
Co., 4865 Exposition Blvd., Hollywood, 
Cal. 


ON STEEL & WIRE CO.INC. 


* MASSACHUSETTS 


BRANCH OFFICES IN INDUSTRIAL CENTERS 
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Work Shop Cabinet 


Solid oak exposure, antique gloss oak 
varnish finish. Contains nine all-wood 
drawers with sides grooved for cross 





Combination pull and label 
holder on front of each drawer. Over- 
all size is 19% in. wide, 8% in. high, 
12% in. deep. 


partitions. 


Cash with order price 
of $4.15 each net, carriage extra. Im- 
mediate shipment. Weight 30 Ibs. 
Drawer partitions 15 cents per dozen. 
W. C. Heller & Co., 39 Handy St.. 
Montpelier, Ohio. 


Sports Equipment 
Catalog 


The P. Goldsmith Sons, Inc., Cin- 
cinnati, Ohio, have issued its 1942-43 
fall and winter catalog. It contains 
figures and trade prices for 
equipment used during these seasons. 
Index is divided into football, basket- 
ball, boxing, volley ball, soccer hall 


sports 


and miscellaneous sections. 


“Imperial” Reversible 
Window Shades 


Made with two hems so they can be 


reversed to provide double life and 
wear. Have patented “Magiclutch” 
feature to make mounting easy and 


eliminate gluing, gumming, tacking and 
clipping. The maker says they hang 
straight and cannot get out of line. 
Available in five colors and three sizes, 
with or without roller. Specially proc- 
essed paper enables them to be trimmed 
to any desirable size. Each carton con- 


tains one Cellophane wrapped shade 





iy, ’ 
ph ple” 
/! 


lite 






for window display purposes. Suggested 
retail selling price, 15 cents (size 36 
by 6 in. without roller, other sizes in 
proportion). Sydney-Thomas Corp., 1224 
W. 8th St., Cincinnati, Ohio. 
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Wallpaper Merchandiser 


Displays 30 patterns. Compact, re 
quires a minimum of floor space—only 
20 square in. Available to dealers. 





Devoe & Raynolds Co., Inc., 787 First 
Ave., New York City. 


Fiber Blackout Blind 


Blind is of the cord type, which rais_ = 
and lowers easily. By a practical method 
of overlapping, it is adaptable for win 
dows of any size or number in factories, 
hospitals, and public buildings. Re- 
quires the use of no scarce or more- 
essential war materials, since it is made 
of heavy crépe fiber. Material is said 
to be not only completely light-proof, 
but will remain so. Will not pinhole. 
There is nothing to crack or peel off. 
Manufacturer states that blinds are 
“flame-proofed” or chemically treated to 
make them incapable of supporting 
combustion. Side panels are available 
for permanent installation at the end of 
a series of windows, at corners, posts. 
or other obstructions to insure a com- 
plete light seal. Same crépe fiber ma 
terial is available for outside installa 
tion on skylights and for blacking out 
saw-tooth buildings without the usual 
reflections obtained by most methods. 
Original installation costs of these 
blinds are said to be about the same as 
paint.—Clopay, 1207 Clopay Square. 
Cincinnati, Ohio. 


Toy Rocking Horse 


Sturdily built with adjustable stir- 
rups. Made of plywood and tempered 
masonite with a leather seat. Said 
to be designed to prevent tipping. 
Weighs 40 lbs. and is 48 in. long, 30 


a Pe 
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in. high and 14 in. wide. Comes in “Magic” Mop 
brown or blue and white, with green 

or red saddle. Dealer price is $13.00 and Wringer 
with a suggested retail price of $21.95. 
Pley Pal Toys, Inc., 1800 E. 30th St.. 
Cleveland, Ohio. 


Self-wringing principle keeps hands 
out of scrub water. Lay the mop head 
in the special wringer that clamps in- 


“Victory” Fog 
Nozzle 


Produces a fine blanket of fog. Can- 
not throw heavy stream and cause in- 
cendiary bomb to explode. Eight sep- 
arate streams of water are projected 
from cap of the nozzle impinging with 
another stream after leaving the nozzle 
and is said to break the water into fine 
particles. Manufacturer claims that 
stream can be projected about 20 ft. 
on low pre:sures to about 30 ft. on 
higher pressures. Patented, high speed. 
quick coupling thread said to fit all 
couplings of good grade which are not 
battered or distorted. Weighs about 
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side the bucket, press down firmly and 
the water squeezes out. Mop said to 


contain 300 strands of lint-proof yarn 





which extend two in. from the head. 
Strands sewed to heavy tape, then se- 
curely locked to 8 in. hardwood head. 





Wringer made of hardwood with ad- 


justable clamps. Suggested retail 
2% oz. and is about 1% in. long. Sug- selling price $1.19 complete with 
gested retail selling price—$1.98. Vic- wringer and 48 in. handle. Extra heads 
tory Fog Nozzle Co., 541 So. Spring St.. 59 cents. The Magic Mop Co., Mer- 
Los Angeles, Cal. chandise Mart, Chicago, III. 
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corrvcateo FLOOR RUNNER 


LESSENS ACCIDENTS . . PROTECTS FLOORS .. 
COMFORTABLE UNDER FOOT . . LOW COST... 


This product of Carey research is of asphaltic composition; similar in 
appearance to rubber floor runner, serves same useful purposes. Used 
extensively in factories, offices, halls — even before rubber became 
unavailable. Non-skid, resilient surface promotes safety and efficiency 
of workers. Durable; very economical. Available in rolls 36” wide, 
30’ long; also in Floor Mats, Stair Treads. Write for samples, prices. 
Address Dept. 66. 


THE PHILIP CAREY MFG. COMPANY 
Dependable Products Since 1873 
Lockland, CINCINNATI, OHIO 


In Canada: The Philip Carey Co., Ltd. Office and Factory: Lennoxville, P. 9. 
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No. 151-E with 

Aluminum INTER- 
Level CHANGEABLE 
VIAL CASES 

Wartime necessities . . . Peacetimée fav- 

orites ... Built to help Craftsmen to 


FASTER, more ACCURATE work! 


EMPIRE LEVEL MFG. COMPANY 
705 South Sixth Street 
Milwaukee, Wisconsin 
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Whit S NEW 


Mounted Wheel 
Manual 


A new manual published by the Chi- 
cago Wheel & Mfg. Co., 1101 W. Mon- 
roe St., Chicago, Ill, features colored 
illustrations of the product exact 
within a few thousandths of an inch. 
Shown are all types of mounted wheels 
and a wide variety of portable tool ac- 
cessories. Edited along the war pattern 
it is well illustrated with many practical 
set-ups. The comprehensive booklet 
points out many time-saving ideas on 
the use of portable tools and mounted 
wheels of a timely nature. One of 
the features that is particularly inter- 
esting is the selection guide for mount- 
ed wheels. Comprehensive data cover- 
ing the grinding of all classes of mate- 
rials with mounted wheels including 
many war production jobs are incor- 
porated. A section is also devoted to a 
newly developed polishing wheel. Copy 
will be mailed on request. 


Paint Brush Leaflet 


A leaflet entitled “How to Get the 
Most Service from Your Paint Brushes” 
has been issued by The Wooster Brush 
Co., Wooster, Ohio. It gives simple 
rules for the proper care of brushes 
and how to prolong their life. Any 
dealer interested in obtaining a supply 
of these circulars may do so by writing 
to the company. 


Rug and Carpet 
Binding 

“Iron On”—an adhesive binding used 
for repairing household items. Affords a 
simple way of repairing the frayed edges 
and seams of rugs and catpets. To apply, 
simply fold it over the frayed edge 
and press it inte rug with a medium 





warm iron. Manufacturer states that 
no sewing is necessary and the adhesive 
will cling to the rug. Said to stand 
hard wear, vacuuming and is not affected 
by washing. Comes in one standard 
1% in. width, in 24 colors. Has many 





other uses such as binding edges of 
rug cushions, grass rugs, table pads 
and linoleum; repairing baby carriage 
tops, brief cases and other articles of 
leather; repairing broken book bind- 
ings, etc. Suggested retail selling price 
10 cents per yd. Gilman B. Smith Co.. 
Inc., 121 W. 17th St., New York City. 


Machining Aluminum 
Booklet 


This booklet entitled “Machining 
Alcoa Aluminum” sets forth the gen 
eral principles of machining aluminum 
and its alloys. It suggests speeds, feeds 
and depths of cut which will produce 
satisfactory results; points out where 
practices and tools common to other 
metals may be used; and_ indicates 
where special practices and tools are 
desirable. Part I deals with general ma- 
chine practice. Part 2 describes the 
practices employed in automatic screw 
machine operations. Copies of the book- 
let may be secured, free of charge, by 
writing to Aluminum Co. of America, 
Pittsburgh, Pa. 


Fall Patterns In Paper Shelving 


“Royledge” paper shelving in four 
new patterns for the fall houseclean- 


ing season. Has laminated decorative 
double edge which is said to make the 
product durable, 
long lasting and 
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provides greater re- 
sistance to ordinary 
conditions of kitch- 


Maker states that it 
folds and holds 
without tacks. Fair 
trade retail price 9 
ft. for 6 cents. Royal 
Lace: Paper Works, 
Inc., 99 Gold St., 
Brooklyn, N. ‘+. 
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“Flying Ducks” Trays 


Birds are reproduced in color on 
background of simulated northern 
maple. Each set of trays packed in 
a gift box, with Cellophane window 
through which the design is plainly 
visible. Comes in four sizes; four- 
piece buffet tray set sold to.the trade 
at $12.00 a dozen sets with a suggested 
retail selling price of $1.69 per set. 


Vai Dn : j 
é. Pe ae en 
Also eight-piece canape set, two-piece 
serving set and one-piece hostess tray. 
Each has a suggested retail selling 
price of $1.69 ($1.79 west of the 
Rockies) and the dealer cost is $12.00 
a dozen. Haskelite Mfg. Co., 208 W. 

Washington St., Chicago, Ill. 





Shatter-Proof Plastic 
for Window Glass 


“Garinol”—a transparent compound 
which is said to prevent the shattering 
of glass. Liquid is applied to any 
glass surface in the same manner as 
paint. Dries quickly on the outside but 
stays sticky under the surface to pre- 
vent shards from flying if glass is 
broken. Manufacturer states that this 
finish will enable the glass to withstand 
the full force of explosion without fall- 
ing apart or scattering. One coat said 
to be sufficient for average glass. One 
gallon is claimed to cover approximately 
325 sq. ft. of glass surface, which 
amounts to about 60 or 70 home size 
window panes. Garinol, Inc., 522 Fifth 
Ave., New York City. 


Wood Shoe Rack 


A new “victory model” all-wood shoe 
rack for home closets is announced by 
Met-L-Top Tables, Inc., Milwaukee, 
Wis. Lightweight, portable, the rack 
measures 27 by 14 in., and will hold 
six pairs of men’s shoes or eight pairs 
of women’s shoes. Constructed entirely 
of wood, without nails, screws, or other 
metal parts. For home closet use, it can 
be placed on the floor (and easily slid 
to the back of the closet), on a shelf, 
or, with screws and hooks from the 
home tool chest, hung on the wall. Has 
an attractive natural wood finish, and 
is easy to keep clean. Packed knocked 
down in a mist gray carton. Simple 
assembling instructions are furnished 
the consumer. Suggested retail selling 
price around $1.75. 
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Normal lubrication is inadequate 
under abnormal production loads. 
DIXON’S TICONDEROGA Flake Lub- 
ricating Graphite, dry or as a co- 
lubricant, stands up where ordinary 
lubricants fall down—reducing main- 
tenance time,saving power, preserving 
machinery and in making tight but 
easily separable pipe joints. Only 
graphite can perform these services, 
and DIXON’S TICONDEROGA excels 
in lubricity, uniformity, purity. 
Stock up on Dixon’s Graphite 

products. pen en eaiey he a 
finely divided flakes; No. 635— 


minutely subdivided, powdered 
flakes. 








JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY, N. J. 


Ticonderoga Graphite + No. 635 Graphite + Microfyne Graphite + Pipe Joint Compound 


Graphite Seal - Graphited Oils + Cup and Pressure Gun Grease + Gear Lubricants » Waterproof 


Graphited Grease - Auto-Marine Grease » Graph-Air Guns + Belt Dressing (Contains no Graphite) 
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Advances 


Semi-fabricated silver products. 





Lamp prices reduced — On 
Aug. 27, Sylvania Electric Products, 
Inc. (formerly Hygrade Sylvania 
Corp.), announced a general price re- 
duction in its incandescent and fluores- 
cent lamps, to be effective Sept. 1. 
Prices on the fluorescent line will be 
reduced an average of 15 per cent. 


* * 


Binder twine—retail ceiling 

By amendment Aug. 31 to Price Reg- 
ulation 133, it is provided—effective 
Sept. 5—that the maximum price ap- 
plicable to the sale of any binder 
twine by any retail dealer shall be 
determined by applying to the net in- 
voice cost of such twine, not to exceed 
the maximum price, a percentage mark- 
up equal to the average percentage 
mark-up over net invoice cost realized 
by the same dealer on the sale of 
binder twine during the 1941 selling 


season. 


Cutlery, watches—Late last 
month, WPB broadened the exceptions 
permissible on tableware, pocket 
knives, scissors and other cutlery, by 
an amendment to limitation order L-140. 
It exempts orders placed by the War 
Shipping Administration, and military 
orders placed by jobbers, wholesalers 
and other dealers. In the original 
regulation, direct purchases by the 
Army, Navy or Maritime Commission 
were the only orders exempted. 


J > * 


Pipe cutting and threading 
Effective Sept. 4, O.P.A. established 
maximum delivered prices for less- 
than-carload quantity sales, at the 
warehouse and jobber level, of new 
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low-alloy emergency steels developed 
to conserve molybdenum, nickel and 
chrome. The amendment (to steel 
price order No. 49) also makes revis- 
ions in prices of a number of iron and 
steel products, including pipe, cutting 
and threading, and heavy gage boiler 
and pressure tubes. Maximum prices 
for cutting and threading pipe and 
tubular products are established as 
those in effect by jobbers as of April 
16, 1941. Where the mill actually does 
the cutting and threading, however, 
the warehouse shall not charge more 
than mill extras for such operations. 
All sellers of pipe and tubular prod- 
ucts were directed to file with O.P.A. 
by Sept. 16, 1942, the cutting and 


The Hardware 


4 Wholesal 





States comprising regions in these charts: 








threading charges which were used on 
April 16, 1942. 
” +. * 

Proposed wallpaper curtail- 
ment—W.P.B. has under considera- 
tion a sharp curtailment of the patterns 
of side wall and ceiling papers to be 
offered in the 1942-3 lines, as com- 
pared to the 1941-2 variety. The in- 
tention is to reduce the number and 
sizes of sample books, as well as the 
actual variety of papers to be made 
and offered. The plan favored at 
present, but not yet finally adopted, 
calls for the smallest curtailment of 
variety (10 per cent) to be applied 
to those concerns offering the shortest 
lines at present, and the greater cur- 
tailments for those offering the larger 
current varieties. For example, a dis- 
tributor offering in 1942, 260 styles will 


New England—(Conn., Maine, Mass., N. H., R. L, Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Ill., Ind., Mich., Ohio, Wis.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8S. C., Va., W. Va.) 


East South Central—(Ala., Ky., Miss., Tenn.) 


West South Central—(Ark., La., Okla., Texas.) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 


Pacific—(Calif., Ore., Wash.) 
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probably. have to effect a reduction of 
about 11 per cent in his next season’s 
variety; a distributor of 440 styles in 
1942 would be expected to make a cut 
of nearly 15 per cent, and those offer- 
ing a maximum variety of some 1200 
styles for the past season would be 
asked to make the maximum 1943 ‘cur- 
tailment, possibly 24 per cent. 





Declines 


Some incandescent, fluorescent 
lamps. 
Some lines athletic goods. 





Silver and solder — Effective 
Sept. 3, sellers of semi-fabricated silver 
products were authorized by O.P.A. to 
pass on to their customers the in- 
creased costs, resulting from use of 
newly-mined domestic silver at 71.1] 
cents per ounce in place of imported 
silver at 35°4 cents per ounce. At the 
same time, O.P.A. authorized a max- 
imum price of 71.11 cents per fine 
ounce for standard commercial bars of 
newly-mined domestic silver for sellers 
who are unable to use March dealings 
to determine their maximum prices 
under the General Maximum Price 
Regulation. The semi-fabricated ar- 
ticles upon which sellers are granted 
permission to increase prices lie. mid- 
way between the products of the 
refiner and those of the manufacturer 
of finished products in the silver in- 
dustry. They include silver alloys, 
grain, shot, powder, wire, sheet, blanks, 
circles, solders, brazing alloys, silver- 
clad metals, silver inlays, and bar silver 
in weights or degrees of fineness 
different from standard commercial 
bars. 

* * *” 

Artificial gas use — On Aug. 
25, the government clamped restrictions 
on delivery of artificial gas to new in- 
dustrial and household consumers, 
acting to head off shortages expected 
this winter when gas will come into 
increased demand because of the fuel 
oil limitation. The War Production 
Board rules that no gas may be de- 
livered after Sept. 1 to homes, stores, 
offices or factories for space-heating, 
unless the heating equipment was in- 
stalled before Sept. 1, or unless the 
equipment replaces gas-fuel equipment 
of the same or larger capacity. Three 
exemptions were provided for non-resi- 
dential. users, however: 

(1) Where the capacity of the new 
equipment is less than 150 cubic feet an 
hour; (2) Where the new equipment 
replaces existing gas equipment of the 
same or greater capacity; and (3) in 
cases where WPB grants specific ap- 
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Empire Cold Punched Nuts are in 
great demand today by the Army, 
Navy and Maritime Commission. 
Orders placed for this product invar- 
iably carry high priority ratings. Ex- 
tending these high ratings to us in 
re-ordering Cold Punched Nuts for 
your own stock will insure quickest 
possible delivery. 


R B & W’s large one-purpose nut 
plant at Coraopolis, Pa., is now op- 
erating day and night. Its tremen- 
dous productive capacity — greatest 
in the world — assures your custom- 
ers that their needs will be filled. 
Your cooperation in obtaining and 
extending highest available ratings 
is the first requirement for prompt 
delivery. 


“ANOTHER RB & W BUSINESS-BUILDER... 
TO BUILD STRENGTH INTO YOUR BUSINESS 


4. 


2. 










































RB & W's 
BUSINESS-BUILDING 
PROGRAM 
FOR DISTRIBUTORS 


Product Suggestions — 
broadening your war-time sales 
opportunities. 


National Advertising — 
building your future market for 
R B & W products. 


Information Service — 
answering your war-time sales 
and priority questions. 
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have featured the solid top 


arlin big game rifles—as well as 


proval for delivery of gas to the new 
equipment. The restrictions on gas for 
space-heating provide that deliveries 
may be made to gas equipment in- 
stalled up to Nov. 15, provided the 
equipment was specified in the con- 
struction contract, and the foundation 
of the building was completed before 
Sept. 1. 
7 * * 

Athletic goods cuts — Retail 
prices for footballs, basketballs, and 
certain other sporting goods used in 
the fall season will be substantially re- 
duced as a result of four leading man- 
ufacturers of sporting goods rescind- 
ing part of their price increases, O.P.A. 
announced Aug. 28. Individually agree- 
ing to rescind one-half of the price 
increase since last Oct: + 1, effective 
July 8, on footballs, basketballs, soccer 
balls, football helmets and shoulder 
pads were four manufacturers. Since 
manufacturers’ prices from January, 
1942, have been at levels 5 to 30 per 
cent above October, 1941, the agree- 
ment will effect a substantial reduction 
in prices to distributors and dealers. 
O.P.A. officials estimate that the sav- 
ings to consumers will amount to about 
10 per cent of recently current retail 


prices. 


the famous lever action .22 








Stock-Sales ratios are pércentages obtained by dividing the cost value of stocks by sales 
of an identical group of firms. 


Service trades ceilings—Ef- 
fective Aug. 19, O.P.A. revised Regu- 
lation No. 165 (consumer _ service 
prices), setting up 61 major groups of 
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ience and accuracy. Case hardening 
adds to wear and beauty. Side ejection 





receiver and side ejector 
since their introduction by 
Marlin a half century ago. 

Marlin’s solid top recei:er 
permits low mounting of 
telescope sights, for conven- 















Since early in 
1942, engaged 
solely in war | 
production. 


is safe and permits undis- 
tracted attention to your 
aiming. 

These Marlin features have 
proved their value over the 
years. They are worth remem- 
bering after the war is won. 








THE MARLIN FIREARMS CO. 


i CONN 





U. S. A. 











services, embracing most of those im- 
portant to the cost of living, to which 
the regulation is specifically applicable. 
Coverage is extended to wholesale ser- 
vices and commercial and industrial 
consumers as well as ultimate con- 
sumers. The basic principle of estab- 
lishing ceiling prices at the highest 
levels of last March remains unchanged, 
but the mechanism has been simplified. 
O.P.A. stated: “By bringing retail, 
wholesale and industrial services under 
one regulation, we are simplifying the 
task of countless establishments such 
as garages, laundries and repair shops, 
which may do the work for both house- 
hold consumers and large-scale com- 
mercial or industrial operations. The 
more common services covered by the 
new regulation are repair and rental of 
automobiles, trucks, tractors or trail- 
ers, small or portable electrical appli- 
ances, bicycles, business machinery, 
store and kitchen equipment, and the 
developing and printing of photographs. 
Consumer services covered include shoe 
repairing, dry cleaning, hat blocking 
and cleaning; repairs to hosiery, moth- 
proofing, and cleaning, mixing and bag- 
ging of seed. Industrial services covered 
include stevedoring, freight consolidat- 
ing, car loading and unloading, rental 
of transportation equipment, and ser- 
vicing of merchandise for shipment, ex- 
cept when performed by common car- 
riers; steam cleaning and sand-blasting 
of buildings, and lubrication, mainte- 
nance and rental of aircraft. 


Further building curbs — 
Last week, W.P.B. drastically reduced 
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the amount of civilian construction to 
be allowed, effective Sept. 7, and placed 
all construction under control. Types 
of construction have been reclassified, 
with sharp reduction in the amount of 
construction for which no authorization 
is required, except that increases are 
allowed in “multiple residential” erec- 
tion. The new order does not affect re- 
pairs and maintenance except in the 
definition of the word “repairs” which 
now refers to repairs necessitated by 
“wear and tear.” W.P.B. also cautioned 
builders against making commitments 
for materials until permission to build 
actually had been granted. The fact 
that a builder has all necessary mate- 
rials on hand and needs no priorities 
will not in itself govern whether he 
should be permitted to use them in con- 
struction. New classes of construction, 
together with their present and former 
cost limits, will be: Residential, for- 
merly $500, reduced to $200; multiple 
residentials, raised from $500 to $1,000; 
agricultural, $1,000, unchanged; indus- 
trial, $5,000, unchanged; certain types 
of commercial, $5,000, reduced to $200; 
other types of commercial, including 
highway, subsurface, and utilities con- 
struction, $5,000, reduced to $1,000. 


* * * 


Nen-essential buildings out 
—Included among the types of com- 
mercial construction reduced from 
$5,000 to $200 are buildings for lodges, 
associations, fraternities or gorority 
houses, auditoriums or assembly houses. 
Also included are buildings designed 
for occupancy by not more than five 
establishments selling goods, food or 
drink, or providing services. In the 
latter group are small stores, soda foun- 
tains, bars and tailor, barber and cob- 
bler shops. W.P.B. states that too large 
quantities of materials had been going 
into these constructions, under the 
original order. In instances where costs 
are under the established limits, the 
owner, before he may begin construc- 
tion, must be able to acquire enough 
material to complete the project with- 
out priority assistance. The project 
must not require the use of any mate- 
rial to supply gas, electricity, water, 
steam, telephone or sewage disposal 


service. 
* * - 


Trend of staple prices—The 
Associated Press wholesale price index 
of 35 commodities on Sept. 3 advanced 
to 99.33 per cent of the 1926 “par”. The 
index a month earlier was 98.75 per 
cent, and a year ago was 93.12 per 
cent. The 1942 “high” was 99.72, and 


the low this year was 95.54 er cent. 
p 
* * * 


Recent substitutes — Among 
new adventures in the “art of adjust- 
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ment” are: The comeback of the old- 
time wood-tray wheelbarrow—a_best- 
seller in the old days—and of wooden 
hose reels and garden carts. The rise 
in demand for wood faucets to replace 
metal faucets not now available. 


* * * 


Cold weather items—A pric- 
ing method by which retailers and 
wholesalers of “seasonal commodities,” 
including stove goods, toys and seasonal 
sporting goods, may establish ceiling 
prices was announced Aug. 26 by 
O.P.A. In general, a seller establishes 
his ceilings for a particular commodity 


included in the list by finding his 
“average cost” of the article or his 
“current cost” and adding to the lower 
of the two the “initial percentage 
mark-up” he took during the last six 
months of last year. Appliances cov 
ered include: fire and snow shovels, 
storm doors and sashes, portable or 
fixed room heaters, stove pipe and 
elbows, coal hods, air moisteners, fire- 
place accessories, beet, cane and corn 
knives, cold-pack canners, shotgun 
shells, gun cases, skis, snowshoes, and 
ice skates and accessorie, and football, 
soccer and basketball equipment. Whole- 








“Till It’s Over Over There’: 


Mid-States products will be at 
the service of Uncle Sam, helping 


your boys and our boys win the war. 


- We will supply MID-STATES Dealers as 


much as possible. . 


. but steel and wire goes 


into almost everything our armed forces use 
... from guns and planes to nails and barbed 
wire. Military needs MUST come first. 
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salers and retailers of certain games 
and toys, as well as Hallowe’en novel- 
ties and Christmas tree ornaments come 


under the regulation. 


* * * 


Typewriters—Rental of stand- 
ard machines made since Jan. 1, 1935, 
has been prohibited. Those now on 
rental must be returned by Sept. 15 
and held for purchase by the Govern- 
ment. The rental period on older ma- 
chines is limited to three months. Un- 
restricted sale of certain light portables 


and obsolete machines is permitted. 


Construction sets records— 
Heavy engineering construction awards 
in the latest August week totaled $261,- 
671,000, almost three times greater than 
the corresponding 1941 period, which 
included the Labor Day holiday. The 
volume for the latest week brought the 
total for the year to date to an all- 
time high of $7,181,568,000, a rise of 
62 per cent over a year earlier. For 
the year to date, public work awards 
gained 92 per cent over the correspond- 
ing 1941 period, with Federal awards 
up 143 per cent; private awards were 


off 51 per cent. 
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Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 


Industrial activity—Business 
activity in the week ended Aug. 29, 
measured by Moody’s index, declined 
slightly from the preceding week, to 
148.4 per cent of the 1928 average. 
compared with 140.5 in the correspond- 
ing 1941 period. Electricity production 
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for Sealing | 
Air Ducts 


For war-time economy, owners can save money by including 
calking on all repair and alteration work. Calk around all exposed 
window and door frames and seal all building joints with 
PECORA, the time-tested compound. Stops leaks and drafts. Cuts 
fuel costs. PECORA will not dry out, crack or chip when properly 
applied. Available in bulk, or in non-refillable metal cartridges 
for use with the Pecora High Pressure Calking Gun. 


Lawrence & Venango Sts. 
Member of Producers’ Council, Inc. 


WRITE FOR FOLDER & PRICES 


PECORA PAINT COMPANY, Inc. 


Established 1862 by Smith Bowen 


Philadelphia, Pa. 





in the Aug. 29 week dropped slightly 
from the preceding week’s record high, 
but was 11.6 per cent above a year 
ago. Railroads loaded 899,419 cars of 
revenue freight in the week ended Aug. 
29, setting a new high for the third 
consecutive time this year. This was 
an apparent decline of 13,301 cars from 
the year-ago total, but loadings were 
undoubtedly much higher. Rail move- 
ments of critical war materials may no 
longer be included in the announced 
totals. From Jan. 1, 1942, through 
Aug. 29, a total of 28,732,521 cars were 
loaded—3.66 per cent more than in the 
same period in 1941. Department store 
sales in the 12 Federal Reserve dis- 
tricts in the week ended Aug. 29 were 
14 per cent below sales of the year- 
ago week. During the four weeks end- 
ed Aug. 29, store sales in all districts 
receded 6 per cent as compared with 
a year earlier. 
. «€ * 

Intensified effort — Successive 
reports from Washington reveal the 
urgent desire and intent to give war 
materials and operations more and more 
urgent and intelligent precedence over 
anything “civilian,” and over everything 
“normal.” Moving to simplify the con- 
fusing priority system, and establish 
more effective control over the supplies 
of available critical materials, W.P.B. 
Director Nelson has nullified the au- 
thority of representatives of the armed 
services to give out unrestricted priority 
ratings. In addition, a check will be 
kept on the amount of material as- 
signed under each priority order, thus 
preventing the issuance of priority rat- 


ings for more materials than are actu- 
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ally available for use. At the same time, 
it was announced that W.P.B. has be- 
gun the task of parceling out supplies 
of critical material for use in fourth 
quarter manufacturing, solely on the 
basis of the urgency of the need for 
the items finally to be fabricated. 


* = 


Impediments to war production 

‘The major impediment to war pro- 
duction is a shortage of raw material 
and faulty distribution of available sup- 
plies of such materials. About one-third 
of the business executives cooperating 
in a recent survey by the National In- 
dustrial Conference Board report that 
shift operations or the number of hours 
worked per shift recently have had 
be curtailed. While the amount of pro- 
duction lost in many instances is small, 
some substantial slow-downs are re- 
ported and others are looked for if dif- 
ficulties are not quickly overcome. 
Significant increases in production, 
however, also are reported, particularly 
by concerns which have recently com 
pleted or almost completed conversion. 
Shortages of materials to match in- 
creased production capacity are noted 
by about three-fifths of the reporting 
companies. Delay in allocating supplies 
is another production obstacle, inven- 
tories are badly unbalanced in some in- 
stances, and substantial quantities of 
materials are tied up for the want of 
one or two parts. Difficulty in obtaining 
labor is ment‘oned by about one-fourth 
of the reporting companies. Competi- 
tion is severe in some areas and turn- 
over is considerable. The shortage of 
skilled labor is most acute. 


* 7 * 


Transportation problems 
Acute—Our war transportation prob- 
lems grow, and these problems auto- 
matically shrink civilian travel, and 
add to the difficulties which surround 
civilian shipping. Transportation is an 
important key to victory. Mass produc- 
tion is really a matter of distribution 
of getting material to processing plants, 
thence to fabricating factories, to the 
point of final assembly, and ultimately 
to the fighting fronts. The only way in 
which our transportation systems can 
do their urgent job, is to cut civilian 
demands on these systems to the barest 
possible minimum. As an example of 
added effic'ency by careful planning, 
the C. M. & St. P. Railroad, using but 
15 per cent more cars for the purpose, 
han@ed an increase of 62 per cent in 
ton miles of revenue freight during the 
first six months of 1942, as compared 
with the same period in 1940. The ad- 
dit‘onal load was handled by increas- 
ing the average load in cach car by 16 
per cent; the average number of tons 


SEPTEMBER 17, 1942 





each train hauled by 27 per cent; and 
the average number of miles each 
freight car traveled each day by 38 per 


cent. 
*_ * * 


More sacrifies ahead—W.P.B. 
points out that the job of building and 
maintaining the military machine we 
must have to win the war, will involve 
such extremes of toil and sacrifice as 
will make today’s minor deprivations 
seem nothing. No one will be let off. 
For a time only the Eastern seaboard 
seemed to face the threat of a fuel 
shortage. Now, however, a similar emer- 
gency exists in many other sections. 
The hardships of war may vary in their 
nature-—and in extent from section to 
section—but hardsh‘ps there will be, 
and the people will meet them in a 
spirit of cheerful cooperative effort. 


* a * 


Waste must cease—In addi 
tion to increasing our output of raw 
materials, the people must cut out every 
form of waste. One of our most dan- 
gerous scarcities is steel. A single me- 
dium tank contains about 26 tons of 
steel. When one is destroyed the metal 
does not return to the mills and fur 


naces in the form of scrap. This is a 









major reason why the drive for metal 
salvage must be constantly pushed and 


renewed. 
e ~ * 


Family spending cut—From the 
very start of 1942, civilian consumers 
have been feeling the real effects of 
diversion of materials, plants and labor 
to war production, according to a sur- 
vey of family spending and saving is- 
sued by the Departments of Agriculture 
and Labor. More overtime, higher pay 
rates and new jobs for city workers, 
together with good prices for farm 
crops, have meant higher incomes for 
many consumers. Increases in savings 
were found, with War Bond and Stamp 
purchases substantially responsible. De- 
spite substantial price rises, house fur- 
nishings and equipment purchases have 
been down 25 per cent or more in each 
quarter of 1942, reflecting the heavy 
anticipatory buying in 1941, and the 
reduced stocks available this year. 


* * * 


Retail business drops— 
wholesale up—The nation’s retail 
business in July totaled $4,389,000,000, 
a decline of 1 per cent from June op- 
erations, while wholesalers did business 
totaling $312,665,000, 5 per cent more 


TO HELP 


TRIPLEX Cap and Set Screws, Bolts and Nuts give their share of 
support to the ever-faster delivery of war equipment by making 
assembly speedier where threaded fasteners are used. Greater care 
than ever goes into the making of TRIPLEX Products — to assure 
you uniform quality, lasting toughness. Write for prices and delivery 
estimates. . . THE TRIPLEX SCREW CO., Box 1768, Newburgh Station, 


Cleveland, Ohio 
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than in June, the U. S. Department of 
Commerce reports. End-of-July whole- 
sale inventories were valued at $219,- 
019,000, and wholesale sales for the 
first seven months were 21] per cent 
higher than in the same period last 
year. Dollar retail sales were 3 per 
cent lower than in July of 1941. After 
allowance for price increases, however, 
the volume of goods moving through 
retail stores in July is estimated to be 
17 per cent below that for the same 
month of 1941. 
* me + 

Farm incomes up—aA recent 
Department of Agriculture survey 
showed that while net income of farm 
families averaged 46 per cent higher 
in 1941 and in the first three months 
of 1942, than in the comparable period 
in 1935-’36, the farmer’s living costs 
had increased approximately one-third. 
The survey, however, cited a rapid rise 
in prices for things farmers had to buy 


in 1941. While these were practically 
at the 1935-36 level in January, 1941, 
they were 15 per cent higher by De 
cember. Despite this increased cost of 
living, farm families put more than 
twice as much into savings in 1941 as 
they did in the 1935-’36 period, hence 
it appears, the report states, “that 
farm families as a group were enjoying 
more or a higher quality of goods and 
services in 1941 than in 1935-’36.” Cash 
income from farm marketings in July 
totaled $1,219,000,000, and the $200.- 
000,000 increase from June was about 
normal, despite a decline in income 
from meat animals, by report of the 
Agriculture Department. Returns from 
dairy and poultry products made about 
the usual seasonal change from June 
to July. Considerable wheat placed un- 
der loan in July, increased the total 
income from food grains. Income from 
oil crops and vegetables also increased 
more than usual. 





Shortages of Space Heating 
Equipment and Repair 
Parts Serious 


By SAMUEL DUNCKEL* 
Editor, The Stove Builder 


FTER one month’s operation un- 
der the curtailment order for 
the stove industry, two very impor- 
tant shortages have developed and 
should be brought to the attention 
of governmental authorities. These 
shortages are of space heating equip- 
ment and repair parts. Oil and gas 
space heater inventories in the hands 
of manufacturers and distributors 
are probably at higher than normal 
levels, but these stoves cannot be 
put into use this fall unless existing 
orders L-31, L-56 and L-174 are 
amended to permit suppliers to fur- 
nish oil or gas to the purchasers of 
new equipment. 

Conversely, in the coal heater 
field, no large inventories are known 
to exist in any manufacturers’ or dis- 
tributors’ warehouses. Coal heater 
production has been cut by 50 per 
cent and yet upon those manufac- 


*Reprinted from an editorial in the 
September, 1942, issue of The Stove 
Builder. Mr. Dunckel is also the 
managing director of the Institute of 
Cooking and Heating Appliance Man- 
ne wy Shoreham Hotel, Washing- 
ton, 


turers still in the coal heater busi- 
ness, must fall the burden of sup- 
plying the market previously filled 
by oil and gas space heaters: The 
Institute believes from the point of 
view of the war program, the pro- 
gram for conservation of metals and 
the defense housing program, that 
three changes in the planning for 
this industry should be made im- 
mediately. These are: 

(1) Permit -the sale of existing 
gas and oil space heaters in those 
areas where shortages of fuel are 
least acute, thus saving the raw 
materials going into new equipment. 

(2) Raise the quota of coal heater 
production to the extent necessary 
to assure an adequate supply of heat- 
ing stoves in areas, like the Eastern 
Seaboard where oil and gas short- 
ages are most acute. 

(3) Lift the weight restrictions on 
coal heaters, and standasdize on 
specific sizes which will do a satis- 
factory heating job in the cold 
weather portions of the country. 

It appears likely that a shortage 
in the kerosene cooking range field 
will develop in the immediate future. 
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and similar situations may arise on 
other stove products. Manufacturers. 
dealers and distributors, must report 
the facts to the War Production 
Board when shortages are threat- 
ened. Naturally WPB’s first in- 
terest is to conserve metals for the 
war program. On the othér hand. 
there is a very real need for keep- 
ing civilian health and morale at a 
high level. When actual hardships 
exist, we have found the men in the 
War Production Board willing to 
furnish the relief which is absolutely 
necessary. 

Before we ask for metal to make 
new equipment in excess of present 
quotas, we must make every effort 
to keep existing stoves in serviceable 


condition. This means furnishing re- 
pair parts on very short notice. Some 
WPB officials believe that the 
manufacturers have in their ware- 
houses a large stock of repair parts, 
perhaps sufficient to last two or 
three years. While this may be true 
in a few instances, it is not true in 
the majority of cases. 

So far no blanket provision for 
priorities on repair parts for stoves 
has been made, and none will be 
made until it is proved in many in- 
dividual cases that hardships will be 
worked on the public and new equip- 
ment will have to be purchased, un- 
less allocations of raw materials for 
repairs are made to stove companies 
as they are needed. 





Late October Window Displays 


(Continued from page 72) 


items and show them together 
in the store. They should also be 
featured in a window display 
several times during the fall. 

These items will be available 
this fall so try to pick up some 
extra volume by selling more of 
them. Incidentally, they run into 
volume. 


Extra Sales 


When you set up your interior 
display of storm doors be sure to 
equip each type of door with 


hardware. A_ different type of 
hardware should be installed on 
each door. The doors should then 
be hung on hinges in a wall space. 

Place a show card on each door. 
This card should contain the 
prices of various doors in this 
grade and type and the price of 
the set of hardware on the door. 
Every purchaser of a storm door 
needs hardware. Let the display 
suggest this merchandise and also 
remind your sales persons to sug- 
gest and make this extra sale. 








Knapp & Spencer Co. of Sioux City. Iowa, wholesale hardware distributors, 
has installed a complete gift and art shop display room which will show lines 
of dishes, pictures, novelties, glassware, coffee makers. crockery, etc. These 
lines will replace many of their hardware items which have been discon- 


tinued because of the war. The di 


room was designed, manufactured 


and installed by Finke Display Service of the same city. 














7 BEREA 
DISPLAY BOARD 
Sells Plenty of 
4. SHARPENING 

: STONES 
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THE Berea Display Board is a re jenary,| 
made-to-measure salesbuilder thet plac the 
goods where folks will buy. With this display 
of popular priced sharpening stones, there. is 
no predetermined assortment .. you choose the 


kind of stones you wish to sell, and we fit them 
to the board! 


You can display both natural and manu- 
factured abrasive sharpening stones on the same 
board! A price range to interest everyone is 
possible with this new sales idea, plus plenty of 
profit for you. . 


Today, when the need for keeping tools 
in tip-top shape is so important, you will find 
this attractive orange and black display just 


what you need for rapid turnover. ‘ 


Hobbyists, factory workers, home owners, 
garage mechanics, farmers, trade schools, camps, 
and hundreds of other sales opportunities are 
yours when you display genuine Berea Shar« 
pening Stones on this good looking display 
board. 


Send for full information today. 


The entire Beres Abrasives line of grind- 
stones and sharpening stones is described in 
the interesting Berea Catalog and Merchandiser 
, No. 22. May we send your copy? 










BEREA ABRASIVES 
34 


GUILDHALL BUILDING 


CLEVELAND, OHIO 
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The Master TUFBOY BRITE-BLADE 6-ft. Stee! Tape 
Rule is a sales cinch. To see one is to want it. 
Once they use it, your customers will tell their 
friends about its extra-easy-to-read, black on 
lustrous white, BRITE-BLADE. 


Here are a few reasons 
your customers will buy them: 


EYE APPEAL: Handsome unbreakable zinc 
die-cast case. 

QUICK READABILITY: Patented snow white 
background BRITE-BLADE permits easy 
reading even in bad light. 

INSIDE MEASURE: A valuable feature permits 
accurate measurements of inside dimensions. 
EXTRA BLADE: “ure’shed with every TUF- 
BOY — doubles life. 

COMES APART: For easy cleaning or spare 
blade insertion. 

MODERATE PRICE: Lists at $1.50 standard— 
$1.75 with lock. Spare blade 65 cents. 







Add this easy-read- 
ing quick seller to 
your line. Order a 
good stock now! 
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WOOD AND TAPE RULES 























Jobber Nome 





MASTER RULE MFG. CO., INC., 815 E. 136 ST., WLY. Dpt AS } 
tam interested in “Brite-Blode” MASTER TAPE RULE, 
with spore blade. Send ol! details on MASTER Dealer- ¢ 
ship for my territory ° 
Co. Nome . 
Address ' 
City Stote ’ 

' 
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They Come to See, Remain to Hear 
and Return for More 
(Continued from page 38) 


vice gained him an immediate rep- 
utation and, by dint of hard work 
and long hours, he increased his 
business to a point where larger 
quarters were needed. He then 
built the modern brick building 
where the store is now housed. 
The annual spring floods of the 
nearby brook all but washed away 
the first store. but he capitalized 
these conditions in advertising his 
business with a sign which read 
“LS per cent off if you walk in 
and carry it out yourself.” The 
novelty soon wore off, and after 
several jousts with the county 


board of supervisors, he came up 
victorious and Langlade County’s 
largest dam was built to controi 
these flood conditions. 

After 27 years of enjoying life, 
he is still crazy about his business, 
and at 60 is as irrepressible as he 
was at 14 when his dad sent him 
to business college to keep him 
out of mischief. He is making 
new friends every day through his 
novel methods of doing business 
which are attracting more people 
to “Peaceful Valley where they 
speak Seven Languages.” 


Mass Displays of Tumblers Build Sales 


(Continued from page 48) 


stores as well as in the show win- 
dows. 

Mass displays of the packages 
were arranged on tables in the 
stores. Many of the boxes were 
opened to show the merchandise 
inside. Manufacturers’ display ma- 
terial was featured prominently 
and used effectively in these table 
displays. This helped draw at- 
tention to the display and give the 
customers valuable information 
about the merchandise and _ the 
special sale. 

Tumblers in the “self-selling™ 
packages were featured promi- 
nently in the windows. Here 
again, a considerable number of 

; 


the packages were displayed. At- 
tention-getting window cards sup- 
plied by the manufacturer were 
also used to advantage. 

Both companies were enthu- 
siastic about the line of tumblers 
and feel certain that their business 
on this line will continue to in- 
crease. Almost every household 
needs to replace glasses fre- 
quently, therefore the possibilities 
of repeat business are very good. 

Then, too, this product is avail- 
able at the present time a situa- 
tion that should prove beneficial 
to retail hardware dealers now 
when many stock items are hard 
to get because of material short- 


ages. 





Five New Customers a Week 


(Continued from page 62) 


who drop in to buy, and has aided 
in establishing new business. 

Through the months since this 
plan has been launched, many 
who have come into the store say 
that they would not have seen the 
item if Mr. Rothenberg had not 
sent it. Some of the casual callers 
have become steady customers and 
several large sales of builders’ 
hardware are directly traceable to 
friends gained by the complimen- 
tary clipping service. 

Mr. Rothenberg. who had never 
been a very great believer in ad- 
vertising until he tried this plan, 
savs that the program is so inex- 


pensive that it pays for itself many 
times over each month. The orig- 
inal supply of blotters and en- 
velopes—enough to last two or 
three years—cost him $25.00. First 
class postage on 20 letters each 
week amounts to 40 cents. 





Thus for a total monthly outlay 
of less than $3.00 and three or 
four hours of interesting work. 
Mr. Rothenberg brings a score or 
more strangers and prospects into 
his store each month—residents 
who probably wouldn’t have 
dropped in but for the clippings 
and blotters they receive. 
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THESE CHISELS 
ARE ALL ALIKE 


UNION chisels, made in a variety of styles 
and sizes, are all well designed, al! made with 
the finest materials, a// produced by expe- 
rienced craftsmen in wood and metals. Rust 
resistant, tough and durable, they all hold a 
keen edge. Selected second-growth all-white 
hickory handles are a// perfectly contoured 
and finished for use as well as beauty. Like 
the entire UNION line of tools—which in- 
cludes high grade screw drivers and hack saw 
frames—UNION chisels al// produce repeat 
orders and do credit to any somigoat stock. 
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POL-MER-IK 
is 100% 
LINSEED OIL 


with extra values added 


Every can of Pol-mer-ik contains clean, high 
quality linseed oil—100% linseed oil which 
has been carefully and scientifically pro- 
cessed from selected flax. 












But extra values have been added by poly- 
merizing 10% of that oil. By this means 
the molecular structure of the oil has been 
strengthened to improve the durability and 
elasticity of the film. Pol-mer-ik Linseed Oil 
brushes better and levels better —it makes a 
better looking, longer lasting paint job. 








Pol-mer-ik is not an ordinary linseed oil —it is 
the better linseed oil—for you and for all 
painters. A better value at no extra cost. 


LINSEED OIL % Care 







ia INCREASE YOUR PROFITS WITH 
etee] POL-MER-IK IN CANS ... Beat the 


ehatias drum—with its mess and its losses due 





to drips, foots, leaks and over-measures. 
Pol-mer-ik in cans is clean, attractive 
and time-saving. You buy a can—you sell 
a can—your profit is sure and certain. 









ARCHER-DANIELS-MIDLAND COMPANY 
Roanoke Building, Minneapolis, Minn. 42, 

Please send me the story of Pol- 
mer-ik Linseed Oil in Cans. I want 
more profits in my linseed oil selling. 








_— State 
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BALL PEIN HAMMERS 
Particularly popular 
in Defense Work are 
Vaughan's Ball Pein 
Hammers—the ideal 
tool for all machin- 
ists. Variet of 
special models for 
special jobs. 


In Vaughan's Famous 
Hammer Line is this 
Super-Vanadium Nail 
Hammer with better 
balance, less shock, 
finest quality. 


SUB-ZERO AXES 
Vaughan's popular 
Sub-Zero Axes made 
of tough but thin all- 
tool steel, electrical- 
ly fused and double 
heat treated. 


MATCHETS 
Vaughan's perfectly 
balanced hatchets 
cushion the shock. 
Keen edge with cres- 
cent bevel of special 
steel—cuts easier. 


PUNCH & CHISEL SET 
Vaughan's Punch and 
Chisel Assortment 
from extra refined 
beveled square allo 
steel tempered an 
tested. 


OCTAGON TOOLS 


Vaughan's Star Drills 
are individually tem- 
pered and tested 
for hardest work 
and longer life. 
Vaughan's Cold 
Chisels, made of 
~/ alloy steel, are the 
finest quality — yet 
they cost no more. 


QUALITY TOOLS 
SINCE 
1869 


VAUGHAN & 
BUSHNELL 


MANUFACTURING CO. 
2114 Carroll Avenue 
Chicage, Iilinois 
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Sample Room Helps Lacy’s Build Volume 


(Continued from page 60) 


fitted with venetian blinds. Cus- 
tomers can be shown different 
quality blinds and are able to see 
how they operate and the advan- 
tages of one type over another. 
Selling from actual samples has 
proved to be much more effective 
and easier than selling from a 
catalog. 

A fireplace in one end of the 
room is an ideal “prop” for show- 
ing some of the company’s fire- 
place logs and other fixtures and 
the mantel is utilized as a display 
shelf for a few samples of build- 
ers’ hardware. Other hardware 
samples are kept out of sight. 
When hardware requirements for 
the home are being discussed, the 
suggested finishes and designs are 
presented to the customer a few 
at a time so as not to confuse him. 


Some of the builders’ hardware is 
also sold from catalogs. 

The company helps contractors 
figure hardware specifications on 
many of the local small homes. 
Where a large building is involved 
the blueprints are generally sent 
to the manufacturer who figures 
the job and furnishes a complete 
list of the hardware required. 

The exterior of the building of 
this modern store is conspicuous 
day and night. The facade is of 
gleaming white stucco, with a 
block letter sign in huge black 
letters, which spells out the name 
of the company on two lines. The 
letters in the word “hardware” 
are about 2 ft. high. Neon tubes 
behind the letters make them 
stand out in a striking manner 
at night. 


Space Heater Display Catches the Eye 


EAT, orderly displays of oil 
burning space heaters are ar- 
ranged inside the store early in the 
season at W. T. Massey Hardware, 
Dover, Del. Manufacturer’s display 
material is used along with displays 
of this type wherever possible for 
such advertising pieces serve to 
catch the customers’ eyes and bring 
them to the merchandise. 
Major appliance items of this type 
are usually shown on_ platforms. 


This helps keep the appearance of 
the display at its best. It is impos- 
sible for employees in the store to 
put other items on the same plat- 
form and merchandise is never al- 
lowed in the traffic aisles due to the 
fact that they are narrow. Interior 
displays of space heaters are sup- 
ported by attractive window trims 
which are usually installed at the 


same time. 





Space heaters are shown on platforms which raise 
the merchandise about 4 in. above the floor level. 
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WIRE—in Guns 


NOW... Instead 


2. Yes! 


“Drafted 
for the 


of Fence 





1Duration” 


in such Forms’ An unbelievably 
as these... large tonnage of 











wire, ordinarily used for fence, 
now helps equip this American 
machine gunner, and many 
thousands like him. Wire is a 
“must” for these men, in the 
form of rivets, bolts, nuts, 
washers, clips, buckles, am- 
munition box handles—and— 
bullet cores. For the airmen, 
sailors, marines who fight 
with him, too, wire is a ““must”’ 
right now — in thousands of 
essential items. 


It’s an urgent “first call’ on | 


the production of Keystone | 


and the other leading steel and 


wire mills. It’s answer enough | 


to the customer who fails to 
understand the present short- 
age of much needed farm fence. 


—- KEYSTONE 
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( STEEL & WIRE CO. 
| 


PEORIA, ILLINOIS 


Fence Users will continue to 
ineettcortt “Look for the Top Wire Painted RED” 
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The strength, the vision and 
the power of the eagle stems 
from the industry and patriot- 
ism of the people. This is 
your war and our war. Every 
one of us. Let us now conduct 
our businesses and our lives 
so that they contribute the 
greatest possible aid to Vic- 
tory. 


_RIFFIN 


anufacturing Company 


ERIE, PENNSYLVANIA 





AGENTS: 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinton St. 
SAN FRANCISCO: 703 Market St. 











ELMER THE BULHORG SAYS: 


Help the 
| Tolgiilile Out Hiking is the hobby of Harry P. Mount, J 
c 
a 





Gigger Hardware, Kent, Ohio, who wrote 
book, “Ten Easy Lessons in Hiking Fun,’ 
selling for 50 cents a copy. While a graduate 
student at Kent State University, in 1940, Mr 


and help your own business) by 


showing farmers how to make 





their fences go farther with Mount helped reorganize the University Hik- 
ing Club. He is affiliated with the American 
Youth Hostel organization as secretary at 


Kent, explorer leader of a scout troop and a 
member of the Yosian Clubs. He is shown all 
set to start on a hike with a portable steak 
grill and a pair of binoculars. It is not un- 


usual for Mr. Mount and his wife to start the 


Electric Fence Controllers «2:1 wi breakiast in the woods 


ee Saag ee up. Stocks of farm 

fence are down. And the farmer is in the 
middle . . . You can help him lick this 
tough problem by pointing out this fact: 


-. A 
One mile of four-strand barbed wire 
fence, plus a Prime Controller, makes 
four miles of easily-moved, one-strand 
electric fence. One ton of steel does the 
job of four, enabling the farmer to pas- 
ture volunteer growth in stubble, hog 
down corn, etc. .... Of course, the 
= wire should be properly insulated 
and splices free from rust. And the con- 
troller should be a good one, like the 
famous Prime — safe (hi-line models 
approved by Underwriters’ Lab.), de- 
pendable (freeing you from service wor- 
ries) . . . Go after extra business with 
Prime hi-line and battery controllers 
this Fall. See your jobber now. Prime 
sells only through jobbers. 


The Prime Mfg. Co. 


1669 S. First Street Milwaukee, Wis. 














Once in a while, E. Leon Roebuck, treasurer and manager, Harris Hard- 

ware, Washington, N. C., goes gunning for geese and ducks. Here he is with — 
friends displaying the limit of Canadian geese taken in Mattamuskeet, N. C., { 
in December, 1940. Pictured left to right are—front, E. L. Dauthridge, Tarboro, 
N. C., representative of Western Cartridge Co. and Winchester Repeating 
Arms Co., and Mr. Roebuck. Standing are V. P. Lowe, Jr., and Herbert K 
Wannen, both of Peterson & Lowe, Baltimore, Md., and Walton Williams, of 
G. M. Baird & Co., Memphis, Tenn. Mr. Roebuck says that his greatest hobby, 
however, is “trying to keep a stock of merchandise” and keep pleased the 
road salesmen and the company’s customers 
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FOR MORE THAN A 
QUARTER CENTURY 
SPECIALISTS 
IN FINE 
MICROMETERS 


Developed and Perfected 
by America’s Only Makers 
of Micrometers Exclusively 


All sizes up to 6 inches available 
with graduations by thousandths 
of an inch. * 


All sizes up~to 4 inches are also 
available with graduations by ten 
thousandths of an inch. 


AUBURN: -:-; 
RHODE ISLAND 








PURITAN 
CORDAGE MILIS 


INCORPORATED 


LOUISVILLE, KY. 


SEPTEMBER 17, 1942 


Aco! MICROMETER 
ARANT EE 


Ple tested 
r and is 
oa povanse 4 with thanteed accurate If f, 
8 puke” 4 aranien Within 304 A re ae 
~ + and full Purchase Price sg rey 
i 

¥ pri 4s woid in ase of break 7 aici 
met inherent jn the Pt fon 
od itself, 


‘ 
This Ruarantee 
accident op on 


MICRO 
““OMETERS 
TERS or CERTIFIED 
*UBURN RHOD — ee 


€ 'SLany 
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\ 
ABOVE 
AVERAGE 
STRENGTH 


Daniel Boone 

Handles are the 

strongest hickory 

handles made. \ 
‘Independent scien- 

tific tests by engineers 

in leading universities \ 

show that these handles \ 

withstand 37% more pres- \ 

sure before fracturing than \. NN 

the average of all other grades \ \ 

of hickory tool handles. 

This is the strongest handle 
made—the best value. Your customers 
will prefer it; your profit on it will 
exceed that on several cheap, low priced 
handles. Order from your jobber. 


OUR GUARANTEE 


This Handle is made of the best Second 
Growth Hickory in the world. Its Grade 
and Pattern have been approved by Tool 
Makers and Tool Users as being unequalled 


NO BETTER HANDLE CAN BE MADE 


TURNER, DAY & WOOLWORTH HANDLE CO., INC. 
LOUISVILLE, KENTUCKY 


FOR OVER 80 YEARS-WORLD S LARGEST HICKORY HANDLE MANUFACTURER 


















Onward they roll—jeeps, trucks, 

tanks, scout and combat cars by 

the thousands—requiring vast quan- 

tities of tools to make and maintain 

- so vast that most of our produc- 
tion is being thus utilized. 


When peace comes, Vichek Tools will 
be even stronger and tougher as a 
result of their battle lessons. In the 
meantime—thanks for your splendid 
loyalty and cooperation. 


THE VLCHEK Toot co. 


3001 E. 87th St > ae @ ot’ -1elal> Mn @) at ie) 
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Pumpkin-Shaped Hardware Store 


Has Real Advertising Value 


_) ERHAPS the most oddly-shaped 

hardware store in all the coun- 

try can be found in Burbank, Calif., 

where Milo D. Sumner houses his 

hardware company in a building de- 
signed as a huge pumpkin. 

This unique building, which was 
constructed at a cost of $25,000, 
began its life as a night club about 
13 years ago. Subsequently it be- 
came a church, later a real estate 
office and was finally purchased by 
Mr. Sumner in 1938 as the quarters 
for his general hardware store. 

After purchasing the building, 
Mr. Sumner installed show windows 
and made other interior changes but 


‘ 


The pumpkin store of the Sumner Hardware Company. 


the building is substantially the 
same as when it was built. Its in- 
terior measures 41 ft. in diameter 
and is approximately 30 ft. high 
to the center of the dome. The ex- 
terior and interior are finished in 
stucco and the exterior of the store 
is painted the color of a ripe 
pumpkin. A square, two-story build- 
ing at the rear of the pumpkin fur- 
nishes adequate space for a store, 
shop and living quarters for Mr. 
Sumner. 

The interior of the building pre- 
sented quite a problem for Mr. 
Sumner at first as special display 
stands and shelves had to be made 





The firm's staff, left to right: Charles Henry, friend of Mr. Sumner; Frank 
Kloke; Milo D. Sumner, owner; Sue Morgan and Hiram Dillingham. 
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MAKE SURE 
OF 
MORE BUSINESS 


NOW! 
USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 
the following lists:— 


1397 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 
Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 
Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $7.00 per M. 
Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $7.00 per M. 
Hardware Retailers (Complete List). 
For $5.50 per M. 
Builders’ Supplies Dealers. 
For $7.00 per M. 
Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


We also supply lists of hardware retailers in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, the 
price is $8.00 per M names; when less than 
2000 and more than 1000, $9.00 per M; and less 
than 1000, $10.00 per M. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 70c per M for the cards. 


We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 
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Direct Mail Addressing Dept. 
100 East 42nd St. New York, N. Y. 
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Designed for today 
AND TOMORROW! 


CALIFORNIA 








WARE 


Plastic Tubular Latch and Lock Sets 


THESE COMPETITIVELY PRICED SETS 
FULLY COMPLY WITH DEFENSE HOUS- 
ING SPECIFICATIONS. 

2” Shatter-Proof Plastic Knob and Rose. 
Compact, Precision Die-Cast Latch. 


INSTALLATION: Bore two holes... tem- 
plate enclosed with each set. 


FINISHES: All standard finishes avail- 
able, including oxidized black. 


Also Available 
in 2" Glass 


Wire or Write for Detailed Information 


California Ware 


DIVISION OF 


PLASTIC & DIE CAST PRODUCTS CORP. 
1010 E. 62nd Street, Los Angeles, Calif. 

















8% 


MORE PROFIT 


NEW, hard-to-cut steels 
require High Speed hack 
saw blades. Capewell has 
developed the molybden- 
um blade that mechanics 
are paying real money to 
own. his called TECH- 
NITE. It cuts faster, lasts 
longer. For you, it brings 
98% more profit. It sells 
fast from Capewell’s FREE 
4-color display. Carry ex- 
tra stock to fill the demand. 
Order from your jobber. 
The Capewell Mfg. Co. ~ 
Hartford, Conn., U.S.A, 

















T 
THE TRENO 1s TO THE MOLYBDENUM 


HICH SPEED HACK SAW BLADE 





crews 


For Fifty Years 


SEND Manufacturers 


Free |i Of Screws, Stock 


CATALOG 


Screw Machine Work 












Machine Screws 


Machine Screw Nuts 





Sheet Metal Screws 
Wood Screws 





Case Hardening 
and Plating 


Developments made 
for your industry 


The above products put 
up in gross packages 
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to fit the circular walls. However, 
he carried out a novel idea by dis- 
playing merchandise on a series of 
circular stands. The problem of 
adapting shelves to the circular walls 
was overcome by using apple boxes, 
which took the curve of the wall 
naturally. 

It is quite obvious that this idea 
of Mr. Summer’s has-been very suc- 
cessful and convenient as he writes, 
“I have operated a lot of stores 
and if I were to open another store, 
or build a new one, I would make 
it one with a circular interior.” 

The trade territory that the Sum- 
ner Hardware Company serves in- 
cludes two well-known movie studios, 
Warner Bros.-First National and 
Columbia Pictures studio ranch. The 
Lockheed and Vega Aircraft aircraft 
factories are also nearby. 

While Mr. Sumner’s pumpkin 
may be make-believe, its advertising 
value is real. “It’s known all over,” 


he said. “Every day or so, some 
tourist stops for a snapshot of it.” 
For phone callers asking the store’s 
location, he has a formula reply, 
“Know where the pumpkin is?” 
They always do. “Well, that’s the 
place,” he replies. 

As might be expected of a man 
willing to chance a business venture 
in an unorthodox building, Mr. 
Sumner has a real sense of humor. 
The friendly atmosphere which per- 
vades his place of business is con- 
ducive to sales and his long exper- 
ience in the hardware field has been 
a major factor in the store’s success. 

Mr. Sumner will celebrate his 
fortieth anniversary in the hardware 
business this year, having started 
at Marshfield, Ore., on Nov. 1, 1902. 
He expresses himself as well pleased 
with his pumpkin venture.and well 
he ought to be for he has built up 
an excellent business in what was 
a “white elephant” until he bought 
it four years ago. 





Fight the Axis With 
Fire Prevention Work! 


(Continued from page 58) 


executed Fire Prevention Week 
program.” A parade of fire, po- 
lice, street cleaning and _ other 
municipal units, with school chil- 
dren, air raid wardens, fire war- 
dens, scouts, clubs, etc., is one very 
forceful way of emphasizing the 
importance to our war effort of 
real honest-to-goodness Fire Pre- 
vention Week observance and con- 
sideration. 


9—Use a Window Display 


Devote all or part of a show 
window to the Fire Prevention 
Week story. Include statistics 
comparing the local and the na- 
tional picture on fire losses and 
fire causes. Show damages re- 
sulting from the 10 most common 
fire causes in the last 10 years, as 
tabulated by the O.C.D. These 
figures are shown on page 58 of 
this issue. Obtain exhibits from 
fire wardens, air raid wardens, 
police and fire departments, insur- 
ance agents, newspapers, etc. 
Make the display a bit gruesome 
with burned clothing, charred 
shingles, beams, etc. In short in- 
ject some horror into the display 
to really make it strike home. Out- 


line in the window hints for pro- 
tecting the home and _ business 
place from incendiary bomb dam- 
age, as available from O.C.D. Ob- 
tain and include Fire Prevention 
Week posters from the National 
Fire Protection Association or the 
National Board of Fire Under- 
writers, both of which are of color- 
ful and striking design. Show fire 
prevention and fire fighting equip- 
ment—in pictures and by actual 
display. Include waste containers, 
safety oil cans, fire door illustra- 
tions, fusible link closers, hose, 
fire helmets, boots, safety nets, ex- 
tinguishers, fire axes, etc., taking 
items from your stock and borrow- 
ing others from the local fire de- 
partment, air raid wardens, etc. 
Really give a full window, all the 
way. for this event. 


Cutlery Catalog 


Landers, Frery & Clark, New Britain, 
Conn., has recently released a 50-page 
cutlery catalog illustrating the complete 
line of “Universal” cutlery. In addition 
to the illustrations each set of cutlery is 
clearly described and numbered. The 
catalog is completely indexed, both 
alphabetically and numerically. 
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STARRETT is exerting every effort 
to meet the urgent demand for pre- 
cision tools occasioned by the war 
production program. At the same 
time the STARRETT standards of 
accuracy and workmanship that you 
and your customers have learned to 
appreciate and respect are being 
steadfastly maintained. 

THE L. S. STARRETT CO. 

W orld’s Greatest Toolmakers 
Precision Tools Dial Indicators 
Ground Flat Stock . . Hacksaws 


Metal Cutting Bandsaws Steel Tapes 


Athol - Massachusetts - U.S.A. 








PEP UP PROFITS 
With Eagle Galvanized Cans! 





These Eagle cans are good will 
and profit builders. Attractive, 
leak-proof, made _ right, and 
priced right, too. The “Handy- 
Grip” cap is easily unscrewed 
by hand. Extra large filler 
opening for easy filling and extra 
large pouring spout for rapid 
dispensing. 

Important—We are cooperating 
with the War Production Board. 
Priority orders are filled first. 
If your shipment is delayed it 
will be because of conditions 
beyond our control. 


Ask your jobber or write 


EAGLE MANUFACTURING CO. 


DEPT. 992 WELLSBURG, WEST VIRGINIA 
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By L. W. MOFFETT 


Washington Representative 


of Hardware Age 


WPB ESTIMATES AN AN- 
NUAL SAVING of 1200 tons of cop- 
per as the result of Limitation Order 
L-161, issued on Aug. 25. The order 
prohibited the use of the metal or its 
alloys to manufacture parts for fuses, 
other than current carrying parts, effec- 
tive 15 days after issuance of the order. 
Effective 30 days from the date of the 
order it also prohibited the assembly 
of fuses with copper parts other than 
parts carrying electric current. 

Sales of fuses by manufacturers were 
restricted, effective 15 days from the 
date of the order, to sales to other 
manufacturers, or on A-10 or higher 
preference ratings. 

WPB said that adequate supplies are 
expected to be made available to ci- 
vilian users of fuses since distributors 
are permitted to obtain fuses and other 
electrical supplies throngh the use of 
Form PD-IX. 

x * * 


MANUFACTURERS of domestic 
mechanical refrigerators were notified 
on Aug. 31 by telegram that refriger- 
ators may be released only in accord- 
ance with existing terms of Order 
L-5-d. 

“If and when the order is amended 
you will be notified,” telegraphed L. M. 
Morrison, Chief of the Refrigerator See- 
tion of WPB’s Consumers’ Durable 
Goods Branch. 

It was stated that the telegram was 
sent out because of press and radio re- 
ports that WPB was about to amend 
the refrigerator order to release a num- 
ber of refrigerators now in frozen stocks 
of manufacturers and wholesalers. 


x * * 

NO MATERIAL of any nature 
that is to be used for packaging or 
shipping purposes may be ordered with 
a preference rating assigned under the 






q E ; 


terms of the Repair, Maintenance and 
Operating Supplies Order, P-100, ae- 
cording to Amendment No. 3 to that 
order, issued on Aug. 28 to the WPB 
Director General for Operations. Pre- 
viously this prohibition applied only to 
non-ferrous materials. 


= 8 ® 


PROVISION WAS MADE BY 
OPA on Aug. 31 for specific ways in 
which mail order establishments selling 
at retail should post ceiling prices for 
cost-of-living commodities. 

In catalogs or flyers published after 
Sept. 5, ceilings may be indicated by 
either of the following methods: 

First: By showing the seller’s maxi- 
mum price for the 200 cost-of-living 
commodities set forth in the General 
Maximum Price Regulation at the place 
in the catalog or flyer where the article 
is listed, or 

Second: By printing on the cover or 
the page immediately following this 
statement: “All the prices in the pres- 
ent catalog are our ceiling prices with 
the exception of ...” There then must 
follow a list showing all commodities 
offered at less than ceiling prices, and 
a statement of the ceiling price for such 
commodities; or the customer may be 
referred to another page where such 
list appears. 

=x 2 ® 

IF THE MAIL ORDER HOUSE 
uses the first of the two optional meth- 
ods, it need state the ceiling for only 
the cost of living commodities—at the 
place where they are shown in the cat- 
alog or flyer. If it uses the second 
method, the store must list every com- 
modity—whether or not it is one of the 
“cost-of-living commodities”—for which 
the selling price in the catalog or flyer 
is lower than the retailer’s ceiling. 

If these methods are impracticable, 
the mail order establishment may apply 
to OPA for permission to use some 
other method which is substantially in 
accordance with the requirements out- 
lined. 
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aaa) War or No War! 
NETTING ROGERS CARRIES ON 


With Exclusive Hardware Jobber Policy 


During these strenuous days we are doing our utmost to 
supply our customers with Rogers liquid fish glue as rapidly 
as possible ... and we are abiding by our exclusive policy 
of offering the hardware trade absolute protection by not 
selling to chain store groups, group buyers and mail order 
houses. In fact, be- 
cause of the excel- 
lent cooperation that 
has developed as a 
result of our strict 
hardware trade 
policy, we are ex- 

















An Apology and a Promise 


If you have suffered any delay in ob- 
taining Rogers’ liquid fish glue, it is 
because Uncle Sam is the man ahead 
of you. . . we know that you won't 
mind waiting in line behind him. We 
assure you that we are doing our ut- 


panding the program 
for your benefit, and 

- . WE ARE NOT 
ADVANCING OUR 
PRICES! 


most in research and production to 
fulfill all of your orders absolutely as 
rapidly as possible. Please bear with 
us in this respect . . . we expect that 
you will receive your shipments 
promptly. 








Profitable are the heavier 
_ grades of hexagonal net- 
. ting. You give complete 
satisfaction when you sell 
WRIGHT. 


°F WRIGHT 


WORCEST ES 








Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 











STEEL & 


WIRE CO. 
* MASS. 






GLOUCESTER, MASS. 


"GEE! SHE 
MUST USE 








Because the WESTCO 65 opens cans in a jiffy. And 
is so easy to use. Long lasting, too. No wonder it's such a 
cinch to sell WESTCO—even at $1.50. Let your customers 
try a WESTCO on a can on the counter and they'll sell them- 
selves. No foolin'. And there's no fooling about the profit 
to you in this $1.50 money-maker. So order a supply today 
from your Distributor or Direct. Then feature—promote— 
display WESTCO—the finest household can opener ever | 
made. | 


THE FORSTNER AUGER BIT 


The amazing versatility of the Forstner Auger Bit will immediately 
make a hit with all your customers who work with wood. Because 
the entire cutting surface works all the time, this tool bores a per- 
fectly smooth - walled, flat - bottomed hole. And because the Forstner 
is guided by its circular rim instead of a center spur it is especially 
suitable for cutting through hard, knotty or irregular grained woods 
and for boring at any angle. Wood - workers use this tool for dozens 
of jobs — such as mortising, scalloping, scroll work and pattern 
making — commonly done with chisel, gouge, scroll saw or lathe. 
























@ DIE CAST FRAME 

@ NEW DESIGN 

@ ROTATING CUTTER 

@ COORDINATED DRIVE WHEEL 


THE TURNER & 
SEYMOUR MFG.CO. 


Makers of Famous Blue Line Kitchen Tools | 
492 Lawton St. Torrington, Conn. | 





Made of fine, tempered tool steel. Operate freely without clogging. 
Available with machine or hand brace shanks in the following sizes : 
For machine use, 4“ to 114” by sixteenths; 154” 
to 3” by eighths. For hand use, 14“ to 142” by six- 
teenths. Sold singly or in sets of 9, 11 or 17 bits 
each. Order through your jobber. 
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“PROGRESSIVE MFG GO 
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Spring and Chain 
DOOR STOP 
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Every storm door needs 
this handy, shock-absorb- 
ing wind check and 
every householder will be 
glad to buy one. Show it 
and it’s a sale. 

Rugged three-screw brack- 
ets that won't jerk loose 
extra strong chain 
heavy springs on each end 
have just the right tension 
for sudden shocks. All 
parts heavily Cadmium 

plated. 

Packed one in an en- 
velope, complete with 
screws and directions for 
installing. One dozen en- 
velopes in a carton. Order 
No. 95-18-1 from your Jobber today. 


For useful items of dependable 
quality, specify ''Shelby'’. 


THE A lyolby_ 
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GC SPRING HINGE C 
SHELBY, OHIO 





Put PAINE 


PIPE HOOKS 


and HANGERS 
On Your Want List 






Fig. 600—HANGER RING AND 
BOLT. 16 snug fitting sizes in 
galvanized and black steel with 
precision - fitted 
bolt and thread 
— assure posi- 
tive support for 
heating and 
plumbing pipe. 


Fig. 610—SNUG FIT PIPE 
HOOK. Just the thing to 
use for small pipe sus- 
pension. Handles all sizes 
up to including 2”. Promi- 
nent crimped spike head 
speeds up driving. 





Ask your Jobber TODAY and Write for Catalog. 
THE PAINE CO., 2963 Carroll Ave., Chicago, Ill. 
Offices in Principal Cities 


and HANGING DEVICES 
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One Dollar a Year, and Abuse 


HE hardest jobs to obtain in 

Washington today are the least 
desirable. That sounds like an up- 
side-down paradox but it accurately 
describes the position of one group 
of war workers—the dollar-a-year 
men. 

These specialists from industry 
who are lending their services to the 
Government must go through about 
the same routine as a $1440-a-year 
Civil Service clerk. In the first place 
they must be sent for, and the Gov- 
ernment never calls upon them if 
the post can be filled by a paid em- 
ployee. After he has been invited, 
a dollar-a-year man must satisfy the 
Government of his “high integrity 
and good moral character.” He must 
have an outside income of at least 
$5600. 

The country should be grateful, 


Caught the Eye of 


you are saying, to these 500 or so 
experts, doing their jobs without 
compensation. But it’s more abusive 
than grateful. Millions of people 
have been led by politicians and left- 
wing typewriter pundits to think of 
dollar-a-year men as_ industrialists 
wangling fat contracts for their com- 
panies. It is a positive liability to a 
corporation when one of its men is 
so picked. 

All contracts, in fact, are placed 
by the War and Navy departments. 
No dollar-a-year man, by official 
order, may “make determinations 
directly affecting the affairs of the 
firm or company in which he is 
employed.” But the fiction that they 
are in Washington for ulterior pur- 
poses has been accepted and abuse 
continues to be these men’s compen- 
sation. —Nation’s Business 


the Paint Prospect 


Whenever You're Ready to 


PAINT 


Come to BLACK'S for Your Supplies 





We Have Everything You'll Need 
M — for — 
INSIDE 
sesiadll caer 
OUTSIDE 
PAINTING 


Complete Stocks! Well-Known, Dependable 
Lines! Every-Day Low Prices! 


BLACK’S 


125 East North 
Phone 5376 





1133 North Water 


Phone 4306 


Telling its story at a glance, this advertisement reminded people that 
Black's, Decatur, Ill., was the company from which to purchase paint for 
indoor or outdoor jobs. Plenty of white space and big bold type for the 
name and products added considerably to its appearance and gave it a 
lot of authority. It measured two columns in width and 47% in. deep. 
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FARRELL-CHEEK 


FIRE-FIXER 








FURNACE TOOLS TO MEET ALL 
REQUIREMENTS 


Ask your jobber or write direct 
for catalog. 


a’ 
a, Clinker Tongs 4 


i Fire Hooks 











Pokers 









Back Up Wrenches 
Clinker Hooks 





Slice 


Ash Hoes Bars 








FARRELL-CHEEK STEEL CO. “*"oust’: 
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in the long line of Champions that meet 
the exacting storm-door hardware re- 
quirements of your customers. This 
efficient shock absorber assures protec- | 
tion against damage from wind. Look to 
Champion when you bid Defense Hous- 
ing. 


Champion No. 33 is one of many items 
Buy War Bonds 


(THE CHAMPION HARDWARE COMPANY 


reet, NEW YOR 
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@ Improved dynamic design (patented) 
gives perfect balance plus unequalled 
efficiency in both chopping and driving. 
Full force of each blow is centered at 
point of impact, as in sketch. 

Stock, display and profit with this uni- 
versally sought and accepted tool. 

National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 





TRUE TEMPER 


PRODUCTS 


FORKS + RAKES + HOES + AXES » HAMMERS + HATCHETS 
SHOVELS + FISHING RODS AND BAITS + GOLF SHAFTS 











“Now is the time to modernize your store” 





Today, every day, the Heller Company 
is busy producing modern display 
equipment for the Hardware trade. 
Some people are surprised when they 
learn this fact. Others may feel that 
now isn’t the time to put their store 
in tip-top shape. 

But those who understand: the sig- 
nificance, the importance, the value, of 
store fixture modernization, agree that 
such a procedure now is most impor- 
tant. When the war is over the best 
equipped stores have a running start 
on competition. The cost of improve- 
ments now are deductible on tax re- 
turns. The influence upon the trade, 
upon your employees, upon yourself, of 
a modernly equipped store is tremen- 
dous. More activity results and in the 
final analysis, you profit, month after 
month, year after year. In many in- 
stances it has meant the turning point 
for the better in a business career. 

Without obligation, may we tell you 
why so many stores have been Heller 
equipped. Write today. 


W. C. HELLER & COMPANY 


842 Bryant St. 330 Hudson St. 
Montpelier, Ohio New York City 















































No. E3021 — For Flush Doors 
No. E3023 — For 34,” Offset Doors 


(Illustration 14 Actual Size) 


Developed to conserve vital War 
materials, Kromoid is a highly rust- 
resistant zinc base plating specially 
processed and finished to resemble 
chromium and to resist tarnish. 
Now available in buffed or dull 
finish on Amerock Cabinet Hinges, 
Pulls, Knobs, and Catches. 


Ask your jobber 





AMERICAN CABINET HARDWARE CORP. 
ROCKFORD % ILLINOIS 





GENUINE 


Ameroc 


PRODUCTS 


WIRE FORMS— 


Is that your 
“BOTTLE NECK”? 


The big job of the hour is getting rid 
of “bottle necks” in war work. If any 
part of your program is being slowed 
down for want of good wire forms, 
contact us. Even though we are right 
now up to our eyes in war work, let 
us know your problem. We’ll do our 
best to help you. 
(DEALERS: For the duration, our hard- 


ware deliveries must defer to war 
needs.) 


M. S. Brooks & Sons, Chester, Conn. 
Since 1848 


BROGKS # HOGKS 
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“There Is No Shortage 
of High Quality Paints” 


From a broadcast by Joseph Bier, 

WOR Farm Editor on Radio Station 

WOR, New York, Farmer's Digest 
Program of August 25, 1942. 


N recent weeks on this program, 

there have been many discus- 
sions on priorities and kindred sub- 
jects, and suggestions made for sub- 
stitutions for materials that are now 
scirce or not available at all. The 
question of paint came up also a 
couple of weeks ago, good paint. 

Just in case there was any mis- 
understanding at the time, particu- 
larly when it was suggested to our 
farmer listeners that they defer any 
painting program for the time being, 
rather than use inferior paints, be- 
cause of a shortage of high quality 
paint, and the scarcity of important 
ingredients that go into their manu- 
facture, | am reading from a com- 
munication received from the Na- 
tional Paint, Varnish and Lacquer 
Association, that should clear up the 
situation without any further ques- 
tion. It is based on their own sur- 
vey of raw materials and indicates 
an optimistic rather than discourag- 
ing view. Summarizing it in part it 
amounts to this. 

The paint industry has been en- 
deavoring for some time to correct 
an erroneous impression that paint 
is scarce or that it was restricted for 
civilian use. This error is believed to 
have been due to confusion in the 
public mind and in the minds of 
some business men ¢oncerned with 
the handling of property, on account 
of the multiplicity of priority orders 
affecting many products and mate- 
rials and the limitation and regula- 
tion of new construction. Despite 
the fact that in none of these orders 
or regulations has there been any- 
thing to affect the customary use of 
paint by landlords, tenants, home- 


| makers, and I’m sure we can include 


farmers also. 
It is pointed out that the avail- 


| ability of paint and varnish products 


in the stores can be promptly veri- 
fied by a visit to an average paint 
dealer, hardware dealer, or the paint 
department of any other type of 
business which handles paint. The 
National Paint, Varnish and Lac- 
quer Association, further clarifying 
the situation, has emphasized that 
the paints now available in the 
stores are mostly made by the same 


formulae as heretofore, due to the 
fact that they were largely manu- 
factured some time ago, in accord- 
ance with the normal schedule of the 
paint industry. 

Whatever changes have occurred 
or may now be made in some types 
of paint products do not necessarily 
mean a lessening of quality, and in 
some instances may turn out to be 
permanent improvements. For the 
duration, they may not come in as 
many tints as heretofore, and there 
may be some limitation in the num- 
ber of sizes available. The paint 
industry stresses its expectation that 
good, serviceable paint will continue 
to be supplied without interference 
with the government’s wartime con- 
servation of critical materials, for 
protection of the structural property 
of the American people, and at the 
same time its beautification without 
necessitating any additional material 
or any extra cost. 

So there you are neighbors, if 
you've been hesitating about carry- 
ing out your painting plans or pro- 
gram because of a reported shortage 
of good paints. There is no shortage 
of high quality paints at this time! 
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WITT Cans 


helping to 
CAN 


the AXIS 


more and more 
which means 
CANS have gone to war 
against the Axis. We 
feel sure our many 
friends will say O.K. to 
this, although it necessi- 
tates serious curtailment 
of the supply for civilian 


needs. 





But you can do this to 
help out in the emer- 
gency — take extra good 
eare of each WITT 
CAN, so it will last even 
longer than 3 to 5 ordi- 
nary cans. 


The WITT CORNICE CO. 


WINCHELL AVE. ___CINCINNATI, OHIO 


DECALS 


Advertisers... these new, low cost, double- 
face decal spot window signs assure war- 
time dealer cooperation. Build consumer 
morale. Colorful. Easily applied. Designed 
,} to your order. Sell war stamps and your 
J, brand too...or choose other slogans—"Get 
in the Scrap,” “Conserve Rubber for Vic- 
tory,” etc. An effective wartime 
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WW NEY Vi tlelile 


POINT-OF-SALE 


















sucae custo 


Front Reverse i effort. Free designing service. RE@TB 
aan WAR : Write now for complete details. ae VE 
AD ON SLOGAN Hardware Service Division TAL 
STREET ON STORE , THE MEYERCORD CO. 


SIDE SIDE 






5323 W. Lake St., Chicago, Ill. 





When You Want To Be Heard— 


Speak to the right “class”— ene 
in the right paper—in the eae’ 
right way. HARDWARE Wir 

oD hes VV 


AGE will tell your story to 
the greatest number of hard- 
ware men in the hardware 
trade. Its Classified Oppor- 
tunities Section is the place 
to put your want ad for 
quick, tangible results. 


HARDWARE AGE 


Classified Oppor 


100 East 42nd St. 





New York City 
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Uncle Sam is calling for 
cans, 


WITT 






Sanette’s DUAL Responsibility 


In these days of SCARCITY, we have a dual 
obligation—to keep you supplied with San- 
ettes as liberally as possible and to fulfill our 
national emergency obligations. 



















Despite restricted output, Sanette 

QUALITY is being maintained... your 
assurance that every Sanette you 
sell today will influence additional 
sales later. 


Please bear with us if your orders 
are not filled entirely or prompt- 
ly. We cannot make enough 
Sanettes to go around. And, for 
the duration, please be patient 
and we promise you our best ef- 
forts in your behalf. 





MASTER 
METAL 
PRODUCTS, 
| INC. 


BUFFALO, 
N. Y. 





psIGHT.- 


Lowe Brothers foresight 
in constantly developing 
its manufacturing facili- 
ties has assured contin- 
uous production of such 
superb products as High 
Standard, Mello-Gloss, 
Plax. And they assure sat- 
isfied customers for you. 
THE LOWE BROTHERS CO. 
DAYTON. OHIO 


GOOD PAINT IS EASIER TO SELL 


TWE STYLIZER WAP 


THE STYLIZER by Lowe 
Brothers shows prospects how 
to build smart, new color 
schemes around their pres- 
ent furnishings—and makes 
good paint easier to sell. 


’ 
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Lowe Brothers 


PAINTS—VARNISHES 


QUALITY PLEDGED FOR LONG-LASTING PROTECTION AND ECONOMY 


A CEE 
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The 


best ... 
BETTER BRAND 


MOUSE AND RAT TRAPS 





McGill Metal Products Co. 


Marengo, Illinois 








ARMSTRONG BRAY 


AX 





both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss — every 
hook saleable and usable Made in 
6 sizes 
STEELGRIP Belt Lacing is applied 
with a hammer Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 
pins 

Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 
ARMSTRONG-BRAY & CO. 


“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 








STEELGRIP Immediate deliveries 


Tricks for Window Displays 


| That Get Attention 


Changing Color Background Illumination 
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Diagram showing the way in which color changes are made. 


| "pewter changing color 
background illumination will 


cause the after theatre and evening 


shopping crowds to stop and con- 


template your display before saun- 
tering on. 

\{ toy motor is used to rotate a 
color wheel of Cellophane dises in- 
serted in a plywood disc. These 
Cellophane dises are insulated from 
the heat of the sealed beam type 
spotlight by a sheet of wire glass 


across the back of the disc. The wire 
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* 


glass also acts as a diffusing agent 
for the bright light. Complete de- 
tails for building this color wheel 
are given in the sketch. 

Make your background and price 
signs in black and white and the 
color wheel will give them endless 
variety. 

\ background slogan might sug- 
gest the following: 

“Some Colors Fade and Change 
Those In Our Paints Remain the 


Same Always.” 


* 


Figures with Illuminated Heads 


~\, UMMIES with flashing (lamp 
bulb) heads serve to secure 
attention of shoppers to special sell- 
ing messages held in their hands. 
These small dummies are sawed 
from plywood with a coping saw and 
appropriately painted. They should 
be 10 to 12 in. in height. The head 
of each dummy is a regular electric 
lamp bulb and is painted to repre- 


sent a comic face. This is screwed 


into a lamp socket attached to the 
body of the dummy with a bit of tin 
strip and a couple of brads. 

A small toy motor is used to oper- 
ate a revolving switch lever which 
causes the lamp bulb heads of the 
dummies to light up. As the switch 
lever revolves and gives life to one 
figure after another, so each of your 
sales messages springs into promi- 


nence before the eyes of the shop- 
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STEEL BELT LACING 


FOR KEEPING | 
UP YOUR STOCK 
these Economy 
Packages are 
paciied 10 of a 
single size in 
corrugated ship- 
ping carton 


THIS ECONOMY PACKAGE is a 
particularly attractive merchan- 
dising item. It avoids the neces- 
sity of breaking a standard box 
of lacing. Contains one set of 
lacing complete with gauge and 
hinge pins for a 12” belt and the 


FOUR SIZES IN 
ECONOMY ODIS- 
PLAY UNIT. For 
quick over-the- 
counter sales 
use this Econ- 
omy Display 





FOR DEFENSE 


Spring Hinges of Quality 


Type BUT2001 


We are proud that 
Chicago Spring Hinges 
have been specified for 
many of the country's 
greatest defense plants. 


Orders for defense 
needs must be filled 
the order of their im- 
portance. Help us to 


serve you by showing all necessary priority 
and end use information on your orders. 


lacing can be broken to length Unit i? 
for the narrower belts. nit, containing 
3 packages 15E, 


List | Weight Belt 2 of 20E, 3 of 25E 
Percarton | Per carton Thickness and 2 of 27E. 
7 _ 2 om No. 410. Econ- 
4.9 lbs. ig" omy _iegter 
5.8 lbs. ‘ y Unit, List... $5.60 
: ek ual ORDER FROM 
All prices subject to discount YOUR JOBBER 


FLEXIBLE STEEL LACING COMPANY 


4616 Lexington Street, Chicago, Illinois 


shown above. 





FOR VICTORY 


Buy U. S. War Bonds and Stamps 























Chicago Spring Hinge Company. 
CHICAGO NEW YORK 
U.S.A. 











SU POW BIR 


WINDMILL WATER SYSTEM 
puts Faucets ON THE FARM 


HAT faucet contains a bit of magic. It's the farmer's 
dream. The dream of chores without drudgery .. . 


water in the kitchen . . . a shower in the bathroom 

. water in the barn. The Monitor Sky Power 
Running Water System makes that dream a reality! 
You know that farmers today have the money to 
buy! They are doing more than looking and hoping. 
They're demanding the convenience of running water 
systems . . . to increase production and to save time. 
Strike while the iron is hot! Two out of three farms 
— without electricity — are logical users. Ask your 
nearest Baker branch. 


UY Ii RUNNING WATER 
¢ Pumps * Pumpjacks « Well Supplies 
. DISTRIBUTED BY 
AUTOMATIC BAKER MFG. CO: Minneapolis, Minn.; Madison, 
VAUGHAN NOVELTY MFG ‘ef @) The 0) a en Wis.; Fort Dodge, ta.; Cedar Rapids, fa.; Fredericks 

4 wd " t 1d Ile burg, fa.; Omaha, Neb.; Kansas City, Mo.; Enid, 
"'World’s Largest Manufacturer of Bottle Openers and Can Openers”’ | j Okla. ; Hutchinson, Kan. Brandon, Manitoba, Can. 
3211 - 25 CARROLL AVENUE CHICAGO, iL., U.S.A. 


Windmills 








Lubbock, Texas; San Angelo, Texas. 


BAKER MFG. CO., Evansville, Wis. 


ie. & &« BUY WAR BONDS AND STAMPS x* * * *® 
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Here is the lantern that ties-in with 
new demand. Thousands of families 
are buying lanterns for emergency 
use. The Air Pilot's modern functional 
design appeals to all. Smart aero- 
features add to looks and performance. 


TWO SIZES « ONE QUALITY 


Embury Mfg. Co.,Warsaw, N.Y. 











Don’t Overlook This 
Glue-Selling Fact 


A good, liquid fish glue, like Iron Glue, 
ready to use without messy mixing, is what 
most people want. That’s why Iron Glue is 
the largest selling 10¢ glue. Iron Glue holds 
tighter, is more satisfactory for most jobs 
around home or shop, than hard-to-use 
“dry” glues that need special measuring 
and mixing. Your customers know Iron 
Glue—nationally advertised in Lire and 
THE SATURDAY EVENING Post. It pays to 
keep Iron Glue prominently displayed. Ask 
your jobber, or write giving jobber’s name, 
for full information. 


IRON GLUE 


THE McCORMICK SALES CO. 


420 Light St., Baltimore, Md. 







AN ELEPHANT FOR STRENGTH 
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MODEL PLYWOOD 
/GURE FOUR 
FIGURE FIGURE FOU 

(2 or 4) FLASH /LLUMINATEO-HEAO 

S/6N DUMMIES 

} 
Showing how the illuminated head works. 

per. It is suggested that your signs your advertised product or slogan. 
be arranged to read in rotation to Complete details for building this 
give a more unified impression of flasher unit are shown in the sketch. 


Dry Shaver Clinic Pulls Profit 
for Currie Van Ness Store 


A THREE-DAY dry shaver clinic, 
held recently by the Currie 





Van Ness Co., in Mason City, Iowa, 


| a city of about 26,000, put $363.45 in Meet Our 
yg ‘ ; Shaving Expert 

| the firm’s cash register. Twenty-six 

FACE to FACE 

| new shavers were sold and 24 shaver 


. / . . 
| owners had their units modernized 
with new shearing heads. In addition 


51 accessory sales were made. F R e FE 


Held prior to the curtailment of 








i a ees CLINIC 
dry shaver production, the clinic DEMONSTRATION 
placed emphasis on the service angle AND SERVICE 


for the store was one of the earliest 
retail hardware outlets for electric 


| shavers. And the store always kept NEW Shick Shaver 


| a careful record of all shaver sales, 
| 








using these records to follow through sian in our store whom we Free Fn 
‘ want you meet. He's a ‘@ All Schick Ow 
to suggest service work or replace- barber expert from Schick | If you're already a Schick fan, 
E < ee ee he wants | bring your shaver in and we'll 
| ment with newer models. Conducted cian. clone "shaves — 26% | naj Wt for” you FREE” of 
| . . uicker—wit new 5 ie! chi 
| with the aid of a factory representa- Shaver. Don't miss this chance | we'll fit it with the mew 2-M 
| to find out about the st | HOLLOW GROUND HEAD. 
- - ~a4 “ preg 
tive of the manufacturer, the clinic pe Re Ahad bet eee 


was advertised in a local paper, by 


direct mail and by means of a traffic Currie Van Ness [a 


stopping window display. Cards 











20-22 Eest State Street Phone 17 
were mailed all shaver customers 

calling attention to the clinic and Thin two-estuamn edvediesment in 
offering free adjustment and lubrica- a local paper attracted customers 
tion. The campaign pulled in local to the three-day oe. Original 
residents as well as people in rural was 4 in. wide and 6% in. deep. 
areas. 
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Looking for a 
; HARDWARE STORE? 


HE place to find it is under the heading of Busi- 
ness Opportunities in the Classified Opportun- 
ities Section of the regular issues of Hardware Age. 


By watching the for-sale ads you’ll be reasonably 
sure to secure a good paying business at a fair price 
or better still, let the trade know the kind of a store 
you are looking for. 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd Street. New York City 
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MANY USES—MANY SALES 
With This Handy All-Purpose 


X-ACTO POCKET KNIFE 


Today’s problem is not only to get 
merchandise, but getting merchan- 
dise which will sell, easily and 
profitably. That’s why hardware 
dealers throughout the country 
are stocking up on this new 766 
X-ACTO POCKET KNIFE. 








The 266 X-Acto Pocket Knife fea- 
tures a one piece stainless steel 
handle, tastefully engraved. Comes 
complete with three surgically keen 
replaceable blades, in a rich black 
and gold box. Knife opens or closes 
with a flick of the thumb. Now, 
more than ever, this $1.00 retailer 
is selling on sight, creating good 
will, repeat sales, and constant 
profits. LIBERAL DISCOUNTS 
and promotions. Stock up... NOW! 


X-ACTO CRESCENT PRODS. CO., Inc. 
440 Fourth Avenue New York City 














Every Shelby Americycle you 
place with a war worker 
will do its part in helping to 
solve the civilian transpor- 
tation problem and step-up 


Vietory production. 


spe «woes nal 
eet i He Sei a anaes oe 


TRANSPORTATION 


THE SHELBY CYCLE COMPANY, SHELBY, OHIO 
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Offers 27 Types of Work Gloves 





This grandstand-type display helped increase business in work gloves 
and permitted better showing and storing of a much greater variety 
of gloves than had been formerly possible. 


FENHE Pittsford Hardware, Pitts- 

ford, N. Y., is a store in which 
constant improvements are being 
made. A recent store arrangement 
improvement in the form of better 
built up display tables gave work 
gloves, among other items, a much 
better display. This table, together 
with others toward the rear of the 


| store, is a standard flat topped unit. 


For better display they were 
equipped with shelving units not un- 
like a grandstand in appearance. 


This arrangement emphasizes each 
shelf of merchandise and provides 
hidden storage space for surplus 
stock. 

With this arrangement 27 differ- 
ent types of work gloves, priced 
from 15 to 98 cents are effectively 
displayed. Each type has its price 
marked immediately beneath it on 
removable tags. Before this display 
was used, glove stocks were not in 
an accessible place. Now they are 
right out where all may see them. 





Special Fixture 
Shows Flashlights 


P Agteoreese fixture with shelves 
sloping toward the front is 
used to show flashlights to advan- 
tage by the Litchfield Hardware Co., 
of Litchfield, Minn. The unit is set 
up in a section of the open sporting 
goods case. The flashlights are re- 
moved from their cartons and are 
arranged in rows on the shelves with 
their heads facing toward the cus- 
tomers. One shelf is used for dis- 
playing bulbs and batteries. 

This fixture was constructed by 


one of the mechanics of the store in 
spare time. It is a device Which can™ 


be built by any person who is handy 
with tools. 


Flashlights are displayed in a 
special fixture located in the 
open sporting goods wallcase. 
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e" “Use Brushes of Mer 


isi tall “UNITED BRUSHES” 


FOR 


VICTORY 
Buy U. S. WAR BONDS 








FOR PAINTING 
AND DECORATING 











UNLON MADE—A. F.L. 


<UBM> UNITED BRUSH MANUFACTORIES 





























There are no substitutes for quality—buy RED DEVIL Modern-line 
GLASS CUTTERS, glaziers and painters tools and machines. 


LANDON P. SMITH. Inc.. Irvineton, New Jersey, U. S. A. 


PAINT CONDITIONER 
e PUTTY KNIFE 
‘ 
| s? - \ 
I <u 
if y ‘SS 
} 1 y . 
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DOLLYDAY One of six items of doll furniture, designed to delight ever 
TABLE ANDe child who has a doll. Sturdily built, beautifully faished. 

Packed 12 to carton, knocked down. Shipping weight 65 
TWO CHAIRS ibs. Suggested retail $2.25. 


Write or call our representatives or factory for catalog and price list. 
CHICAGO .... The Toy Market, 1417 Merchandise Mart DALLAS. .... Herbert Sierk Co., Inc., 2705 Canton Street 
NEW YORK CITY. . Riemann, Seabrey Co., Inc., 1107 Broadway SAN FRANCISCO. .. Standard Toy Agencies, 718 Mission Street 
PLAYPAL TOYS, INC. - 1800 EAST 30th STREET - CLEVELAND, OHIO 
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MASONS’ WO World’s Standard for Half a Century CARPENTERS’ WOOD 
N 


AND se SAND’S LEVELS AND oO 


SAND'S-STEVENS TELL THE TRUTH TILE SETTERS’ WOOD 


SURFACE AND LINE ? AND ALUMINUM 
a SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. annie 
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TE-CO RUBBER BELTING FOR ALL PURPOSES 


ENDLESS BELTS . MR. DEALER 
J j <A STOCK LIKE THIS 


75 Ft. 1/2" 3 Ply 100 Ft. 4'' 4 Ply 
75 Ft. 2° 3 Ply 100 Ft. 5" 4 Ply 
75 Ft. 22" 3 Ply 100 Ft. 6" 4 Ply 
100 Ft. 3° 4 Ply And a Belt Rack 
COSTS YOU ONLY $152.32 sf Tenis 
A FINE PROFIT IS ASSURED 


a . Rie: i . : ° F 
> u L L E Y A N D is TE-CO rubber belting is made of finest mate- 
Q 7 LT 1 ot G C oO . . . rials and will give much additional service 


SECOND AND DELMAR ST. LOUIS, MO. “The Test of Time Since '99" 


HAMMER MILLS " 
~. TRACTOR -f 
; FARM 










All Sizes in ‘Stock 














SEPTEMBER 17, 1942 133. 

















Looking 
for a 
Hardware 


Store ? 


Tue place to find it 
is under the heading of 
Business Opportunities 
in the Classified Oppor- 
tunities Section of the 
regular issues of Hard- 
ware Age. 

By watching the for-sale 
ads you'll be reasonably 
sure to secure a good 
paying business at a fair 
price or better still, let 
the trade know the kind 
of a store you are look- 


ing for. 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., 


New York City 








134 





54000 Communities in U. S. Depend 


on Highways for Transportation 


F ORTY-THREE per cent, or 54,- 

453, of the 125,617 communities 
in the United States, are not located 
on railroads and must depend en- 
tirely on motor vehicles for their 
transportation, according to figures 
compiled by the Automobile Manu- 
facturers association. Because of rail- 
road abandonments and other factors 
there has been a sharp rise in com- 
munities served only by highway 
transportation since 1930, when 
48,000 of such communities were re- 
ported. The number of communities 
served only by highways in each 
state are as follows: 


Served Only 
Total Com- by Roads 
State munities Number Per Cent 
Ala. 2,847 1,166 41.0 
Ariz. 901 383 42.5 
Ark. 3,160 1,462 46.3 
Calif. 5,533 1,868 33.8 
Colo. 2,461 882 35.8 
Conn. 746 457 61.3 
Del. 275 135 49.1 
Fla. 2,600 912 35.1 
Ga. 3,216 1,176 36.6 
Idaho 1,316 481 36.6 
Ill. 4,402 1,181 26.8 
Ind. 3,184 1,580 49.6 
lowa 2,232 587 26.3 
Kans. 2,190 426 19.5 
Ky. 4,494 2,962 65.9 


La. 
Me. 
Md. 
Mass. 
Mich. 
Minn. 
Miss. 
Mo. 
Mont. 
Nebr. 
Nev. 

™ 4 
J. 
M. 


2,982 
1,880 
1,976 


Total 125,617 














1,179 39.5 
1,175 62.5 
1,069 54.1 

913 53.5 — 
1,540 42.1 
851 34.2 
869 35.0 
2,235 53.2 
580 35.0 
337 25.0 
248 41.5 
419 57.6 
797 43.7 
599 51.4 
2,883 53.9 
1,895 53.5 
197 18.4 
2,074 51.5 
948 43.7 
941 48.4 
4,066 43.8 
183 62.5 

556 29.2 — 
343 34.8 
2,023 63.3 
2,918 41.8 
380 31.9 
410 62.8 
2,567 55.4 
874 33.4 
1,832 44.6 
558 21.1 
336 43.2 
0 0 
54,453 43.3 





Realistic Display of Winter Sports’ Goods 


Winter sport 
goods, including 
skis, skates, sled, 
toboggan and ac- 
cessories, were in- 
terestingly shown 
in this last win- 
ter's display of 
The Heyman 
Hardware Co., 
Danbury. Conn. 
The background 
figure represent- 
ing a skier mak- 
ing a telemark 
swing was cut of 
aluminum foil 
paper. Bleached 
cornflakes were 
used to represent 
snow and the 
branches were 
realtwigs, painted 
white. The entire 
display was il- 
luminated with 
white and blue 
spotlights and 
was the creation 
of Willy Schulz, 
display manager 
for the store. 
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POPULAR-PRICED 


BATHROOM AND KITCHEN FIXTURES 
IN AUTOYRE HY-GRADE QUALITY 


WRITE FOR LITERATURE 





e PELOUZE SCALES e 


POSTAL 

INFANT 
COMPUTING 
CANDY 

DAIRY 
DIETETIC 
—- 
COTTO 

HANGING 
COUNTER 
SPRING BALANCES 
Write for Catalog— 


Then Order from Z 
Your Jobber 





STANDARD 
Two sizes—2 Ibs. 
& 4 Ibs. 
Adjustable Beam 








PELOUZE MANUFACTURING CO. 


232-242 EAST OHIO STREET CHICAGO, ILL 


THE AUTOYRE COMPANY, 





















$ a3 60 
Continental TINY TIM ‘a 


Supplies electricity for only Ic pr. hr. 


This battery charger and lighting outfit gives dependable 
alectric service at amatingly low cost. Easy to carry with | 
built-in handle. Easy to operate (push-button starting) — 
easy to own. It supplies controlled voltage. has an auto- 
matic shut-off and a throttle to control charging-rate of 
battery. There are many more new features. Send for new fr 
circular telling about the new Tiny Tim. 


SATISFIED CUSTOMERS PROVE 
CONTINENTAL SUPERIORITY 


Tiny Tim generator is.driven by the 

Continental Red Seal Engine, famous for 

smooth, dependable, economical power. 

- However, Red Seal Power is only one of 
many outstanding feetures. Learn aff 

about this amazing Trey Tim. Write today! 4 


Continental Motors Corp- 
MUSKEGON, MICHIGAN 
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The Famous 


DOUBLE LOCKING 
Chicago Padlock 


Dealers Everywhere Find 
It PAYS to Sell this 
DOUBLE LOCKING 
DOUBLE SECURITY 


Show customers how the CHICAGO 
Padlock locks both sldes of the shackle 















and you'll make a quick, easy sale. 
You'll find this Double-Security 
feature will win you extra customer 
good will, too. . . . Remember—there’s 





a CHICAGO Lock for every protection 

need 

CHICAGO LOCK CO. 
2024 N. Racine Ave. 

19 Chicago, i. 









Good Service 
THE CLEVELAND CHAIN & MFG. CO. 


for Safety . Economy .- 
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ASK YOUR SUPPLIER ABOUT 


OAKVILLE, CONN 














| WHERE 
rT DEMAND EVERY on SIGHT! 
. NATIONALLY ADVERTISED 


STICKING 









DOOR-EASE 


STAINLESS STICK LUBRICANT 
Show it! Sell it! Every home 
needs it! Used like a crayon for 
things that stick or squeak. No 
styles ... no seasons... no ob- 
solescence . . . no stock loss. 
Free display material. Write ... 
AMERICAN GREASE STICK CO. 
MUSKEGON, MICHIGAN 





¥e arDt 6 - 
STAINLESS STICK LUBRICANT 





OLDEST POTTERY IN AMERICA 


ESTABLISHED 1840 


S [OW COST ELECTRIC PLAWTS¥@ Harker Pottery Co. suis" 
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FAULTLESS" 


DOUBLE BALL BEARING ~ 


CASTERS 


(86% more BALL BEARINGS | 
Provide Ensien eae 
- a. Gacalee. Resale Tatas 





FAULTLESS CASTER CORPORATION 
Branches in Principal Pda NSVILLE, INDIANA 


IPALATN 


— 


we hE 


fs 






Canada Factory: Stratford, Ontario 













































Awnings 

It is the little irritations or the 
little services, as a rule, that make 
the difference in the choice of a 
shopping center. Retail dealers 


wer * GA ANU) 


os do 





at Rhinelander, Wis., realized this 
very well and made a move to re- 
move one bad source of irritation. 
They had an 


against low awnings. 


ordinance passed 


No one is 


going to have his hat brushed 
from his head in Rhinelander. 


This is a small detail but it is one 
that can have much to do with a 
good impression of a shopping 
center. a | 
* * . 

Farm Boy Show 
Because they recognize the fact 
that their welfare is tied up closely 


TRADE TRAFFIC BUILDERS 


COMMUNITY PROMOTION IDEAS THAT 
IMPROVE RETAIL HARDWARE SALES 


with that of the farmers, the Cham- 
ber of Commerce at Lyons, Kan., 
got squarely behind the 4-H Fair 


with their money and their time. 


The program included a_ barn 
dance each night; also a style re- 
view, demonstration contest and 
huge parade. 


* * * 


Farm Relations 


The Rapid City Chamber of 
at Rapid City, S. D., 
finds that it is an appreciated 
worth while effort when they co- 
operate with the Home Extension 
Clubs throughout their county. 
These Home Extension Clubs are 
a part of the extension service of 
the United States Department of 
Agriculture, but they need the help 
of the local business men in ad- 
vertising their activities and bring- 
ing more women into the clubs. 


Commerce, 


Activities of the clubs include 
many worthwhile home making 
projects, especially among farm 
women. 


Potato Queen 


The annual Upper Peninsula 
Potato Show put on at Manistique, 
Mich., with the cooperation of the 
Chamber of Commerce, is begin- 








good results. 
Surprising advances in the crop 
have been seen from year to year 
since the advent of the Potato 
Show. This show is put on with 
all of the festival trimmings, in- 
cluding a Potato Queen, parades, 


banquet, etc. 
* * * 


ning to show very 


Grasshopper Day 

One of the strangest things on 
which to hang a trade promotion 
stunt was that used at Alliance, 














SCHOOLS, TOO, USE FRANKLIN GLUE — ANA//ONALLY ADVERTISED | 



















BUT | MUST COOK 
SOME GLUE / 


ANYMORE — 
a HERE / 


~ FZ 
























Squidyii GLUE 
KB tee wn 


sd NO WASTE-NO CHILLED JOINTS 


FRANKLIN 






‘Ei very Drop Works" 


NO HEATING — NO MIXING 





© WRITE FOR SAMPLE ON YOUR 
BUSINESS LETTERHEAD 


_ COLUMBUS, OHIO 
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PLENTY OF EXTRA DOLLARS 


in reglazing IF you have the 


PROPER EQUIPMENT 





FLETCHER Electric Putty Softeners will soften the old- 
est, hardest putty on a sash in about one-third the usual time. 
These tools are sturdy and insulated so as not to burn the 
operator’s hands. There are three models priced at $7.50, 
$8.50 and $10.00. Send today for complete particulars. 


When new glass must be cut, or old glass recut, be sure 
to use FLETCHER “Gold Tip” glass cutters. They are de- 
pendable and are guaranteed. There’s a FLETCHER wheel 
for every kind of glass. 


THE FLETCHER, TERRY CO., FORESTVILLE, CONN. 








BOMMER 


SPRING HINCES 


ARE THE BEST 


We have been manufacturing quality 
spring hinges for 66 years. They have 
established their superiority in the hard- 
ware trade throughout the nation as the 
best material and workmanship obtainable 





are used. 
oS DOUBLE and SINGLE 
ACTION 
"STANDARD" 
TYPES 
Type 29 Type 0 


BOMMER SPRING HINGE CO., BROOKLYN, N.Y. 
CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 


























HEY!! WAIT A MINUTE. 


Can you tell us where we can find 
some good additional lines to 
represent? 











SURE— 
THAT’S EASY!! 


You'll find them listed under "Sales Representatives 
Wanted" in the Classified Opportunities Section of Hardware 
Age. This section reaches the greatest number of Hardware 
readers of any hardware paper and is noted for securing 
quick, tangible results for its advertisers. 


Send your copy with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 


100 East 42nd St., New York City 
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SINicK a PULL” 


. WITH PATENT STRING FEATURE 
. b 4 


Ry oa 
| | i 22 chins: 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 





laisdell venci co., 


PHILADELPHIA PA U 


























STEEL MORTAR HODS 

No dripping onte 
the user's back. 
Made entirely of 
stee) with wooden 







tly reinforeed. 





26°x12° 


Me. 158 - The fork is 
Mortar p23 1% pressed from 
deep heavy gauge 

steel 


Write for prices. 
The Cleveland Wire Spring Ce. 
.* © & 88th St. and Hamilton Ave. 
a @ ieveland, Ohic © 7 











GUNSHINE 
cHAMOIS 


MADE IN U.S A 
ASK YGUR JQGBB8R 


POR GUAR EXTRA VALUE 
SEWED PIECT CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 





KEY BLANKS 


OF EVERY DESCRIPTION 


3 





Catalogue on Request 


GRAHAM MFG. co. 


Dept. 
Derby, Conn., U. S. A. 














PRIEST'S CLIPPERS 
—— 


Ask 
Your Jobber 
75 Years’ Reputation in the Trade 
AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 














OXFORD TOOL COMPANY 
G. G. Campbell, Pres. 
1633 N. 2nd St. Philadelphia, Pa. 








TROY—BEST 


File Handles 


Rigid 
Metal to 
Metal 

Gri bY ° 
(Patented), assures better workmanship 
and safety to user. A favorite for over 
40 years. 


TROY FILE WORKS 


Troy, Est. 1831. N. Y. 
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Neb. In the midst of a disastrous 
grasshopper invasion, the mer- 
chants advertised “Grasshopper 
Day.” A free movie on Saturday 
morning, was one of the principal 
drawing cards. Admission to the 
movie was at least one quart of 
grasshoppers, dead or alive. The 
farmers came and they brought 
their pests—quarts, pecks and 


_ 1 GOTTA Hor 
“ THs 1s WHERE 
.) 


teame I \ oan 2": 





‘ c 
RN 








bushels of them. This was a stunt 
from which everyone benefited 
greatly. 


Cooperation Pays 


Here is an experience in co- 
operation which is worth every 
merchant’s study, for it might ap- 
ply to his own town. It happened 
in Ulrichsville, Ohio. We'll let the 
secretary of the Board of Trade 
tell it in his own words. “Last 
year when business was very bad 
and merchants were very low in 
spirit, the local Board of Trade 
was at a complete standstill. The 
dues were and had been $5 per 
year and very hard to collect. 

“Several of us got together, 
talked the thing over, called a 
meeting. I suggested that if we 
reduced the dues to $1 per year, 
we might be able to get five or ten 
merchants to go on with the thing 
and keep the Board of Trade func- 
tioning. This was done and in 
two or three days, we had $125 
paid memberships at $1 each. 

“We then decided to celebrate 
Ulrichsville’s 100th anniversary. 
For 17 weeks, we have collected 
$1 weekly from each of the 125 
merchants and now have our 100th 
anniversary program all worked 
out with everything paid as we go. 
Have a free entertainment act, 
four times daily, at a cost of about 
$500, a pageant at a cost of $1,200 
and also have a horse show booked 
with two of the best horses in the 
country to show. All the mer- 
chants are on friendly terms; we 
have a sale each week for which 
we share advertising expenses, and 
we meet each Monday noon.” 


Farm and Home Week 


One of the principal features 
that made the Farm and Home 


. Ms) ae) 


¢ 
KIVA 





Week celebration at Storrs, Conn., 
such a success was a Song and 
Dance Festival. Square dances 
made up about half the program, 
while most of the singing was of 
old songs that everyone knows. 
For the square dances, couples 
were asked to register in advance, 
in groups of four couples. A 
crowd of 7000 attended this song 
and dance festival. 


* & * 


King Corn Festival 


The advertising put out in con- 
nection with the Corn Belt Exposi- 
tion at Bloomington, Ill., was un- 
usually effective, in that everything 
in connection with the festival was 
given a suitable name. Of course, 
hey crowned “King Corn” and 
the “Queen of the Corn Belt.” The 
midway attractions were arranged 
on the “Street of the King’s Jest- 
ers” and the “Street of the Little 
Kernels.” King Corn Currency 
was issued at a very low rate of 
exchange and this was the only 
“money” usable for the various 
events. The exhibition building 
was referred to as the “Corn 
Palace” and products of the 
“Realm” were displayed here. 
This choice of names was sure to 
appeal to the “play spirit” of even 
the oldest resident and was very 
effective in starting the festival off 
with great spirit and interest. 


* * * 


Pig Club 

The help of the County Agent 
was enlisted to pick the winners in 
a Pig Club contest for boys and 
girls held at LaCrosse, Wis.; 21 






AGRICULTURAL 
MY Ps Kin” 1S A 
PIGSKIN 


. 





boys and girls who satisfactorily 
passed the examination were 
awarded pure bred pigs. 
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SANDVIK 


PULPWOOD SAWS 


AND 


BUCK SAWS 


(FOR CUTTING FIREWOOD) 
¢ SAVE TIME 

¢ SAVE ENERGY 

° SAVE STEEL 


Through your regular suppliers 
or write Factory Sales Office: 


SANDVIK SAW & TOOL CORPORATION 


47 WARREN STREET NEW YORK, N. Y. 














xaKeneur” 


MECHANICAL 
RUBBER GOODS 


BOSTON WOVEN HOSE 


£ RUBBER COMPANY 
CAMBRIDGE, MASS. 





DEPENDABLE LONG-LIVED 
CLIPPERS 


—those your 
customers want 





W rite for Catalog 


Brown & Sharpe 
Mfg. Co. 


Providence, R. |. 


BROWN & SHARPE 


HAIR CLIPPERS 











MOLDED RUBBER GOODS spsciatres 


Plain and Mushroom Bumpers — Suction Rubbers 


eered 
THE ELASTIC TIP CO. 


SEND FOR CATALOG WEYA' EVE: U 88 Ce ADs 
OF COMPLETE LINE BOSTON, MASS. 


1942 



















HOLD-E-ZEE sceewonsvees 


Even if a man owns a dozen Hold-E-Zee feature — you get 
ordinary screwdrivers . . extra business in elther easel 
he'll buy a Hold-E-Zee on 
sight. He knows he needs the Chrome vanadium blades; 
Gripper! if he’s buying his many models have transparent, 
first serewdriver, he'll natu- insulating, unbreakable han- 
rally choose the one that has dies (illustr.). Order Thru 
everything PLUS the great Your Jobber. 


UPSON BROS., Inc.,84 Exchange St., Rochester, N.Y. 


4 COLOR 7 \ 
Qree\\\\* 









COUNTER DISPLAYS 


SELL THE EXTRA VALUE 
SCREWDRIVERS AND MAKE 








Push-Pins * Push-less Hangers 


The answer to hanging heavy wall decorations—pictures, 
mirrors, etc. is Moore Pushless Hangers. Four sizes to 
support 10 to 100 Ibs 

To pin or hang up lighter objects of a hundred different 
kinds—Moore Push-Pins. 3 sizes. Glass or metal heads 
Between them, they answer every need. Stock up today 
Your jobber can supply you 





Write for free copies “How to Black-out your Home” 


MOORE PUSH-PIN CO. 


113-25 BERKLEY ST.,, PHILA, e SINCE 1900 














That’s what all experienced siiliies 
marines and other gun owners say 
when they want a DEPENDABLE 
gun cleaner and that’s the best reason 
in the world why all wide awake 
dealers sell Hoppe’s No. 9. Don't 
ovadlack Hoppe’s Cleaning Patches, Hoppe’s 
Lubricating Oil or Hoppe’s Gun Grease either. 


FRANK A. HOPPE, INC. 
2314A North 8th St. Philadelphia, Pa. 

















Sliding Door Track 


A high priority 
item for contrac- 
tors engaged on 
large war proj- 
ects. Send us the 
orders. We can 
ship promptly. 


Dependable Products Since 1888 
COBURN TROLLEY TRACK CO. 
429 HARDING ST. HOLYOKE, MASS. 





























** Coming Conventions and Events «« 


Corrected Each Issue According to Latest Data 


American Hardware Manufac- 
turers’ Association meeting jointly 
with the National Wholesale Hardware 
Association, Oct. 19-21, 1942, at the 
Palmer House, Chicago, Ill. Charles 
E. Rockwell, 342 Madison Ave., New 


York City, is secretary-treasurer of the 


manufacturers’ group, and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ group. 

American Society of Architec- 
tural Hardware Consultants, annual 
convention, Oct. 6-8, 1942, at the Coro- 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 
Set solid, maximum, 50 words....... $4.00 


All capitals, maximum, 50 words.... 5.00 
Each additional word...... ; 08 


Positions Wanted 
(Special Rate) set solid, maximum 
BD WORE ccccccsdocscccceudecces $1.00 
Each additional word............... .0S 
Allow Seven Words for Keyed Address or Your Addr 


BOXED DISPLAY RATES 
Git DO iho nc ehsasscedsssscecces $6.00 
Each additional inch.......... 4.00 








WANTED 

Stocks of Hardware, Tools, Cutlery Electrical 
Supplies Electrical Appliances Garden Tools, 
Housewares, etc 

If you have any surplus stocks of these items, or 
wish to sell your entire stock, communicate with us. } 
We will buy any stock regardless of size—$5,000 
to $500,000 

Address Box H-127, care of HARDWARE AGE, 

100 E. 42nd Street, New York City 











SHELLAC REPLACEMENT 


Distributors, jobbers, factory representatives 
and salesmen wanted for new V-LAC. V-LAC 
replaces pure shellac now restricted by 
W.P.B. V-LAC is better and much lower in 
price than pure shellac but looks like shel- 
lac. Good proposition offered. 

Write—20th Century Paint & Varnish Manufactur- 
ing Co., 30 Roebling Street, Brooklyn, New York 











HARDWARE OR’ FURNITURE LINES 
WANTED for state of Rhode Island by expe 
rienced salesman with following. Address Box | 
H-121, care of Harpware AGe, 100 E. 42nd St., 
N. ¥. City. 


FOR SALE: PROFITABLE HARDWARE 
BUSINESS in northern New Jersey. Established 
") years. Sales almost entirely to home owners 
runs $45,000 to $50,000. Will sell for inventory 
$20,000 but must be cash transaction. Inventory 
at present is large but well assorted. Address 
Box H-122, care of Harpware Acer, 100 E. 42nd 
St.. N. Y. City 


FOR SALE—SIX HARDWARE DISPLAY 
wall cases and six sections shelves each 50 ft 
long, cost me new $1,800 10 display tables, cost 
me $320. 1—25 keg revolving nail bin. 1 Herrick 
tool rack. Bargain. Address Box H-123, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City 


DO YOU WANT REPRESENTATION IN 
Kansas City territory on a commission basis? 
Want items for jobbers, manufacturers and chain 
stores. Have buyers for miscellaneous merchan 
dise and closeouts. Address Box H-124, care of 
Harpware Ace, 100 E. 42nd St., N. Y. City. 


SALESMAN OR SALESFIRM WITH Es. | 


rABLISHED trade wanted for high-grade Casein 
Glue Calling on hardware-stores, furniture on | 
woodworking industry. New York and other terri 
tory open Good sideline on commission basis 


Address Box H-125, care of Harpware Aor, 
100 E. 42nd St., N. Y. City 


FOR SALE, WELL STOCKED hardware, 
plumbing and electric supply store, Western Penn 
sylvania, 50 miles from Pittsburgh. Established 
25 years ago. Inventory about $12,000, also own 
building which can be hought or leased Wish 
to retire. Address Box H-126, care of Harpwari 
Ace, 100 E. 42nd St., N. Y. City 





HARDWARE CLERK MILL SUPPLIES IN 
MID-MANHATTAN. Must have at least 5 years’ 


experience. Salary commensurate with ability =| 


produce. Address Box H-128, care of Harpwart 
Ace, 100 E. 42nd St., New York City. 
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TRAVELING SALESMAN EXPERIENCED 
AND WELL QUALIFIED now soliciting hard- 
ware, department stores and allied trade in Ken 
tucky, Tennessee and Georgia wants allied line 
on commission basis. Excellent following among 
well rated retail and wholesale accounts. A-1 


| references. Address Box H-118, care of Harp- 


warE AGE, 100 E. 42nd St.. N. Y. City 








WANTED—LINES FROM MANUFACTUR- 
ER FOR St. Louis, Mo., territory. Selling to 
jobbers, department, furniture, hardware, variety, 
gift stores. Also have a large following among 
premium trade. Age 45, married; have a car. 
Can furnish excellent references. Address Box 
H-113, care of Harpware Ade, 100 E. 42nd St., 
N. Y. City. 


IF YOU NEED SALES HELP ON WEST 
COAST FOR THE DURATION WE HAVE 
UNUSUAL FACILITIES TO OFFER AND 
NUMBER AMONG OUR CLIENTS ALL THE 
LEADING HARDWARE, ELECTRICAL AND 
PLUMBING JOBBERS, COMMISSION BASIS 
ONLY. ADDRESS — CLAUDE MICHAEL 
AGENCY, 109 EAST DORAN, GLENDALE, 
CALIFORNIA 


HARDWARE AND ELECTRICAL JOBBER 


|} AND DISTRIBUTOR, covering departmental 
| hardware and 5-1.00 store territory, seeks new 


lines of merchandise to replace those restricted 
by wartime conditions. Especially interested in 
obtaining new lines for sole distribution in Canada 
on agency basis. Seconds and clearing also con- 
sidered. Address Majestic Trading Reg’d, 207 
Craig St., W., Montreal, Canada. 





POSITION WANTED, SALESMAN, AGE 
53, twelve years’ experience selling the hardware 
trade of Southern New York State. The last 
two years have been selling fishing tackle special- 
ties to jobbers of the Eastern seaboard. Position 
with hardware manufacturer or jobber desired. 
References. Address Box H-129, care of Harp- 
ware Ace, 100 E. 42nd Street, New York City. 








nado Hotel, St. Louis, Mo., in conjunc- 
tion with the National Contract Hard- 
ware Association. Frank H. Sherwood, 
1441 Lexington Ave., New York City, 
is executive secretary-treasurer. 


National Contract Hardware As- 
sociation, annual convention, Oct. 6-8, 
1942, at the Coronado Hotel, St. Louis, 
Mo., in conjunction with the American 
Society of Architectural Hardware Con- 
sultants. Frank H. Sherwood, 441 Lex- 
ington Ave., New York City, is execu- 
tive secretary-treasurer. . 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers’ As- 
sociation, Oct. 19-22, 1942, at the 
Palmer House, Chicago, Ill. George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ group. 


Ohio Hardware Association, an- 
nual convention and exhibit, Feb. 16- 
19, 1943, in Cincinnati, Ohio. Head- 
quarters, convention sessions and ex- 
hibit all at the Netherland-Plaza 
Hotel. John B. Conklin, 175 S. High 
St., Columbus, Ohio, is secretary. 


Virginia Retail Hardware Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
Va.. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary. 


Western Retail Implement and 
Hardware Association, annual con- 
vention and exhibit, Jan. 25-27, 1943, 
in Kansas City, Mo. Headquarters will 
be at the Hotel President, convention 
sessions at the Little Theater, Munic- 
ipal Auditorium and exhibit at the Mu- 
nicipal Auditorium. Frank H. Spink, 
322 Scarritt Bldg., Kansas City, Mo., 
is secretary. 


Screw Products 
Catalog 


Manufacturers Screw Products, 292F 
W. Hubbard St., Chicago, Ill., has pub 
lished a screw products catalog con- 
taining 96 pages and cover, in which 
all items conform to the revised sug- 
gested stock size lists, as per the max- 
imum price regulation No. 147 of the 
Office of Price Administration. The 
book is sectionalized for easy reference, 
with one complete and 12 sectional in- 
dexes. It contains list prices and tech- 
nical data, giving weights and dimen- 
sions of various products. Available 
free of charge to any engineer or 
purchasing agent who will write for it 
on his business letterhead. 
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Was S3909-_NOW $222 


Save $1.00 by ordering your copy today 


“Taking the Mystery Out of Builders’ Hardware” 
is your only source of complete, authentic easy- Check This 
to-read information on all phases of Builders’ PARTIAL LIST OF CONTENTS 
Hardware. 60 Chapters 


It's a handy book you will constantly refer to, eg sh bd 11'/2—cloth bound to 
especially the comparative charts which will save | w,44, g Blue Print—size 25 x I 1l/5 inches 


you many times the cost of the book, in time and Glossary of more than 300 Technical Builders 
trouble. Hardware. terms—Cross Reference Index 


; : . ' 38 inch pull-out chart comparing 61 Builders’ 
You will get a better understanding of Builders Mieiicte, idaiiniea? Cities ollh 

















Hardware from reading this book and help in sell- U. S. Standard Symbols 
ing this line. It will also help you train your clerks Comparative Charts which show you how 
to become better salesmen, more alert to the profit to match other manufacturers’ products 


which may be specified, with the items of 


possibilities this line carries. 
the line you handle, such as: 





You will find use for this book now and during 
the years to come. 


Order your copy today — use the coupon below. 


maATL THIS coupon TOOARAY 


@eee rome 
+ HARDWARE AGE oe 
# 100 East 42nd St., New York, N. Y. ; 
# Please send me............copies of "TAKING THE MYSTERY OUT OF § 
«@ BUILDERS’ HARDWARE" by Adon H. Brownell. | will pay the Postman : 
° $2 each, plus a few cents, postage. (Canada and Foreign Countries $3.50). : 
ae 

« NAME ; a 
© ADDRESS Be Seti oa 
> ’ 
lo Oe toe eas wis cick ck H 


: (0 Check here if you enclose payment, in which case we pay postage 1 
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Butts 

Jamb-Floor and Checking Floor Hinges 

Mortise Bit Key Locks and Latches 

Mortise Cylinder Locks and Latches 

Trim for Mortise Locks 

Double Hung Window Hardware 

Liquid Door Closers 

Floor Hinges—concealed and semi-concealed 
door closers 

Lavatory Hardware 


Suggested Lists of Locks for Use in: 


Office and Apartment Buildings 

School Buildings 

Hotels 

Hospital and Asylum Buildings 

More than 600 illustrations, Charts and 
tables 

27 Illustrations of Different Builders’ Hard- 
ware Display Rooms 


















Gardiner Solders SELL BEST 


Users everywhere know the 


advertised 


Gardiner trade-mark as a sign of highest 


solder quality. 


details. 





Display 
Gardiner Repair-All Kit and you'll 
win the cream of the big home mar- 
ket. Ask your jobber for prices and 


THE WORLD’S LEADING SCREW PLATE 
Over 1,000,000 in use 


famous 











TAPS. ONS - GAGES - TWIT ORELS - REAMERS - SCREW PLATES - PIPE TOOLS 


Be Wise! 











“ss 10¢ SET-10c SET 






Ask your Job 


DOMES 


142 







SAVE FURNITURE 
& FLOORS - CREATE QUIET 


Look for name 
"Domes of Silence" 











Ondex S3c Adwentinera 








Domes of Silence — Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors 
Noiseless. Sizes for metal beds, wood beds, large 
choire and all furniture 


of SILENCE * 35 





A M 
| 
American Cabinet Hdwe. Corp. 126 | Marlin Firearms Co. 106 
American Chain & Cable Co., Master Lock Co. 9 
Inc. r 32 | Master Metal Products 127 
American Chain Div. 32 | Master Rule Mfg. Co. 12 
American Fork & Hoe Co., The.. 125 | McCormick Seles Co., The (Iron 
American Grease Stick Co. 135| Glue) 130 
American Mfg. Co. .. , McGill Metal Prod. Co. 128 
American Safety Razor Corp. 14| McGraw Elec. Co. 99 
American Shearer Mfg. Co. 138 | McKinney Mfg. Co. 89 
American Steel & Wire Co. 53 | Meyercord Co., The 127 
American Thermos Bottle Co., The 17| Mid States Steel & Wire Co. 107 
Archer, Daniels, Midland Co. 113 | Miller, Inc.. Robert E. .. . 142 
Armstrong Bray & Co. 128 | Millers Falls Co. ae 
Atlas-Ansonia Co., The 121 | Moore Push-Pin Co. . 139 
Autoyre Co. 135 | Myers & Bro. Co., The F. E..... 22 
B N 
Baker Mfg. Co. 129| National Brass Co. 145 
Berea Abrasives 11t | National Enameling & Stamping 
Bethlehem Steel Co., Inc. 24-25 Co. 
Blaisdell Pencil Co. 137 | National Mfg. Co. - 10 
Bommer Spring Hinge Co. .. 137 | National Screw & Mfg. Co. ..... 73 
Boston Varnish Co. 69 | New England Screw Co. . 120 
Boston Woven Hose & Rubber Newport Industries, Inc. . . 10 
Co. ‘ Noblitt-Sparks Industries, Inc. .. 133 
Brooks & Sons, M. S. 126 
Brown & Sharpe 139 ° 
Okonite Co. . % 
Cc Oxford Tool Co. . 138 
Capewell Mfg. Co. 120 Pp 
Carborundum Co., The 77 | Paine Company, The . 124 
Carey Co., Philip 10! | Pearl-Wick Corp. ; 55 
Central Tool Co. , 117 | Pecora Paint Co., Inc. 108 
Champion Hardware Co., The 125 | Pelouze Mfg. Co. 135 
Cheney Hammer Co., Henry 82 | Plastic & Die Cast Prod. Corp... 119 
Chicago Lock Co. : 135 | Play-Pal Toys, Inc. 133 
Chicago Spring Hinge Co. 129 | Plymouth Cordage Co. 29 
Cleveland Chain & Mfg. Co., The 135 Porter, Inc., H. K. 121 
Cleveland Wire Spring Co. 138 | Prime’ Mfg. * oe 116 
yw ew Leng = eo Co. ... 139 | Progressive Mfg. Co. 123 
olumbian Rope Co. 8 ; i 
Continental Motors Corp. 135 furan Condage Nis . oad 
oeneees png Co. 16 ® 
ross ee, ee, W. W. 142 
Cyclone Fence Co.... 6! .- a ee Geduies 
D Remington Arms Co., Inc. ...... 47 
Richards-Wilcox Mfg. Co. . 57 
Devoe & Raynolds Co. 71 | Rockford Brass Wks. ; — 
Diamond Calk Horseshoe Co. 26 | Rogers Isinglass & Glue Co. ... 123 
Disston & Sons, Inc., Henry 15| Russell, Burdsall & Ward Bolt & 
Dixon Crucible Co., Joseph 103 Nut ‘Co. : 105 
Domes of Silence, Inc. 142 
s 
E Samson Cordage Works , 86 
Eagle Mfg. Co. 122 | Sand's Level & Tool Co. 133 
Economics Laboratory, Inc. 11-12 | Sandvik Saw & Tool Corp. 139 
Ediund Co. : 121 | Schatz Mfg. Co., The : 28 
Elastic Tip Co. 139 | Scholihorn Co.. The Wm. . 94 
Embury Mfg. Co. 130 | Sheffield Bronze Powder & me 
Empire Level Mfg. Co. 102 Co. 
Shelby Cycle Co. The : ‘ ia 
F Shelby ~ tin Hinge Co. . 124 
Farrell-Cheek Steel Co. 125 | Silex Co. = 
Faultless Caster Corp. 135 | Smith Co., “Inc., Gilman B8.... 83 
Federal Tool Corp. 84 | Smith, Inc., Landon P. Pa 
Fletcher-Terry Co. 137 Southington Hdwe. Mfg. Com- 
Flexible Steel Lacing Co. 129} _ pany er 
Florence Stove Co. 28 | Stanley Works, The hd 
Franklin Glue Co. 136 | Starrett Co., The L. S. ; 122 
. Sc Stevens Walden, Inc. avs 
Gardiner Metal Co. 142 T 
General Elec. Co., Lamp Div... .20-2! | Tamms Silica Co. . 2 
Graham Mfg. Co. 138 | Taylor Instrument Companies 75 
Great Lakes Varnish Wks. 49 | Tennessee Valley Associated 
Greenlee Tool Co. 8! Marketers . = 
Greenfield Tap & Die Corp. 142 | Teuscher Pulley & Belting Ca.... 198 
Griffin Mfg. Co. 115 | Triplex Screw Co., The . . 109 
Troy File Works 138 
H — Day & Woolworth Handle 
Harker Pottery Co. 135 , 17 
Hazard Insulated Wire Wks. % Tenner & Seymour Mfg. Co. .... 123 
Heller Brothers Co. 23 
Heller & Co.. W. C. 125 U 
Hercules Powder Co. 4-5 | Union Hardware Co. . 3 
Hoppe, Inc., Frank A . 139 | United Brush Manufactories . 133 
Hoyt & Worthen Tanning Corp... 138| United States Plywood Corp. 76 
Huenefeld Co., The 146 | United States Steel Corp. 53, 6! 
| Upson Bros., Inc. ... 139 
Independent ~~ wr Vv 
International ain Co. 5 
: ri Vaughan & Bushnell Mfg. Co. 114 
Irwin Auger Bit Co., The ' Veushen Novelty Mfg. Co., Inc. 129 
J Vichek Tool Co. 118 
~ Mfg. oo, The Russell 91 Ww 
nson St ir In ! 
de son Steel & Ps ” Weaver Pres-Kloth Co. 131 
K Western Cartridge Co. ; ae 
Keystone Steel & Wire Co. 115 | Whitney Carriage Co., F. A.. 92 
Klein & Sons, Mathias 18 | Winchester Repeating ‘Arms Co.. 19 
Witt Cornice Co., The 127 
= Wood Shovel & Tool Co. ... 
Lamson & Sessions Co. 63 | Wright Steel & Wire Co., G. F. 123 
Larson Co., Chas. O. 26 
a Co., F. Pi ~ x 
Lloyd Products Co. ¥ " .. Inc. 132 
Lockwood Hdwe. & Mfg. X-Acto Crescent Prods. Co., 
Company 35 Y 
Lowe Bros. Co., The 127 | Yale & Towne Mfg. Co., The 3 
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FOR VICTORY TODAY 





Get This Flag Flying Now! 


This War Savings Flag which flies today 
over companies, large and small, all across 
the land means business. It means, first, 
that 10% of the company’s gross pay roll is 
being invested in War Bonds by the workers 
voluntarily. 


It also means that the employees of all these 
companies are doing their part for Victory 
...by helping to buy the guns, tanks, and 
planes that America and her allies must have 
to win. 


It means that billions of dollars are being 
diverted from “bidding” for the constantly 
shrinking stock of goods available, thus put- 
ting a brake on inflation. And it means that 
billions of dollars will be held in readiness 
for post-war readjustment. 


\) 





Save With 
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Think what 10% of the national income, 
saved in War Bonds now, month after month, 
can buy when the war ends! 


For Victory today ... and prosperity tomor- 
row, keep the War Bond Pay-roll Savings 
Plan rolling in your firm. Get that flag fly- 
ing now! Your State War Savings Staff Ad- 
ministrator will gladly explain how you may 
do so. 


If your firm has not already installed the Pay- 
roll Savings Plan, now is the time to do so. 
For full details, plus samples of result-getting 
literature and promotional helps, write or 
wire: War Savings Staff, Section F, Treasury 
Department, 709 Twelfth Street NW., 
Washington, D. C, 


War Savings Bonds 
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QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages of Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today’s wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
fac*urers. 


3. Over 20,000 manufacturers’ 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4, More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P” 
orders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory ever published of 
manufacturers of Hardware, Tools, 
Household and Kitchen ware; Farm, 
Garden and Dairy Equipment; In- 
secticides, etc.; Paint, Stoves, Elec- 
trical Appliances and Supplies; etc., 
plus hundreds of merchandise items 
made of non-critical materials to 
meet war-time conditions. 
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MERCHANDISE 
DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


UST off the press, this new edition has been streamlined to meet the 
urgent needs of 26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more useful, more needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardwgre 
merchants. 


In every way this 2lst coming-of-age edition of “Who Makes It” is a 


splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE 


A. B. ©. © Charter Member @ A. B. P. 
PUBLICATION 


100 East 42nd Street, New York, N. Y. 
A CHILTON © 
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National Brass 
Originated the — 


TUBULAR 4 


DEXTER-TUBULAR is an American 
achievement as advanced in its 
field as the dive bomber in modern 
aeronautics. It does a better job, 
faster. 

Say '‘Dexter'' and you say 
‘'Tubular''— because DEXTER- 
TUBULAR is the original—the first 
and the best. It is built to pre- 
cision specifications —backed with 
an unconditional lifetime guarantee 
— as good in wartime as any time. 
The DEXTER-TUBULAR Comman- 
der Line complies with Federal 
specifications on Defense Housing. 


America Originated 
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DON'T MISS OUT ON SALES YOU CAN STILL MAKE 


BUILDERS HARDWARE . . . CABINET HARDWARE — 


D 


y lbs If there is any uncertainty in your mind 
about what you can order or what you can 


get, please write us today. We can still supply many 
0. 27 (Cabinet a eneral 
Hardware) and Catalog No. 31 (Lock and Latch 
Sets) from finished on hand, without priority, 
in compliance with Federal and WPB regulations. 
The Dexter-Tubular Commander Line and Cabinet 


items listed in Cata 


National Brass Co. Mfrs. 


CABINET HARDWARE - 


BUILDERS HARDWARE - 
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Hardware conform with the specifications , . 
in the new Builders Hardware Manual of the War 

Production Board and can be supplied to those 
with qualifying rating. If you have not received — 
the Commander Line Catalog, write for your — 
copy today. ad 
Let us serve you. Please write us. Don’t miss out — 
on business that can be yours. 





GRAND RAPIDS, MICH. 
SCREEN DOOR HARDW. 
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RANGES *« STOVES * OVENS °¢ HEATERS 
THE HUENEFELD CO. CINCINNATI, OHIO 


